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/  Blueprints  for  success 

Goals  of  strategic  IS  plans 

Achieving  interoperability  among  current  systems 
I  Moving  to  open  computing  or  network  standards 
.  Improving  communications  among  departments 
Aligning  IS  and  business  goals 
|  Implementing  client/server  or  distributed  processing 
Reducing  IS  expenditures 
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I  Consolidating  stand-alone  networks  67.7% 
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I  Reengineering  business  processes  57.3% 

|  Centralizing  procurement 
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Figures  are  based  on  responses  from  100  Network  World  readers. 
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Failing  to  plan  could  be 
a  sure  plan  for  failure 


By  Joanne  Cummings 

Senior  Writer 


Eicon  to  ease  remote 
site  net  headaches 

Three-in-one  tool  promises  to  save  users  money 
linking  remote  sites  to  SNA,  LAN  internetworks. 


Novell  gets  a 
hot  new  ally 
in  Powersoft 

By  Wayne  Eckerson 

_ Senior  Editor _ 

SANTA  CLARA,  Calif.  —  Heed¬ 
ing  customer  demands,  Power¬ 
soft  Corp.  and  Novell,  Inc.  this 
week  will  announce  a  tool  that 
will  make  it  easier  for  developers 
to  build  client/server  applica¬ 
tions  that  run  on  Novell  NetWare 
local-area  networks. 

PowerBuilder  Library  for  Net¬ 
Ware  will  enable  programmers  to 
build  application  hooks  into 
about  25  NetWare  print,  directo¬ 
ry  and  communications  services 
by  pointing  and  clicking  a  mouse 
on  Windows-based  objects.  Cur¬ 
rently,  users  of  PowerBuilder  — 
the  firm’s  popular  client/server 
development  tool  —  have  to 
code  calls  in  C  or  PowerBuilder’s 
Powerscript  programming  lan¬ 
guage  to  provide  access  to  Net¬ 
Ware  services. 

In  addition,  Powersoft  said  it 
is  beta-testing  interfaces  that 
would  give  applications  devel¬ 
oped  using  PowerBuilder  access 
to  Novell’s  Btrieve  and  NetWare 
SQL  databases. 

“Our  customers  were  pushing 
us  to  simplify  the  process  of  ac¬ 
cessing  NetWare  services  from 
PowerBuilder,”  said  Bill  Critch, 
Powersoft  director  of  business 
( continued  on  page  52 ) 


What  would  you  give  for  some¬ 
thing  that  can  help  you  integrate 
your  disparate  net¬ 
works,  provide  interop¬ 
erability  among  sys¬ 
tems,  develop  new 
applications  tailored  to 
business  goals  and 
streamline  operations? 

Well,  there  is  some¬ 
thing  that  can  help  you 
do  all  that  and  more  —  it’s  called 
strategic  planning. 

The  thought  of  strategic  plan¬ 
ning  elicits  groans  from  many  a 
technology  executive.  It  can  be  a 
painful  process  that  exposes  po¬ 


litical  problems  within  a  compa¬ 
ny  and  throws  light  on  business 
and  information  systems  (IS) 
flaws.  It  requires  time  and  com¬ 
mitment. 

Like  exercise,  strate¬ 
gic  planning  is  more 
talked  about  than  done. 
Too  few  companies 
have  long-term  IS  plans 
and  procurement  poli¬ 
cies  designed  to  help 
them  achieve  strategic 

goals. 

Too  bad.  Analysts,  users  and 
others  agree  that  strategic  plan¬ 
ning  is  the  one  tool  that  will  sepa¬ 
rate  the  winners  in  the  IS  game 
( continued  on  page  40 ) 


Tests  conducted  by  The  Trav¬ 
elers  Corp.  on  the  6611  multipro¬ 
tocol  router  confirm  IBM’s  claims 
about  rich  features  but  also  raise 
questions  about  the  product’s 
readiness  for  the  company’s 
large,  traffic-in¬ 
tensive  IBM  net¬ 
work. 

The  Travelers’  internal  testing 
results  make  a  strong  case  for  us¬ 
ing  the  6611,  particularly  be¬ 
cause  some  of  its  features  and 
functions  outshine  those  found  in 
other  routers.  However,  while  the 
6611  provides  strong  perfor- 


By  Michael  Cooney 

_ Senior  Editor _ 

MONTREAL  —  Eicon  Technol¬ 
ogy  Corp.  is  preparing  to  an¬ 
nounce  an  innovative  software- 
based  router/gateway  that 
provides  an  inexpensive  way  to 
ship  multiprotocol  traffic  from 
remote  sites  to  corporate  SNA  or 
TCP/IP  backbones. 

Scheduled  to  be  announced  at 
INTEROP  93  Spring,  Eicon’s  In¬ 
terconnect  Server  (ICS)  will  run 
on  a  variety  of  LAN  platforms, 
from  Novell,  Inc.’s  NetWare  and 
IBM’s  OS/2  to  Unix  and  Microsoft 
Corp.’s  Windows  NT. 

The  software  handles  the 
work  of  three  separate  products 
—  a  multiprotocol  router,  a  Sys¬ 
tems  Network  Architecture  gate¬ 
way  and  a  Synchronous  Data  Link 
Control  protocol  conversion  de¬ 
vice  —  at  a  price  of  no  more  than 
$5,000.  That  can  mean  big  sav¬ 
ings  for  users  with  many  remote 
offices,  said  Lionel  Gibbons, 
product-line  manager  for  the  ICS. 

For  example,  a  comparable 
low-end  feeder  router  is  IBM’s 
software-based  RouteXpander/ 
2,  which  costs  $795  and  requires 
a  $795  Wide  Area  Adapter  card.  A 
Netlink,  Inc.  SDLC  Link  Server, 


mance  for  routable  protocols 
such  as  the  Internet  Protocol,  it 
falls  short  of  offering  the  full  per¬ 
formance  necessary  for  support¬ 
ing  Systems  Network  Architec¬ 
ture  and  Network  Basic  I/O 
System  traffic  over  a  T-l  net. 

Network  managers  should 
also  note  that  the 
66ll’s  lack  of 
hardware  redun¬ 
dancy  looms  as  an  issue  because  a 
single  component  failure  could 
cripple  the  router. 

Competitive  with  other  rout¬ 
ers,  the  6611  provides  cost  sav¬ 
ings  by  allowing  IBM  protocols 
(continued  on  page  38) 


which  converts  SDLC  to  the  local- 
area  network-compatible  Logical 
Link  Control  2  (LLC2)  protocol, 
costs  at  least  $7,000.  SNA  gate¬ 
ways  range  from  $  1 ,000  to  more 
than  $10,000. 

“Eicon  has  built  a  model  for 
( continued  on  page  55 ) 


Users  take  to  outsourc¬ 
ing  pieces  of  the  network 
operations  pie.  Page  34. 


AT&T  boosts 
support  for 
virtual  nets 

By  Bob  Wallace 

_ Senior  Editor _ 

BASKING  RIDGE,  N.J.  — 
AT&T  last  week  announced  three 
new  service  and  support  offer¬ 
ings  for  customers  of  its  flagship 
Software-Defined  Network  ser¬ 
vice  —  offerings  that  SDN  users 
said  are  long  overdue. 

Through  the  services,  AT&T 
will  coordinate  maintenance  with 
customer  premises  equipment 
vendors  and  help  users  with  net¬ 
work  monitoring,  design  and 
analysis. 

“We’ve  been  pushing  hard  for 
these  services  for  years,”  said 
Barry  Volante,  manager  of  tele¬ 
communications  planning  for 
General  Electric  Co.,  one  of 
AT&T’s  first  and  largest  SDN  us¬ 
ers.  “They  should’ve  been  of¬ 
fered  as  standard  features  since 
Day  One.” 

Still,  AT&T  has  upped  the  ante 
for  virtual  network  service  pro- 
( continued  on  page  55 ) 
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AS/400  PACKAGED  with 
client/server  programs.  Page  2. 

AT&T  TO  REDUCE  T-l  local 
access  channel  charges,  in¬ 
crease  other  charges.  Page  4. 

SPRINT  WILL  BUILD  dedicat 
ed  transaction  processing  net. 
Page  4. 
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FIBERMUX  ADDS  ATM  HUB 

products.  Page  4. 

CLIENT/SERVER  TAKING 

root  but  with  more  work  than 
expected,  survey  says.  Page  4. 

CARRIER  WARNS  FCC  that 
800-portability  advantage  may 
be  squandered.  Page  5. 
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Tests  of  6611  validate  IBM 
claims  but  raise  concerns 

By  Steve  Simon 

Special  to  Network  World 


TheTravelersj 


NetFrame  readies  line  of 
client/server  superservers 

Use  of  plug-in  dedicated  processors  improves 
performance,  supports  multiple  environments. 

By  Bob  Brown 

Senior  Editor 


Briefs 


FDDI  copper  standard  in  home  stretch.  With  the  adoption  of  a 
voltage  level  at  last  week’s  ANSI  meeting  in  Austin,  Texas,  it  appears 
the  last  hurdle  has  been  cleared  in  the  effort  to  finalize  a  standard  for 
running  Fiber  Distributed  Data  Interface  over  copper  wiring.  By  agree¬ 
ing  on  a  2.0  voltage  level  for  unshielded  twisted-pair  wiring  that  meets 
Federal  Communications  Commission  emission  requirements,  ANSI 
has  now  put  the  three  major  issues  surrounding  the  standard  —  en¬ 
coding,  scrambling  and  signaling  —  to  rest,  freeing  up  silicon  vendors 
to  develop  chips  that  conform  to  the  draft  standard. 

Expanding  one-way  wireless  messaging.  Motorola,  Inc.  and 
AT&T  EasyLink  Services  last  week  announced  creation  of  an  X.400 
link  between  Motorola’s  EMBARC  one-way  wireless  messaging  service 
and  AT&T  EasyLink  Service’s  public  E-mail  service.  The  connection 
will  enable  AT&T  Mail  users  to  send  messages  to  users  of  Electronic 
Mail  Broadcast  to  a  Remote  Computers. 

IBM  to  beef  up  Info  Warehouse.  IBM  has  scheduled  a  press 
briefing  for  March  1 6  at  which  it  is  expected  to  announce  database  and 
decision  support  tools  that  will  bolster  its  Information  Warehouse  ar¬ 
chitecture.  Although  IBM  declined  to  comment,  but  analysts  speculate 
the  company  will  announce  Release  3  of  its  DB2  relational  database 
management  system  that  will  run  on  distributed  platforms  —  includ¬ 
ing  OS/2  workstations  and  AlX-based  servers  —  and  act  as  an  enter¬ 
prisewide  data  repository. 

Noted  Notes  notes.  Lotus  Development  Corp.  last  week  wracked 
up  a  couple  of  multimillion-dollar  Notes  contracts  with  European 
firms.  Consumer  product  giant  Unilever  said  it  is  standardizing  on  Lo¬ 
tus  Notes  to  enhance  information  sharing  among  its  employees  world¬ 
wide  and  will  purchase  between  10,000  and  30,000  copies  of  the  $495 
Notes.  Statoil,  a  large  Norwegian  firm,  signed  a  four-year  agreement  to 
purchase  Notes  and  other  Lotus  software  for  its  14,000  employees. 

Ameritech  launches  LAN  link  service.  Ameritech  last  week  an¬ 
nounced  Ameritech  LAN  Interconnect  Service  (ALIS),  an  offering  that 
enables  users  to  link  Ethernet  or  token-ring  local-area  networks  in  six 
major  metropolitan  areas:  Chicago,  Cleveland  and  Columbus,  Ohio; 
Detroit;  Indianapolis;  and  Milwaukee.  Customers  can  use  ALIS  to  con¬ 
nect  up  to  eight  LANs  of  the  same  type  and  speed. 

Microsoft  bags  DOS  6.0  net  features.  Microsoft  Corp.  has  re¬ 
moved  features  from  DOS  6.0  that  let  users  share  personal  computer 
resources  and  exchange  electronic  mail  for  fear  they  would  cause  con¬ 
fusion  with  users  who  already  have  networks,  according  to  a  letter  ac¬ 
companying  the  latest  beta  release.  Microsoft  recently  released  Work¬ 
group  Connection,  a  DOS  add-on  that  provides  similar  capabilities  for 
DOS  users  connected  to  networks  running  Windows  for  Workgroups, 
the  letter  noted. 

Cellular  carriers  band  together.  A  group  of  14  U.S.-based  cel¬ 
lular  carriers  plus  the  1 5 -member  Canadian  consortium  called  Mobile 
Canada  announced  they  will  provide  an  improved  version  of  cellular 
service  by  the  third  quarter.  Subscribers  of  MobiLink  will  have  24-hour 
customer  service,  a  customer  satisfaction  guarantee,  and  uniform  dial¬ 
ing  and  access  codes  for  receiving  calls  in  major  metropolitan  areas 
while  roaming  outside  the  carrier’s  cellular  area. 
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MILPITAS,  Calif.  —  NetFrame 
Systems,  Inc.  this  week  will  un¬ 
veil  a  new  line  of  local-area  net¬ 
work  superservers  optimized  to 
run  client/server  applications. 

NetFrame ’s  Client/Server  Sys¬ 
tems  provide  high-performance 
application  processing  by  run¬ 
ning  programs  on  dedicated, 
plug-in  processor  boards.  Exist¬ 
ing  NetFrame  servers  run  appli¬ 
cations  on  the  same  central  sys¬ 
tem  processor  used  to  support 
the  network  operating  system 
kernel. 

The  new  servers  are  designed 


MINNEAPOLIS  —  For  roughly 
the  same  price  as  a  star  topology 
private  T-l  net,  the  Center  for  Di¬ 
agnostic  Imaging  (CDI)  here  is 
getting  the  mesh  networking  fea¬ 
tures  of  a  Switched  Multimegabit 
Data  Service  (SMDS)  net. 

CDI,  US  West  Communica¬ 
tions,  Inc.’s  first  paying  SMDS 
customer,  is  using  the  nascent 
switched  data  service  to  support 
image  transmission  between 
three  clinics  and  its  corporate 
headquarters  here. 

For  $14  more  a  month  than 
the  T-l  configuration,  CDI  gets 


NEW  YORK  —  IBM  last  week 
announced  a  variety  of  products 
designed  to  ease  management  of 
AS/400  nets  and  position  the 
minicomputer  at  the  heart  of 
client/server  applications. 

As  expected,  IBM  announced 
the  Application  System/400  Cli¬ 
ent  and  Server  Series  of  prepack¬ 
aged  client/server  applications 
and  systems,  rolled  out  a  systems 
management  platform  for  the 
minicomputer  and  boosted  the 
power  of  the  box  by  announcing 
AS/400  F  series  models  that  are 
an  average  of  26%  faster  than  the 
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to  run  multiple  Novell,  Inc.  Net¬ 
Ware  Loadable  Module-based  ap¬ 
plications,  such  as  Oracle  Corp. 
and  Sybase,  Inc.  databases,  but  it 
eventually  will  be  enhanced  to 
support  applications  running  on 
Univel’s  UnixWare  and  Microsoft 
Corp.’s  Windows  NT.  This  will 
give  users  the  option  of  running 
multiple  operating  systems  on  a 
single  server. 

“NetFrame  has  found  a  way  to 
apply  processing  power  in  an  ap¬ 
propriate,  balanced  fashion,” 
said  Lynn  Berg,  program  director 
for  mid-range  computing  strate¬ 
gies  at  Stamford,  Conn.,  market 
( continued  on  page  6 ) 


unlimited  use  of  its  1 . 1 7M  bit/sec 
SMDS  net.  And  CDI  can  add  sites 
to  its  SMDS  for  less  than  it  would 
cost  to  add  sites  to  the  T-l  net  it 
evaluated. 

“In  the  long  run,  CDI  will  be  a 
big  winner,”  said  Scott  Lucas, 
president  of  Lucas  Technologies, 
an  Eden  Prairie,  Minn.,  consul¬ 
tancy  that  conducted  the  cost-jus¬ 
tification  of  SMDS  for  CDI. 
“They’ll  use  it  to  change  the  way 
they  do  business  by  adding  busi¬ 
ness  partners  to  the  net.” 

SMDS,  unlike  frame  relay,  was 
conceived  as  an  intercompany 
offering  that  would  enable  firms 
( continued  on  page  54 ) 


existing  E  series. 

The  company  also  promised 
future  network  improvements, 
such  as  support  for  high-speed  lo¬ 
cal-area  networks  and  enhanced 
Transmission  Control  Protocol/ 
Internet  Protocol  capabilities. 

To  boost  the  AS/400’s  role  in 
managing  distributed  networks, 
IBM  and  Candle  Corp.,  Big  Blue’s 
management  system  develop¬ 
ment  partner,  rolled  out  the  first 
comprehensive  systems  manage¬ 
ment  platform  for  the  AS/400. 

Automation  Center/400  con¬ 
sists  of  three  components  — 
Omegamon/400,  OmegaView/ 
( continued  on  page  54 ) 


We  want  to  hear  from  you. 

Network  World  has  set  up  a 
toll-free  number  you  can  use  to 
leave  news  tips  or  letters  to  the 
editor.  Let  us  know 
what’s  going  on  or  how 
you  feel  about  the  sto¬ 
ries  you  read  in  our  pub¬ 
lication  by  calling  (800) 
622-1108,  Ext.  487. 


NW  Bulletin  Board  System. 

Contact  us  electronically.  Our 


BBS  lets  you  submit  letters  to 
the  editor,  pass  on  tips,  leave 
change  of  address  requests,  in¬ 
teract  with  other  readers,  down¬ 
load  free  software  and 
hunt  for  jobs.  You  can 
use  your  IBM,  Apple  or 
other  microcomputer  to 
reach  the  BBS  at  300  to 
2,400  bit/sec  (8N1)  by 
dialing  (508)  620-1160 
or  at  speeds  up  to  9-6K  bit/sec 
by  dialing  (508)  620-1178. 
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Medical  imaging  firm  finds 
SMDS  better  deal  than  T-l 

Will  make  it  cheaper  to  add  new  sites  to  network. 

By  Bob  Wallace 

Senior  Editor 


IBM  expands  AS/400  mgmt 
and  client/server  support 

By  Michael  Cooney 

Senior  Editor 


Nobody  offers  you  more  800  service  than  Sprint. 
Nobody. 

•  Let’s  say  your  operation  has  locations  in  dif¬ 
ferent  area  codes.  So  servicing  your  customers  on 
a  local  basis  is  a  real  problem. 

Thanks  to  Sprint’s  Area  Code  Routing,  every  800 
call  automatically  goes  to  your  location  in  the 
customer’s  area  code.  Or  your  nearest  available 
location  to  the  customer’s  area  code. 

Which  means  customers  get  more  customer 
service.  And  less  lip  service. 

•  Maybe  you’ve  got  a  different  problem.  Maybe 
you  need  800  service  that  routes  your  calls  to  dif¬ 
ferent  locations.  Depending  on  time  of  day. 

Enter  Sprint’s  Time  of  Day  Routing.  Your  West 
Coast  office  picks  up  the  slack  when  your  East 
Coast  office  goes  home  at  night.  And  your  East  Coast 
office  begins  the  day.  While  your  West  Coast  office 
is  still  in  bed. 

No  missing  calls.  No  unnecessary  overtime. 

•  But  your  problem  isn’t  time.  Your  problem  is 
staffing.  You’ve  got  people  in  L.  A.  Chicago.  New  York. 

You  don’t  want  Chicago  sitting  around.  Or  New 


York  burning  out.  With  Sprint’s  Call  Allocator, 
what  you  don’t  want,  you  don’t  get.  You  determine 
what  percentage  of  your  800  calls  you  want  to  go 
to  each  location. 

Talk  about  maximizing  your  sales  force. 

•  How  about  companies  that  have  dealers  all 
over  the  country?  How  about  them. 

With  Sprint’s  Dealer  Locator,  you  no  longer  have 
a  lot  of  different  800  numbers  in  a  lot  of  different 
states.  Your  customers  call  just  one  800  number. 
Enter  their  zip  code.  And  the  calls  are  routed  to 
the  dealer  closest  to  them. 

Yes.  All  those  dealers.  And  one  800  number. 

•  What  about  your  worst  nightmare?  Your  800 
number  goes  down.  Thanks  to  Sprint’s  pre -planned, 
pre- stored  Command  Routing,  you’ll  be  up  and 
running  in  minutes. 

Sprint.  800  service.  Unlimited  solutions. 

Call  1-800-788-1000. 


Not  just  another  phone  company.” 


©  1 092  Sprint  Communications  Compare  L.P 


AT&T  revising  T-l  service 
rates,  pending  FCC  approval 

Changes  will  increase  total  service  cost  slightly. 


By  Bob  Wallace 

_ Senior  Editor _ 

BASKING  RIDGE,  N.J.  — 
AT&T  last  week  proposed  a  re¬ 
duction  of  local  access  channel 
prices  for  its  T-l  service  while 
asking  for  increases  in  multiplex¬ 
ing  and  access  connection 
charges. 

AT&T  wants  to  cut  local  access 
channel  charges  by  5%  and  boost 
access  connection  fees  for 
switched  and  dedicated  services 
by  31%  and  48%,  respectively. 
Central  office  multiplexing 
charges  would  rise  by  33%. 

Local  access  channel  charges 
are  fees  assessed  for  dedicated 
access.  Access  connection  is  the 
cost  of  the  physical  connection  of 
an  access  link  to  an  AT&T  point  of 
presence. 

According  to  Hemant  Vaidya, 
division  manager  for  AT&T’s  Ac- 


cunet  High  Capacity  Services,  the 
end  result  of  the  changes  for 
AT&T  T-l  customers  will  be  an  in¬ 
crease  of  about  2%  of  total  T-l 
service  charges. 

The  carrier  said  the  local 
channel  revisions  bring  the  cost 
of  AT&T-provided  access  more  in 
line  with  fees  for  access  that  users 
acquire  directly  from  local  tele¬ 
phone  companies  and  increase 
the  attractiveness  of  end-to-end 
circuit  provision  by  AT&T. 

But  analysts  say  users  will  not 
find  the  increases  in  mux  and  ac¬ 
cess  connections  attractive. 

Under  AT&T’s  plan,  access 
connection  charges  for  switched 
services  will  rise  from  $210  to 
$310  a  month  —  a  48%  increase 
—  while  charges  for  dedicated 
service  will  increase  from  $160 
to  $210  a  month  —  a  31%  in¬ 
crease.  Access  connection 


charges  are  assessed  at  each  ter¬ 
mination  of  an  end-to-end  link. 

If  the  carrier’s  plan  is  ap¬ 
proved,  AT&T  customers  will  also 
pay  far  more  for  central  office- 
based  multiplexing,  which  will  in¬ 
crease  from  $150  to  $200  a 
month  per  each  T-l. 

“They’re  nickeling  and  dim¬ 
ing  users  to  death,”  said  Michael 
Hills,  president  of  HTL  TeleMan- 
agement,  Inc.,  a  Burtonsville, 
Md.,  tariff  analysis  and  network 
design  firm. 

M24  central  office-based  mul¬ 
tiplexing  takes  incoming  traffic 
and  splits  it  out  to  AT&T  voice 
and  data  services  such  as  Soft¬ 
ware-Defined  Network,  fraction¬ 
al  T-l  and  800. 

AT&T’s  Vaidya  said  the  in¬ 
creases  represent  the  final  phase 
of  price  adjustments  initiated  last 
October  “to  better  reflect  the 
market  value  of  services  provided 
to  customers.”  The  carrier  re¬ 
vamped  its  entire  private-line 
pricing  structure  in  August  1992. 

The  price  revisions  are  sched¬ 
uled  to  take  effect  Feb.  26,  pend¬ 
ing  Federal  Communications 
Commission  approval.  □ 


Sprint  offers  dedicated  net 
for  transaction  processing 


By  Anita  Taff 

Washington  Bureau  Chief 

WASHINGTON,  D.C.  —  Sprint 
Communications  Corp.  last  week 
said  it  will  build  a  dedicated  net¬ 
work  to  support  transaction  pro¬ 
cessing  services  targeted  to  users 
such  as  retailers,  banks  and  credit 
card  companies. 

The  TranXact  net  will  give 
point-of-sale  devices  at  depart¬ 
ment  stores,  gas  stations  and  oth¬ 
er  retail  sites  access  to  processors 
at  a  transaction  processing  com¬ 


pany  for  applications  such  as 
credit  card  authorizations. 

TranXact  will  be  an  overlay 
network  riding  on  top  of  Sprint’s 
fiber  backbone  net.  It  will  be  an¬ 
chored  by  TP  4900  packet  switch¬ 
es  with  front-end  controllers 
from  Primary  Access,  Inc. 

Sprint,  which  claims  to  serve 
seven  of  the  10  largest  U.S.  credit 
card  authorization  firms,  already 
provides  transaction  processing 
services  over  its  X.25  packet  net. 

The  problem,  according  to 


Sprint  officials,  is  that  for  low- 
volume  retail  locations,  leased- 
line  access  to  the  network  cannot 
be  cost-justified.  The  typical  re¬ 
sponse  time  for  sites  with 
switched  access  averages  20  sec¬ 
onds,  too  long  for  many  applica¬ 
tions,  said  Dominick  DeAngelo, 
vice  president  of  product  man¬ 
agement  at  Sprint  Data  Group. 

With  TranXact,  response  time 
should  be  cut  to  between  10  and 
1 2  seconds.  Sprint  has  made  sev¬ 
eral  network  enhancements  to 
accomplish  this  performance  im¬ 
provement,  DeAngelo  said. 

John  Chay,  a  consultant  with 
American  Creative  Enterprises  in 
Portland,  Pa.,  said  if  Sprint  lives 
( continued  on  page  52 ) 


Fibermux  aims  ATM  arrow 
at  Crossbow  intelligent  hub 


By  Skip  MacAskill 

_ Staff  Writer _ 

CHATSWORTH,  Calif.  —  Join¬ 
ing  a  growing  list  of  hub  vendors 
prepping  ATM  products,  Fiber¬ 
mux  Corp.  last  week  announced 
plans  to  roll  out  this  summer  a 
suite  of  Asynchronous  Transfer 
Mode  products  for  its  intelligent 
hub. 

The  products  include  an  ATM 
backplane  for  the  hub,  a  modular 
ATM  switch,  an  ATM  I/O  module, 
and  redesigned  token-ring  and 
Ethernet  modules  that  convert 
packets  into  ATM  cells.  The  prod¬ 
ucts  represent  the  first  hardware 
platforms  of  the  company’s  ATM 
strategy,  dubbed  ATMosphere, 


which  was  announced  last  year 
(“Fibermux  announces  its  ATM 
development  strategy,”  NW, 
June  22, 1992). 

Unlike  rivals  such  as  Cable¬ 
tron  Systems,  Inc.  and  SynOptics 
Communications,  Inc.,  which  will 
initially  offer  stand-alone  ATM 
switches  and  later  add  port  ATM 
functionality  to  their  hubs,  Fiber¬ 
mux  is  integrating  the  technology 
into  its  CrossbowPlus  hub  now. 

“Fibermux  is  leapfrogging  the 
interim  steps  that  other  vendors 
are  taking  to  provide  users  with 
hub-based  ATM  services,”  said 
Chip  Pettirossi,  a  research  ana¬ 
lyst  at  International  Data  Corp.,  a 
market  research  firm  based  in 


Framingham,  Mass.  “The  Cross¬ 
bowPlus  architecture  is  also  de¬ 
signed  to  support  ATM  to  the 
desktop,  which  is  an  advantage 
because  it  doesn’t  require  exter¬ 
nal  or  nonintegrated  methods.” 

Cabletron  is  reselling  Fore 
Systems,  Inc.’s  stand-alone  ATM 
switch  and  currently  offers  both 
workstation  and  hub  interfaces  to 
the  device.  SynOptics,  which  de¬ 
veloped  its  own  1 6-port  switch,  is 
expected  to  demonstrate  it  at  IN¬ 
TEROP  93  Spring  next  month  and 
ship  it  in  the  third  quarter.  Fiber¬ 
mux  will  roll  out  its  ATM  products 
at  the  INTEROP  93  Fall  show  in 
August.  Pricing  and  availability 
will  be  announced  at  that  time. 

Chief  among  Fibermux’s  new 
products  is  a  9-6G  bit/sec  back¬ 
plane  that  can  be  added  to  in¬ 
stalled  14-slot  CrossbowPlus 
hubs  to  serve  as  a  superhighway 
( continued  on  page  6) 


Client/server 
is  maturing, 
but  painfully 

By  Wayne  Eckerson 

_ Senior  Editor _ 

FRAMINGHMAM,  Mass.  — 
Client/server  computing  has  tak¬ 
en  root  in  corporate  America,  but 
companies  are  finding  it  more 
difficult  than  they  expected  to 
harvest  the  fruits  of  distributed 
processing. 

A  survey  of  more  than  1,200 
readers  of  Network  World,  Com- 
puterworld  and  Info  World  con¬ 
ducted  by  International  Data 
Group  (IDG)  Research  Services 
here  shows  that  more  than  half 
(57%)  the  readers  have  already 
implemented  client/server  appli¬ 
cations  and  almost  three-quar- 


Lutz  is  moving  the  high-vol¬ 
ume,  client/server  application  to 
a  more  robust  local-area  network 
operating  system  and  replacing 
the  operating  system  of  its  exist¬ 
ing  database  server  with  Unix. 

“I’m  looking  for  a  real  pro¬ 
duction  environment  with  all  the 
necessary  management,  schedul¬ 
ing  and  administration  tools,”  he 
said.  “Unix  is  the  most  mature 
operating  environment.” 

According  to  the  IDG  survey, 
many  firms  will  be  hitting  the 
same  wall  as  PHH  when  they  ex¬ 
tend  the  scale  or  scope  of  their 
client/server  applications.  The 
majority  of  these  applications  to¬ 
day  use  386  personal  computers 
running  Windows  as  clients  and 
486  PCs  as  servers,  the  survey 
shows. 

“The  486  servers  are  running 
out  of  steam,”  said  Mark  Roy, 
chief  executive  officer  of  Net- 
Links  Technology,  Inc.,  a  client/ 
server  consultant  and  integrator 


Client/server  targets 

Percentage  of  users  that  have  implemented  or  plan  to 
implement  various  client/server  applications. 


83% 


Databases 
Accounting/financial 
Messaging  (E-mail,  EDI) 
Document  management 
Technical/engineering 

Imaging  JM! 
Manufacturing 
Multimedia 


14% 

Binary  large  objects  4% 

Other  7% 

Based  on  a  survey  of  1,251  Network  World,  Computerworld 
and  InfoWorld  readers. 
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SOURCE:  INTERNATIONAL  DATA  GROUP  RESEARCH 
SERVICES,  FRAMINGHAM,  MASS. 


ters  (73%)  will  do  so  by  1994. 

Despite  the  mass  migration  to 
client/server  computing,  users 
are  encountering  a  variety  of 
problems  that  are  undermining 
potential  cost-savings  and  ham¬ 
pering  their  efforts  to  roll  out 
client/server  applications  on  an 
enterprisewide  scale. 

Chief  among  their  complaints 
is  the  lack  of  administrative  and 
support  tools  for  managing 
client/ server  implementations 
and  the  dearth  of  workers  with 
expertise  in  this  area.  They  also 
mentioned  the  high  cost  of  roll¬ 
ing  out  client/server  applica¬ 
tions,  the  difficulty  of  integrating 
client/server  applications  with 
legacy  systems  and  the  chal¬ 
lenges  of  troubleshooting  multi¬ 
vendor  environments. 

“It’s  been  a  rude  awakening,” 
said  Michael  Lutz,  director  of 
technology  management  at  PHH 
Fleet  America  in  Hunt  Valley,  Md. 
Lutz  was  recently  assigned  to  re¬ 
suscitate  a  core  business  applica¬ 
tion  that  was  developed  in  a 
client/server  model  but  has  poor 
response  time  and  crashes  re¬ 
peatedly  for  no  apparent  reason. 


in  Nashua,  N.H.  Roy  said  many 
companies  will  have  to  upgrade 
their  servers  to  Pentium  ma¬ 
chines  or  move  to  Unix. 

The  IDG  survey  confirms  that 
users  that  may  have  piloted 
client/server  applications  within 
a  work  group  or  department  are 

r 

VJ  hief  among 
complaints  is  the  lack  of 
tools  for  managing 
implementations  and  the 
dearth  of  workers  with 
expertise  in  this  area. 


now  aggressively  extending 
those  applications  throughout 
the  enterprise.  More  than  two- 
thirds  (67%)  of  those  imple¬ 
menting  client/server  in  the  next 
two  years  will  do  so  on  an  organi- 
( continued  on  page  53 ) 
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Intel  chooses 
partners  in  ISDN, 
mobile  game 

By  Ellen  Messmer 

Senior  Correspondent 

SANTA  CLARA,  Calif.  —  Intel  Corp.  last 
week  announced  agreements  with  indus¬ 
try  partners  for  developing  laptop  and  PC 
products  that  address  the  mobile  commu¬ 
nications  and  ISDN  arenas. 

Intel  has  signed  a  preliminary  agree¬ 
ment  to  work  with  Ericsson  GE  Mobile 
Communications,  Inc.,  which  makes  a 
wireless  modem  for  the  RAM  Mobile  Data, 
Inc.  mobile  communications  network,  to 
produce  products  that  give  Intel-based  lap¬ 
top  computers  access  to  RAM’s  network. 

Although  the  companies  were  not  pre¬ 
pared  to  discuss  specific  product  plans, 
sources  said  the  first  device  to  emerge 
from  the  deal  will  likely  be  a  wireless  mo¬ 
dem,  based  on  the  Ericsson  design,  that 
supports  the  Mobitex  wireless  communica¬ 
tions  standard. 


Lack  of  rules 
may  jeopardize 
800  portability 

By  Anita  Taff 

Washington  Bureau  Chief 

WASHINGTON,  D.C.  —  Allnet  Commu¬ 
nication  Services,  Inc.  last  week  warned 
the  FCC  in  an  emergency  petition  that  it 
must  quickly  come  up  with  rules  for  carri¬ 
ers  to  follow  in  switching  800  customers  to 
rivals  or  the  viability  of  800  portability 
may  be  jeopardized. 

Allnet  asked  the  Federal  Communica¬ 
tions  Commission  to  require  carriers  to 
switch  users  within  two  days  of  a  request. 
Without  such  rules,  carriers  will  have  no 
incentive  to  quickly  switch  customers  off 
their  network  to  a  rival’s,  Allnet  told  the 
FCC. 

Allnet’s  concerns  are  based  on  an  ar¬ 
rangement  it  has  had  with  AT&T  for  the 
past  six  months  that  enables  customers  to 
switch  to  Allnet’s  network  while  still  using 
an  AT&T  800  number.  Allnet  officials  ac¬ 
cused  AT&T  of  taking  more  than  three 
weeks  to  switch  users  to  Allnet’s  service  in 
most  cases. 

Greg  Jones,  senior  vice  president  at  All- 
net,  said  all  carriers  will  experience  the 
same  problems  with  800  portability  unless 
the  FCC  acts  now.  Today,  only  voluntary 
procedural  guidelines  exist,  which  require 
“an  incumbent  carrier  to  process  a  carrier 
conversion  order  from  an  existing  sub¬ 
scriber  in  a  timely  manner,”  Allnet  said  in 
its  filing. 

“Carriers  may  be  able  to  scare  people 
from  exercising  their  option  [to  switch],  or 
if  they  do  exercise  their  option  but  it  takes 
too  long,  customers  will  get  frustrated  and 
go  back,”  Jones  said. 

MCI  Communications  Corp.  and  Sprint 
( continued  on  page  53 ) 


Intel  support  for  the  RAM  Mobile  Data 
network  would  increase  market  visibility 
of  the  two-way  wireless  services,  which 
were  launched  last  year  and  will  likely  ob¬ 
tain  nationwide  coverage  this  spring.  The 
Intel-branded  products  would  be  made 
available  along  with  RAM’s  wireless  ser¬ 
vices  in  over  6,000  retail  outlets  selling  In¬ 
tel-based  personal  computers. 

“We  will  jointly  develop  not  only  the 
market,  but  the  products  that  add  wireless 
communications  for  laptops  and  portable 
computers,”  said  Ake  Persson,  vice  presi¬ 
dent  of  business  development  with  Erics¬ 


son’s  mobile  division,  the  first  equipment 
maker  to  support  the  Mobitex  standard. 

“The  integration  of  PCs  and  wireless 
communications  is  an  enormous  opportu¬ 
nity,”  said  Frank  Gill,  Intel  senior  vice 
president.  “With  these  agreements,  we 
don’t  have  to  start  from  scratch.” 

The  agreements  between  Intel  and 
Ericcson  are  still  in  the  formulative  stages, 
Persson  said,  but  a  definitive  agreement 
will  be  concluded  soon. 

Other  action 

Separately,  Intel  announced  agree¬ 


ments  with  Ameritech  and  Bell  Atlantic 
Corp.  for  development  of  a  pair  of  Basic 
Rate  Interface  (BRI)  Integrated  Sendees 
Digital  Network  boards  that  will  give  PCs 
videoconferencing  capabilities. 

Bob  Ingalls,  director  of  business  devel¬ 
opment  at  Bell  Atlantic,  said  one  of  the 
boards  would  be  use  for  telephony  and  the 
other  for  video  capture. 

“This  agreement  and  cooperation  will 
allow  us  to  combine  the  richness  of  the  PC 
and  real-time  communication  capability  of 
the  telephone  to  deliver  a  powerful  com¬ 
munications  tool,”  Gill  said.  □ 


Prove  it. 
Peopjehave 
a  right  to 
say  that.- 

Service  performance  is  more  than  just 
a  major  component  of  our  organization. 

If  s  our  greatest  strength. 

"Our  coast-to-coast  network  of  highly 
trained  field  technicians  means  service  is 
always  close  to  our  customers.  And  our 
employees  have  the  authority  to  make 
on-site  decisions,  to  produce  effective  and 
efficient  solutions. 

"And  ensuring  peace  of  mind  for  our 
customers  is  our  National  Customer 
Support  Center.  Through  24-hour  systems 
monitoring,  diagnostics,  and  trouble  clear¬ 
ing,  the  Center  identifies  and  corrects 
many  problems  remotely. 

"Now  that7  s  a  solid  example  of  service 
performance.  And  we've  proven  it  to  over 
30,000  customers  nationwide.  33 
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Aptec  plans  ATM  support 
for  Network  Data  Server 

Technology  boost  will  give  workstation  users 
high-speed  access  to  storage,  other  peripherals. 


By  Bob  Brown 

_ Senior  Editor _ 

BEAVERTON,  Ore.  —  Aptec 
Computer  Systems,  Inc.  is  adding 
Asynchronous  Transfer  Mode 
(ATM)  capabilities  to  its  data  ac¬ 
cess  servers  to  give  power  work¬ 
station  users  high-speed  connec¬ 
tions  to  tape  drives  and  other 
peripherals. 

Company  officials  said  Aptec 
will  provide  users  with  access  to 
storage  devices  and  peripherals 
via  direct  ATM  connections  from 
the  Aptec  Network  Data  Server 
and  through  links  to  other  ven¬ 
dors’  ATM  switches. 

Initially,  the  ATM  upgrade  will 
be  pitched  to  Aptec’s  installed 
base  of  engineering  and  research 
organizations,  but  the  company 
plans  to  provide  a  version  of  its 
product  better  suited  for  com¬ 
mercial  users  over  time  as  multi- 
media  applications  grow  in  use. 


“We’re  addressing  two  issues 
with  our  ATM  offering,”  said  Dan 
Gatti,  senior  vice  president  of 
sales  and  marketing  at  Aptec. 
“We’re  providing  high-speed 
data  access  and  distributed  stor¬ 
age.” 

Aptec’s  Network  Data  Server 
boasts  a  1.6G  bit/sec  synchro¬ 
nous  backplane  bus,  1G  bytes  of 
memory  and  a  Network  File  Sys¬ 
tem-based  file  system.  It  enables 
users  to  provide  fast,  centralized 
access  to  storage  and  other  pe¬ 
ripherals  for  groups  of  worksta¬ 
tion  users.  Unlike  traditional  lo¬ 
cal-area  network  servers,  it  is  not 
designed  to  handle  file  and  print 
services  or  process  applications. 

The  Unix-based  server  is  most 
popular  among  engineering  and 
research  organizations  carrying 
out  simulations,  visualizations 
and  other  compute-intensive  ap¬ 
plications. 


The  Network  Data  Server  fea¬ 
tures  a  parallel  processing  archi¬ 
tecture  that  can  support  as  many 
as  12  separate  interface  proces¬ 
sors,  each  of  which  can  handle 
multiple  storage  and  network 
connections.  Users  can  mix  and 
match  the  ports  among  network 
and  storage  connections  based 
on  their  needs. 

The  server  already  supports 
Ethernet,  Fiber  Distributed  Data 
Interface  and  various  direct  con¬ 
nections.  ATM  provides  the  next 
level  in  high-speed  connectivity. 

The  ATM  upgrade  will  be  avail¬ 
able  via  the  addition  of  a  Motoro¬ 
la,  Inc.  68040-based  processor 
supporting  ATM  software  and  in¬ 
terfaces  provided  by  Aptec. 

Aptec  plans  to  build  interfaces 
between  its  servers  and  various 
vendors’  ATM  switches.  Aptec  of¬ 
ficials  have  had  discussions  with 
officials  from  such  companies  as 
Fore  Systems,  Inc.  Aptec  plans  to 
roll  out  beta  versions  this  sum¬ 
mer  and  will  begin  shipping  the 
ATM  upgrade  in  the  fall. 

The  Aptec  Network  Data  Serv¬ 
er  costs  between  $35,000  and 
$150,000,  based  on  configura¬ 
tion.  The  ATM  upgrade  has  not 
yet  been  priced.  □ 


Treasury  to 
use  electronic 
signatures 

By  Ellen  Messmer 

Senior  Correspondent 

ROCKVILLE,  Md.  —  The  De¬ 
partment  of  the  Treasury  last 
week  unveiled  plans  for  using 
digital  signatures  in  processing 
tax  payments,  which  would  re¬ 
quire  the  banking  industry,  state 
governments  and,  eventually,  the 
individual  taxpayer  to  adopt  the 
public-key  technology. 


Henry  Philcox,  the  Treasury 
Department’s  chief  information 
officer,  outlined  six  ways  the  In¬ 
ternal  Revenue  Service  intends  to 
electronically  process  tax  pay¬ 
ments  and  related  information, 
all  of  which  would  require  use  of  a 
digital  signature  for  signing  elec¬ 
tronic  documents.  But  the  con¬ 
troversy  over  the  government’s 
proposed  Digital  Signature  Stan¬ 
dard  (DSS)  is  casting  a  cloud  over 
the  Treasury  Department’s  im¬ 
plementation  efforts. 

Under  the  Tax  Modernization 
Plan,  the  agency  would  require 
use  of  DSS  for  things  such  as 
quarterly  tax-deposit  payments, 
wage  forms  and  currency  trans¬ 
action  reporting,  Philcox  said  at 


the  Federal  Digital  Signature 
Symposium  sponsored  by  the  Na¬ 
tional  Institute  of  Standards  and 
Technology  (NIST)  last  week. 
These  account  for  hundreds  of 
millions  of  transactions  each 
year. 

Philcox  predicted  that  the 
movement  to  electronic  forms 
made  possible  by  DSS  would  re¬ 
sult  in  savings  of  about  $5  billion 
dollars  per  year  by  eliminating 
paper  processing  and  fielding 
phone  calls.  “It’s  [about  time  the] 
IRS  got  into  the  modern  age,” 
Philcom  said.  “We  see  this  com¬ 
ing  into  play  in  the  late  1990s.” 

The  federal  government  plans 
to  have  the  U.S.  Postal  Service  of- 
( continued  on  page  55 ) 


Fibermux  aims 
ATM  arrow 

continued  from  page  4 
between  the  new  ATM  Switch  and 
I/O  modules.  The  backplane 
complements  the  hub’s  existing 
300M  bit/sec  bus,  which  supports 
four  Ethernet  and  as  many  as  14 
token-ring  local-area  networks. 

The  10-port  I/O  modules  in¬ 
clude  models  for  both  Ethernet 
and  token  ring.  The  modules 
have  integrated  segmentation 
and  reassembly  technology,  al¬ 
lowing  an  Ethernet  or  token-ring 
packet  to  be  converted  into  an 
ATM  cell  and  transported  across 
the  new  backplane  to  the  switch¬ 
ing  module. 

The  ATM  Switch  Module, 
which  connects  directly  to  the 
new  backplane,  switches  the  cell 


across  its  gigabit-speed  switching 
matrix  and  sends  it,  via  the  ATM 
backplane,  to  its  destination.  The 
cell  is  then  converted  back  into 
the  appropriate  packet  type  on 
the  destination  module.  Initially, 
only  virtual  connections  between 
similar  LANs  will  be  allowed. 

The  switch  module  is  based  on 
a  four-chip  application-specific 
integrated  circuit  chipset  that  Fi¬ 
bermux  jointly  developed  with 
LSI  Logic  Corp.  Its  cross-point 
switching  architecture  can  sup¬ 
port  as  many  as  16  simultaneous 
virtual  200M  bit/sec  data  paths. 

Fibermux  recommends  using 
two  switching  modules  in  the  hub 
to  take  full  advantage  of  the  giga¬ 
bit-speed  backplane.  Users  could 
also  use  the  second  switch  mod¬ 
ule  to  back  up  the  first. 

The  final  piece  of  Fibermux’s 


ATM  plan  will  fall  into  place  later 
this  year  when  the  company  rolls 
out  an  ATM  I/O  module  for  the 
hub  that  will  provide  desktop 
connections  to  high-speed  work¬ 
station  users  running  bandwidth¬ 
intensive  and  real-time  multime¬ 
dia  applications. 

Fibermux  pointed  out  that  dis¬ 
tributing  the  ATM  switching  capa¬ 
bilities  throughout  a  hub  and  be¬ 
tween  hubs  had  some  advantages 
over  the  centralized,  stand-alone 
switch  method  used  by  other  ven¬ 
dors. 

“By  distributing  the  switch¬ 
ing,  users  can  minimize  the  im¬ 
pact  of  failure  because  if  they’re 
relying  on  a  stand-alone  switch 
and  it  goes  down,  they’ve  lost 
their  entire  ATM  capability,”  said 
Mike  Zeile,  senior  product-line 
manager  for  Fibermux.  □ 


Cascade  to  round  out  line 
with  new  12G  ATM  switch 

(B-STDX)  is  a  1.2G  bit/sec  bus- 
based  switch  with  14  I/O  slots  for 
local-  and  wide-area  interface 
modules. 

The  switch  can  support  as 
many  as  1 1 2  nonchannelized  E-l 
links  via  V.35,  X.21,  RS-449  and 
EIA-530  ports,  56  channelized 
T-ls,  14  T-3s  or  14  45M  bit/sec 
ATM  interfaces. 

( continued  on  page  54 ) 


By  Jim  Duffy 

_ Senior  Editor _ 

WESTFORD,  Mass.  —  Cascade 
Communications  Corp.  this  week 
will  unveil  an  Asynchronous 
Transfer  Mode  (ATM)  switch  that 
allows  users  to  employ  switched 
services  for  internodal  trunks 
and  adjust  packet  sizes  for  vari¬ 
ous  applications. 

The  Broadband-STDX  9000 


MCI  to  offer 
switched  data 
links  to  U.K. 

By  Anita  Taff 
and  Bob  Wallace 

Network  World  Staff 

WASHINGTON,  D.C.  —  MCI 
Communications  Corp.  last  week 
announced  plans  to  roll  out  a 
switched  digital  data  service  be¬ 


tween  the  U.S.  and  the  U.K.  that 
may  eventually  be  extended  to 
other  European  countries. 

The  service,  dubbed  Interna¬ 
tional  Switchband,  is  a  circuit- 
switched  data  service  that  will  en¬ 
able  users  to  establish  a  link  to 
the  U.K.  in  conjunction  with  Mer¬ 
cury  Communications,  Ltd. 

Paul  Singh,  vice  president  of 
global  product  marketing  for 
MCI,  said  International  Switch- 
band  will  be  offered  at  256K, 
384K,  512K,  768K,  1.472M  and 
1.920M  bit/sec. 

( continued  on  page  54 ) 


NetFrame 
readies  line 

continued  from  page  2 

research  firm  Gartner  Group,  Inc. 

The  application  processors 
initially  will  be  based  on  Intel 
Corp.  50-MHz  80486  processors 
with  up  to  1 28M  bytes  of  memory 
but  will  support  Intel’s  powerful 
Pentium  chip  as  soon  as  it  is  avail¬ 
able. 

The  introduction  of  the  new 
line  marks  NetFrame’s  expansion 
beyond  the  file-sharing  market  it 
entered  in  the  fall  of  1989,  said 
Jeff  Hudson,  NetFrame’s  vice 
president  of  sales  and  marketing. 
NetFrame’s  superservers  are  de¬ 
signed  to  provide  mainframe- 
and  minicomputer-like  I/O  and 
fault  tolerance  while  supporting 
shrink-wrapped  personal  com¬ 
puter  software. 

“There  is  a  special  require¬ 
ment  to  provide  a  server  that 
works  well  in  the  client/server 
environment,”  Hudson  said. 
“You  need  a  lot  of  [million  in¬ 
structions  per  second]  to  support 
the  application  on  the  back  end 
and  also  a  lot  of  I/O  to  support  all 
the  network  traffic.” 

NetFrame  is  offering  four 
models  under  its  Client/Server 
Systems  series  of  super  servers  — 
the  NF200C/S,  NF250C/S, 

NF400C/S  and  NF450C/S.  The 
NF200C/S  and  NF250C/S  are  2- 
ft.  systems  with  room  to  add 
three  processors  —  either  I/O  or 
application.  The  NF400C/S  and 
NF450C/S  are  3V2  feet  tall  and 
support  up  to  eight  additional 


processors. 

The  new  servers  support  the 
same  central  system  and  I/O  pro¬ 
cessors  as  NetFrame’s  existing 
server  models.  The  major  differ¬ 
ence,  however,  is  that  users  can 
now  plug  in  not  only  additional 
I/O  boards,  but  also  application 
boards. 

Application  and  I/O  proces¬ 
sors  can  be  hot  swapped,  so  if  one 
fails,  it  can  be  replaced  with  an¬ 
other  without  disrupting  the  serv¬ 
er.  NetFrame  has  also  developed 
new  remote  server  management 
software  but  would  not  provide 
more  details. 

According  to  Hudson,  the  new 
NetFrame  superservers  promise 
to  push  NetFrame  into  competi¬ 
tion  with  minicomputer  and 
mainframe  vendors  pitching 
their  computers  as  servers. 

Brad  Day,  a  principal  analyst 
for  server  technologies  at  market 
research  firm  Dataquest  in  Fra¬ 
mingham,  Mass.,  applauded  Net- 
Frame  for  a  strategy  that  he  said 
is  in  step  with  where  database  and 
application  developers,  such  as 
Oracle,  are  heading.  “Oracle  7  is 
designed  to  take  full  advantage  of 
this  very  cost-efficient,  multiple, 
parallel  processing  architec¬ 
ture,”  he  said. 

The  C/S  series  of  superservers 
are  available  starting  this  week, 
and  all  existing  NetFrame  super¬ 
servers  can  be  upgraded  to  sup¬ 
port  the  client/server  capabili¬ 
ties.  NetFrame  officials  declined 
to  provide  exact  pricing  but  said 
the  servers  will  start  at  less  than 
$30,000.  □ 
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"W*  ot  long  ago,  identical  fossil  types  were  discovered  in  South  America  and  Africa.  A  rather 
I  curious  unearthing,  given  that  the  two  continents  are  noted  today  for  their  uniquely 
I  different  species.  To  explain  this  finding,  the  naturalist  Alfred  Wegene 

JL.  9L  posed  the  idea  that  long  before  our  knuckle  dragging  ancestors  made  t 
the  planet.  Earth’s  continents  had  once  been  a  single  land  mass  that  later  split  apart. 

What  we  are  referring  to,  of  course,  is  the  theory  of  continental  drift. 

Although  this  most  fantastic  of  Earth’s  mysteries  may  cause  alarm  for  some 
people,  it  doesn’t  trouble  us  in  the  least.  Because  no  matter  how  far  apart  the  continents  may  drift 
N.E.T’s  enterprise  networks  will  make  certain  that  they  all  stay  connected.  Easily,  quickly  and  transparently 


While  many  set  out  to 
charge  the  world,  the 
real  movers  and  shakers 
are  the  tectonic  plates. 


200 


I  Drifting  /Vpa  rt.Today, We  re  Vfy 
To  BringThem  Back  Together. 


N.E.T.  offers  the  world’s  widest  rang 
of  networking  products  and  technologies 
Going  beyond  wide  area  networking,  > 
effectively  linking  local  and  wide  /eH 
area  networks.  And  we  have  more  fHHi 
ways  to  simplify  network  manage- 
ment,  if  you  get  our  drift.  ^ 


networks  of  our 
STM,  to  the 
global 


communication  capabilities 
.•••'  of  IDNX,  to  the  internetworking 
capabilities  of  our  enterprise  routers 
and  frame  relay  modules.  Not  to  men¬ 
tion  the  access  networking  capabilities  you 
get  from  our  ADNX  and  SPX  products. 

By  choosing  N.E.T.  as  your  net- 
Hsy  working  partner,  you  get  an  incredi- 
(iSa  ble  range  of  flexible  networking  solu- 
lUP  tions  that  can  meet  your  objectives 
today  and  carry  you  into  the  future. 
W'  Saving  you  a  tremendous  amount  of 
time  and  money.  Perhaps  that  is  why 
N.E.T.  has  just  swept  the  prestigious  ggHnJ 
Data  Communications  User’s 
Choice  awards  for  outstanding  technical 
capability  and  support. 


Our  plan  to  reunite  the 

CONTINENTS. 


When  it  comes  to  movement,  the 
Earth  takes  its  sweet  time. 

We,  on  the  other  hand,  prefer  to  e 
move  at  a  more  rapid  pace.  Take  our 
new  Asynchronous  Transfer  Mode  pUf 
(ATM)  product,  for  example.  Devel- 
oped  through  our  ADAPTIVE  subsid-  ^p| 
iary,  ATMX  tears  down  the  barriers 
that  exist  between  LANs  and  WANs.  So  you 
can  connect  desktop  to  desktop,  down  the 
hall  and  around  the  world. 

Furthermore,  it  gives  you  the  pow- 
cr  to  connect  high  performance  ^ 
workgroup  data  networks  to-  / 
day  and  the  ability  to  add  fUl? 


WHAT  GOES  AROUND 
COMES  AROUND. 


r  ¥  -^§7  h  seems  that  networking  prod 

ucts  bridging  great  distances  may  not 
be  required  250  million  years  from  now. 
^ggljggy=iirr''^_  — JJ  Scientists  tell  us  that  if  present  move- 

-  ments  continue,  the  At-  . 

tents  were  in  a  single  mass  W 

md formed  two  smaller  masses,  lantic  and  Indian  Oceans 

• urther  splitting  bnrught  the  .  ^  gflfey 

m.  Aral  you  thought  people  WlU  cloSe  UP’  dewing  the 

vying  together. _  continents  together  in  a  ^ 

single  immense  land  mass.  Fascinating.  But  ^ 

Network  Equipment 

frankly,  who  can  wait  that  long?  TtcHNOLoc.es 


multimedia  N|| 
applications  as  you 
need  them.  That  this 


WeVe  tearing  down  the 
boundaries  between  LANs  and 
WANs.  Now  you  can  connect 
desktop  to  desktop  down  the  hall, 
and  around  the  globe. 


Don’t  let  opportunity  drift  by.  Call  1-800-388-4NET  for  more  information 


Data  Comm 


[ 

[ 

[ 

[ 

[ 

[ 


[ 

t 


I 


IDNX  is  a  registered  trademark  and  Network  Equipment  Technologies,  N.E.T.,  the  N.E.T.  logo,  ADNX  anti  SPX  are  trademarks  of  Network  Equipment  Technologies,  Inc.  ATMX,  STM  and  ADAPTIVE  are  trademarks  of  ADAPTIVE  Corporation,  an  N.F.  f.  Company. 


High-speed  Smorgasbord 

UDS  offers  more  choices, 
more  features  than  any  other 
modem  builder 


UDS,  acknowledged  by  leading  trade 
magazines  and  independent  research 
organizations  as  the  world’s  premier 
supplier  of  V.32  and  V.32  bis  modems, 
offers  more  variations  than  any  other 
manufacturer. 

Among  the  user  options  available  are: 

PACKAGING— Board-level  IBM 
plug-ins,  standalone  packages  or  central 
site  rack-mountable  cards. 

THROUGHPUT— Selected  models 
offer  MNP®  levels  4  and  5  for  error 
control  and  data  compression;  others 
comply  with  V.42  bis,  for  throughput 
rates  up  to  57,600  bps.  UNIX  variations 
are  also  available. 

CONNECTIVITY  -  Sync-Up™ 
board-level  versions  of  V.32s  are  avail¬ 
able  for  various  combinations  of  BSC, 
SNA  and  OS/2  host-to-remote  com¬ 
munication  for  EDI,  X.25,  BSC,  SNA 
and  LU6.2. 


Trademarks  are  the  property  of  their 
respective  owners. 


PC  APPLICATIONS- V.32s 

are  available  in  the  FasTalk™ 
configuration,  designed  especially 
for  PC  use. 


INTERNATIONAL 
ACCEPTABILITY  -  Several 
versions  of  the  UDS  V.32  have 
already  been  qualified  to  non-U.S. 
operating  standards,  assuring  their 
acceptability  in  multi-national 
networks. 

For  a  look  at  the  whole  menu, 
contact  UDS: 


800/451-2369 


DATA  NET  ARCHITECTURES 

NETWORK  ARCHITECTURES,  DATA  NETWORK  EQUIPMENT,  STANDARDS  AND  ENTERPRISE  NETWORK  MANAGEMENT 


Worth  Noting 


Customers  “know 
that  what  we’re 
offering  is  real  and 
applicable  to  the 
future.” 

Dave  Korf 

Director  of  Polycenter  marketing 
Digital  Equipment  Corp. 

Maynard,  Mass. 

Referring  to  the  company’s 
management  product  conforming 
to  the  spirit  of  the  OSF  DME 


D 


■Packets 

Cascade  Communica¬ 
tions  Corp.  of  Westford, 
Mass.,  lastweek  announced  an 
OEM  agreement  with  Ad¬ 
vanced  Compression 
Technology,  Inc.  (ACT)  un¬ 
der  which  ACT  will  purchase 
and  remarket  $8  million 
worth  of  Cascade’s  STDX 
frame  relay  switches  over  the 
next  five  years. 

Cascade’s  STDX  3000  and 
STDX  6000  will  be  resold  as 
the  ACT  MS- 1000  and  MS- 
2000  frame  relay  switches,  re¬ 
spectively. 

ACT  will  combine  the  STDX 
switches  with  its  SDM-FP  net¬ 
work  access  multiplexers  to 
build  frame  relay  networks. 
Pricing  has  not  been  set. 

Netlink,  Inc.  of  Raleigh, 
N.C.,  last  week  announced  a 
new  high-end  model  of  its  Dig¬ 
ital  Equipment  Corp.-to-IBM 
SNA  Gateway  family. 

The  Internetwork  SNA 
Gateway  Model  4  supports  up 
to  1 28  concurrent  Local  Area 
Transport  (LAT)  and  Systems 
Network  Architecture  sessions 
—  twice  the  number  of  LAT 
sessions  available  earlier.  It 
adds  a  variety  of  new,  user-de¬ 
finable  utility  functions  that, 
for  example,  let  users  create 
custom  terminal  profiles  and 
translation  tables. 

All  Release  1.0  customers 
will  receive  free  upgrades  to 
Release  1.1.  The  software  and 
Model  4  are  available  for  a 
base  price  of  $17,995.  □ 


IBM  pumps  up  mainframe 
connectivity  capabilities 

Unveils  ESCON  extender,  TCP/IP  wares  for  VSE. 


By  Michael  Cooney 

Senior  Editor 


DEC  minds  others’  business 

Product  name 

Price 

Availability 

Polycenter  Console  Manager  1.0 

Provides  centralized  management  of 
up  to  200  devices  via  ASCII  text 

$750  per  device  or 
$80,000  per  200 
devices 

April 

Polycenter  Framework  1 .3 

Launches  any  management  application  from 

GUI;  can  convert  command-line  interfaces  to 

GUI;  calculates  statistics  from  RMON  devices 

$1,000 

March 

Polycenter  Network  Manager  200  and  400  1.3 

Supports  vendor-specific  SNMP  traps,  PING 
protocol  and  vital  statistics  from  RMON  devices 

$14,700  (200) 
$38,300  (400) 

March 

Storage  Library  System  for  OpenVMS  2.3 

$350-$22,000 

March 

Polycenter  Security  Intrusion  Detector  1.0 

$400 

May 

Polycenter  Security  Compliance  Manager  2.3 

$400 

June 

Polycenter  Software  Distribution  2.4 

$500-$8,000 

March 

Polycenter  Performance  Solution  for  Unix  1.0 

$500-$2,400 

March 

DECtrace  for  OpenVMS  2.0 

$8,430-$37,500 

March 

DEC’S  new  Polycenter  products  are  targeted  at  management  of  non-DEC  systems, 
including  Unix  workstations. 

GRAPHIC  BY  SUSAN  J.  CHAMPENY  SOURCE:  DIGITAL  EQUIPMENT  CORP.,  MAYNARD,  MASS. 

Polycenter  moves  to 
multivendor  realm 

DEC  intros  slew  of  product  enhancements  that 
will  let  Polycenter  work  with  non-DEC  equipment. 


By  Jim  Duffy 

Senior  Editor 


NEW  YORK  —  In  an  effort  to 
bolster  its  sagging  mainframe 
business,  IBM  has  introduced  18 
new  System/390s  along  with  a 
handful  of  new  network  capabili¬ 
ties  for  the  mainframe. 

The  company  unveiled  im¬ 
proved  remote  Enterprise  System 
Connection  (ESCON)  fiber  data 
connections,  Transmission  Con¬ 
trol  Protocol/Internet  Protocol 
support  for  the  VSE  platform  and 
a  new  data  compression  feature. 

The  communications  en¬ 
hancements  and  the  new  main¬ 
frames,  which  are  said  to  be  60% 
to  70%  faster  than  any  model 
shipping  today,  are  designed  to 
help  integrate  the  “big  iron”  into 
growing  client/server  environ¬ 
ments. 

“As  we  continue  to  integrate 
the  mainframe  into  the  client/ 
server  architecture  and  [reduce 
the  costs  of  mainframe  comput¬ 
ing  via  microprocessor  technol¬ 
ogy],  we  think  that  eventually  the 
mainframe  will  be  cost-competi¬ 
tive  with  high-end  workstation- 
based  LANs,”  said  David  Stein- 
hoff,  manager  of  software 


LAGUNA  HILLS,  Calif.  —  Net¬ 
work  Software  Associates,  Inc. 
lastweek  continued  expanding  its 
suite  of  IBM  Application  Sys¬ 
tem/400  communications  prod¬ 
ucts  with  new  Windows  client 
software  that  offers  users  a  less 
expensive,  more  powerful  alter¬ 
native  to  IBM’s  PC  Support  pro¬ 
gram. 

The  NS  A  Router  for  Windows 
is  integrated  with  the  company’s 
Elite/400  5250-emulation  soft¬ 
ware  and  runs  on  Windows-based 
personal  computers.  The  soft¬ 
ware  lets  Windows  users  keep 
multiple  PC  applications  active, 
such  as  spreadsheets  and  elec¬ 
tronic  mail,  while  simultaneously 
communicating  with  the  AS/400. 

Previously,  Windows  users 
with  IBM’s  PC  Support  program 
had  to  log  off  open  Windows  ap- 


marketing  in  IBM’s  Enterprise 
Systems  business.  “If  users  con¬ 
sider  the  total  costs  of  comput¬ 
ing,  we  think  we’ll  be  competi¬ 
tive.” 

In  an  effort  to  give  users  great¬ 
er  flexibility  in  net  design,  IBM 
announced  the  9036  Remote 
Channel  Extender,  which  lets  cus¬ 
tomers  use  carrier-provided  fi¬ 
ber-optic  links  to  extend  main¬ 
frame  ESCON  channels  to  data 
centers  as  far  as  36  miles  away. 
ESCON  is  IBM’s  10M  to  17M 
byte/sec  fiber-optic  channel 
technology. 

The  9036  provides  the  conver¬ 
sion  between  multimode  ESCON 
fibers  and  the  single-mode  fibers 
typically  used  by  the  telephone 
companies. 

The  9036  will  come  in  two 
models.  Model  1,  which  will  fea¬ 
ture  one  multimode  and  one  sin¬ 
gle-mode  fiber  port,  will  be 
priced  at  $17,000.  Model  2, 
which  will  feature  two  multimode 
and  single-mode  fiber  ports,  will 
sell  for  $19,000.  Both  models 
will  be  available  in  October. 

IBM  also  announced  it  will  re¬ 
sell  a  TCP/IP  gateway  from 
( continued  on  page  17) 


plications,  log  on  to  the  AS/400 
and  restart  their  Windows  appli¬ 
cations.  Now  users  can  easily  pull 
information  on  the  AS/400  and 
bring  it  into  their  PC  application. 

PC  Support  is  IBM  software 
that  lets  PCs  communicate  with 
the  AS/400  processor. 

NSA  Router  for  Windows  also 
lets  users  restart  lost  sessions 
with  the  AS/400  simply  by  click¬ 
ing  on  an  AS/400  icon.  With  PC 
Support,  users  must  repeat  the 
entire  logon  procedure. 

The  new  software  runs  as  a 
Windows  application  under  NSA’s 
Elite/400  and  Elite/400  DSP 
5250-emulation  software.  The 
emulators  encapsulate  5250  pro¬ 
tocols  in  LU  6.2  data  streams  in 
order  to  communicate  with  the 
AS/400.  The  Elite/400  emula¬ 
tors  support  a  maximum  of  32 
sessions  with  multiple  AS/400s. 
( continued  on  page  17) 


MAYNARD,  Mass.  —  Digital 
Equipment  Corp.  last  week  filled 
out  its  multivendor  network  and 
systems  management  portfolio 
with  a  new  Unix-based  manage¬ 
ment  console  and  enhancements 
to  nine  existing  products. 

The  offerings  are  intended  to 
shift  DEC’S  Polycenter  network 
and  systems  management  strate¬ 
gy  beyond  its  traditional  VMS 
roots  to  address  environments 
that  include  non-DEC  equipment. 

“We’re  integrating  network 
and  systems  management  across 
DEC  and  non-DEC  environ¬ 
ments,”  said  Dave  Korf,  DEC  di¬ 
rector  of  Polycenter  marketing. 
“The  majority  [of  products]  are 
not  VMS-centric  at  this  announce¬ 
ment.” 

Chief  among  DEC’S  expanded 
Polycenter  product  set  is  the  new 
Polycenter  Console  Manager  Ver¬ 
sion  1.0  software.  The  product 
runs  on  DEC  Reduced  Instruction 
Set  Computing  (RISC)  Ultra  sys¬ 
tems  and  serves  as  a  central  man¬ 
agement  station  for  as  many  as 
200  devices.  It  can  manage  any 
device  that  produces  ASCII  text 
out  of  an  RS-232  port,  such  as 
workstations,  minicomputers, 
print  servers  and  bridges. 

With  the  Polycenter  Console 
Manager,  a  systems  administra¬ 
tor  can  view  network  events  as 
they  occur,  receive  notification 
of  critical  events  that  approach  a 
defined  threshold  and  boot  di¬ 


rectly  connected  or  remote  sys¬ 
tems.  Events  are  displayed  on  an 
Open  Software  Foundation,  Inc. 
Motif  graphical  user  interface  us¬ 
ing  color-coded  icons. 

Enhancements  to  existing  Po¬ 
lycenter  products  include  new 
versions  of  the  Polycenter 
Framework  —  previously  called 
DEC  Management  Control  Center 
(DECmcc)  Director  —  and  Poly¬ 
center  Network  Manager  200  and 
400,  which  were  known  as  the 
DECmcc  Basic  Management  Sys¬ 
tem  and  Enterprise  Management 
System,  respectively. 

Version  1.3  of  the  Polycenter 
Framework  —  which  runs  on 
OpenVMS,  Ultra  and  Unix  System 
V.4  machines  —  allows  users  to 
launch  any  management  applica¬ 
tion  from  a  menu-driven  inter¬ 
face.  Previously,  users  had  to 
write  a  script  for  each  third-party 
application  they  needed  to  run. 

Another  new  capability  of  Ver¬ 
sion  1.3  is  a  script  that  helps  us¬ 
ers  convert  command  line  inter¬ 
faces  for  existing  management 
applications  into  the  Polycenter 
Framework’s  graphical  environ¬ 
ment.  This  should  enable  users  to 
retain  their  investment  in  exist¬ 
ing  management  capabilities  and 
information. 

Version  1.3  also  has  enhanced 
Simple  Network  Management 
Protocol  functions,  such  as  the 
ability  to  collect  meaningful  sta¬ 
tistics  from  devices  supporting 
SNMP's  Remote  Monitoring 
(continued  on  page  17) 


NSA  adds  new  Windows 
pack  to  its  AS/400  suite 

By  Michael  Cooney 

Senior  Editor 
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Compaq  Printers  Not 
People  Print,  I^ey  Chan 

When  we  first  introduced  our  network  printers,  the  to  isoo  sheets  of  paper— 


more  than  any  other  desk¬ 
top  printer. 

What’s  more,  both  the 

printers  that  thoroughly  outperformed  all  others.  Compaq pagemarq  is 


experts  were  at  a  loss  for  words.  Not  because  they 
had  little  to  say.  The  problem  was  finding  words  for 


When  you  add  together  analysts  and  experts. 


the  performance,  paper- 


and  20  can  accommodate 
practically  every  size  of 
paper,  up  to  11”  x  17? 

In  complex  network 


C 


environments,  even  the 


Compaq  s  Pagemarq 
users  just  j 


Powerful  print  engines 
along  with  our  own 

Steal  HP  Thunde^ 

ompaq’s  new  low-cost,  high-  J Toll  for  example 
speed  PageMarq  laser  print-  r 

—  — -  ers  should  give  the  Hewlett- 

'  Packard  LaserJet  Illsi  a  run  for  its  £  produce  output  faster^ 
money.  The  PageMarqs  fix  the  major f  ~ 

deficiencies  of  many  earlier  network  than  any  other  print-  .  .  , 

~  ~  |  about  anything  they  could, 

-pc  week,  September  7 1992  ~  ers  in  their  class.  want  in  a  reasonably  pricedi 

handling  and  unique  net-  And  so  that  printing  ^^^^^^^^tWOT^pnn^r^ 
work  capabilities  of  the  quickly  doesn’t  translate  -PC  Magazine,  December  22, 1992 

COMPAQ  PAGEMARQ  into  quickly  running  out  biggest  problems  are  no 

Network  Laser  Printers,  of  paper,  the  COMPAQ  problem  for  COMPAQ 

it’s  no  wonder  they  have  PAGEMARQ  20  holds  up  Printers.  Our  intelligent 


received  such  nt  and  best  of  all,  a  fax-modem  board  /  emulation  sens- 
overwhelmingly  d  that  tUmS  the  printer  into  a  plain  ,/g^ipg  feature,  for 

x  paper  fax  that  can  receive  faxes  even 

favorable  praise  from  ^  ^  handles  incoming  print  jobs^  examPle’  auto 
the  industry’s  leading  ^p^^^^^gjjcluded  that  ^"matically  adjusts  from 

Macworld,  January  1993^  %kDOS  WI 


Only  Change  THe  Way 
ge  TeieWvy  People  Write 


PCI!  to  PostScript  and  back  on  LocalTalk,  a  serial  and 
again  without  your  having  parallel  port,  and  even  an 

.gji 


■On  a  desktop'publishing  document  optional  Internal 
that  contained  mixed  text  and  graph' 

4  ics,  the  PageMarq  20  was  almost  100  M  FAX  Modem  that 
%  percent  faster  than  the  LaserJet  Illsi, 

while  the  PageMarq 

15  ran  about  50  pen  ||  anci  receive  presen- 
cent  faster  thar^te^ 

HP  nrinter,  tation-quality  faxes 


allows  you  to  send 


—PC  Week,  September  1,  1992 

to  do  a  thing.  So  whether 
people  on  your  network 
are  using  PCs,  Macs,  or 
both,  COMPAQ  Printers 


You  get  a  free  one-year 
warranty  with  on-site  ser¬ 
vice,  as  well  as  unlimited 
technical  support  via  our 
hotline  for  as  long  as  you 
own  the  printer. 

For  more  details  on  the 

.  •  , 
ompaq  is  bringing  a  prmt- 


directly  from 

.  4.  ■  er  to  the  network  printer 

the  printer.  |  ^  markct  after  listening  to 

I  ii.  .  j  its  most  important  resource:  its 
n  a  i  ion  f  cus^omers  qq^g  PAGEMARQ  series 

in  i  ^  i  is  a  direct  result  of  users' wants 

to  all  that,  j  ,  - -  -  ^ 

’  and  needs.  9  . “““ 


our  printers  are 


— BIS  Special  Report,  August  1992 


can  easily  and  effortlessly  covered  by  CompaqCare,  COMPAQ  PAGEMARQ 


take  care  of  what  every 
body  needs. 


the  most  extensive  service  Printers,  call.  In  the  U.S., 


■■pr  ^ 


We’ve  also  in- 


jpnmer  ^ 

eluded  five  separate  n<^  According  to  analysts  at  BIS 

X  Strategic  Decisions  in  Norwell, 

interfaces  to  allow  for  a  Mass.,  the  Compaq  printer  has 

scored  a  bull’s-eye.  “Its  kind  of  fea- 
variety  of  network  con-  \  tUres  are  state-of-the-art.  They’ve 


were  at  1-800-345-1518.  Or 


in  Canada,  you  can  call  us 


at  1-800-263-5868. 


And  find  out  more 


about  the  network  laser 


nections.  You  can  simul-  —Computerworld,  September 21, 1992  printers  that  everybody  s 

taneously  run  Token  Ring  and  support  program  in  talking  about. 


or  Ethernet,  AppleTalk  the  industry. 


And  writing  about. 


According  to  PC  Week,  the  COMPAQ 
PAGEMARQPr inters  “speedily  handle 
even  complex  documents.” 


The  envelope  please  .  .  .  In  the  Jew 
months  since  their  introduction,  our 
printers  have  already  won  eight  pres¬ 
tigious  industry  awards. 


©  1993  Compaq  Computer  Corporation.  All  Rights  Reserved.  COMPAQ  Registered  U.S.  Patent  and  Trademark  Office.  PAGEMARQ  and  CompaqCare  are  trademarks  of  Compaq  Computer  Corporation.  *PCL  is  a  registered  trademark  ol 
Hewlett-Packard  Company.  Product  names  mentioned  herein  may  he  trademarks  and/or  registered  trademarks  of  their  respective  companies.  Consult  your  COMPAQ  Quality  Statement  for  more  details  or  call  the  COMPAQ  Customer 

Support  Center  Warranty  details  can  be  received  via  PAQEax. 
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DATA  GRADE  D8 


DESIGNED  TO  SAVE 


y/\i  in  ni  ICIiyiErCC 


mmsrn 


"f  *  v  *'f>  _  ‘fc- "r~V'\\ 


NOT  YOUR  BIRTHDAYS 


The  more  information  your  business  generates,  the  more  you  stand  to  lose.  Because 
not  all  the  8mm  tapes  used  by  business  are  designed  for  business. 

So  before  risking  valuable  data  to  a  tape  made  for  saving  video  memories,  rely  on 
new  Sony  Enhanced  Data  Grade  D8. 

, 

This  compact  D8  cartridge  starts  out  where  our  video  grade  leaves  off,  holding  up 

■  .  -  - 

-■  '■  . 

to  5  gigabytes,  for  today's  high-capacity  storage  and  archiving.  With  data  security 
features  you'd  only  expect  from  the  inventor  of  the  8mm  video  format. 

For  instance,  new  D8  has  a  more  durable  media  for  greater  data  integrity,  taking  over 


1,500  full  back-ups,  to  keep  your  business  moving  forward. 


The  shell  is  made  to  resist  warping,  while  an  improved  lid  reduces  friction  through 


over  10,000  openings  and  closings.  The  result  is  a  shelf  life  that  will  exceed  30  years 
under  recommended  conditions.  So  your  data  will  be  around  when  you  need  it. 

Since  lost  data  can  cost  your  business  its  lifeblood,  trust  yours  to  the  safest  place  of  all, 


Sony  Enhanced  Data  Grade  D8.  A  memory  worth  celebrating 


SOMY  RECORDING  MEDIA 


©1M2  Sorry  Corp.  ol  teams.  Sony  md  Orly  On  Sorry  Itarrfcj  Medio  ore  registered  trademarks. 


-  "  . 


"  V!-' 


ONLY 


SONS 

RECORDING  MEDIA 


LOCAL  NETWORKING 

LAN  HARDWARE,  NETWORK  OPERATING  SYSTEMS  AND  LAN  MANAGEMENT 


Worth  Noting 


“N 

1  n  etwork 

operating  systems  are 
becoming  a 
commodity,  bundled 
into  the  [main] 
operating  system.” 

David  Power 

Marketing  director 
SunSelect 
Chelmsford,  Mass. 


etnotes 


IBM  and  Raylan  Corp. 

last  week  teamed  up  to  an¬ 
nounce  the  Raylan/IBM  8230 
Fiber  LAM,  a  fiber-optic  Lobe 
Access  Module  (LAM)  for  the 
IBM  8230  Controlled  Access 
Unit. 

With  the  8230  FiberLAM, 
4M  or  16M  bit/sec  IBM  Token- 
Ring  users  can  connect  as 
many  as  18  devices  over  fiber 
cable  at  distances  up  to  3,300 
ft,  up  from  the  1 , 1 5  5  -ft  limita¬ 
tion  with  copper  cable.  Up  to 
four  FiberLAMs  can  be  con¬ 
tained  in  a  single  8230. 

The  Raylan/IBM  8230  Fi¬ 
berLAM  Model  I,  with  its  own 
power  supply,  is  available  for 
$1,350,  and  the  Model  II, 
without  a  power  supply,  costs 
$1,150.  Each  device  linked  to 
the  FiberLAM  requires  an 
8230  fiber  card,  each  of  which 
costs  $1 65. 

Brightwork  Develop¬ 
ment,  Inc.  last  week  an¬ 
nounced  a  suite  of  Windows- 
based  utilities  to  help  remote 
LAN  administrators  manage 
Novell,  Inc.  NetWare  local- 
area  networks. 

Targeted  at  managers  of 
20-  to  50-user  NetWare  LANs, 
the  software  runs  on  a  Win¬ 
dows-based  LAN-attached 
console.  Its  six  modules  in¬ 
clude  LAN  Automatic  Inven¬ 
tory,  SiteLock,  NETremote, 
LAN  Server  Watch,  PS-Print 
and  LAN  Tachometer. 

The  suite  ranges  in  price 
from  $495  for  a  20-user  ver¬ 
sion  to  $995  for  a  50-user  ver¬ 
sion.  □ 


Vendor  readies  chipset  to 
aid  design  of  E-net  hubs 

Streamlines  building  of  low-end  hubs,  cuts  cost. 


By  Fredric  Paul 

_ Senior  Editor _ 

SANTA  CLARA,  Calif.  —  Ad¬ 
vanced  Micro  Devices,  Inc. 
(AMD)  this  week  is  expected  to 
announce  a  new  chipset  that  will 
simplify  the  design  and  lower  the 
cost  of  building  low-end  managed 
Ethernet  hubs. 

AMD  will  introduce  the  Hard¬ 
ware  Implemented  Management 
Information  Base  (HIMIB),  the 
first  chip-level  implementation 
of  the  IEEE  802.3  repeater  man¬ 
agement  standard  adopted  last 
fall  for  lOBase-T  Ethernet  over 
unshielded  twisted-pair  wire. 

The  HIMIB  will  be  combined 
with  an  enhanced  version  of 
AMD’s  widely  used  Integrated 
Multiport  Repeater  (IMR)  hub 
chip,  dubbed  IMR + ,  according  to 
Andy  Robin,  director  of  opera¬ 
tions  at  AMD’s  Network  Products 
Division. 

AMD  introduced  the  84-pin 
IMR  in  1990,  and  the  company 
says  it  shipped  four  million  IMR 
ports  last  year. 

Garnering  support 

Both  Hewlett-Packard  Co.  of 
Palo  Alto,  Calif.,  and  NetWorth, 
Inc.  of  Irving,  Texas,  expressed 
support  for  the  new  HIMIB/ 
IMR+  chipset,  which  is  fully 
compatible  with  Novell,  Inc.’s 


Hub  Management  Interface  speci¬ 
fication. 

AMD  expects  that  the  chipset 
will  be  widely  used  in  work  group 
hubs,  but  it  can  also  be  used  for 
low-end  nonmanaged  repeaters 
and  managed  server  hubs. 

Preproduction  versions  of  the 
chipset  are  already  shipping  to  at 
least  one  customer,  Robin  said, 
but  he  declined  to  name  the  com¬ 
pany.  Sample  quantities  will  be 
available  this  week,  with  high- 
volume  production  expected  in 
three  weeks. 

The  first  announcements  of 
new  repeater  cards  based  on  the 
AMD  chipset  should  come  within 
a  month,  and  Robin  predicted 
that  within  three  to  four  months, 
six  or  seven  of  the  top  10  hub 
manufacturers  will  announce 
new  products  based  on  the  AMD 
chipset,  although  he  would  not 
name  the  companies. 

Robin  said  AMD  is  producing 
an  $845  Industry  Standard  Archi¬ 
tecture  hub  kit  based  on  the  new 
chipset.  This  inexpensive  and 
easy  solution,  he  predicted,  will 
allow  new  players  to  enter  the 
hub  market,  quickly  creating 
standard  software-based  hubs. 

The  new  28-pin  HIMIB  chip  is 
essentially  a  management  co¬ 
processor  that  consists  of  130 
( continued  on  page  14 ) 


Triton  offers  new  version 
of  modem-sharing  pack 


By  Fredric  Paul 

_ Senior  Editor _ 

ISELIN,  N.J.  —  Triton  Tech¬ 
nologies,  Inc.,  last  week  released 
a  new  version  of  its  CO/Session 
ACS  modem-sharing  software 
that  lets  users  dial  into  and  out  of 
a  LAN  using  a  single  set  of  PCs, 
modems  and  telephone  lines. 

Previously,  in  order  to  share 
modems  when  dialing  out  of  a  No¬ 
vell,  Inc.  NetWare  or  Network  Ba¬ 
sic  I/O  System  network,  users 
had  to  rely  on  asynchronous 
communications  servers,  such  as 
Novell  Asynchronous  Communi¬ 
cations  Server  (NACS).  Dialing  in 
required  stacks  of  dedicated  mo¬ 
dems  and  personal  computers 
connected  to  the  local-area  net¬ 
work,  in  addition  to  remote  con¬ 


trol  software,  such  as  CO/Session 
or  Microcom,  Inc.’s  Carbon  Copy, 
running  on  the  remote  client. 

CO/Session  ACS  Version  6.1, 
which  runs  on  each  client  ma¬ 
chine,  lets  users  share  the  same 
group  of  modems  for  dial  in  and 
dial  out.  Both  functions  com¬ 
bined  use  less  than  9K  bytes  of 
random-access  memory  per 
workstation. 

The  system  works  by  letting 
network  administrators  config¬ 
ure  modems  to  dynamically  de¬ 
fault  to  autoanswer  mode  after 
completing  an  outbound  call. 
That  way,  they  no  longer  have  to 
manually  reset  the  modem  state 
after  each  session. 

The  latest  version  of  CO/Ses- 
/ continued  on  page  14 ) 


RAID  on  the  rise 


Projected  growth  in  worldwide  RAID  market  in  millions  of  dollars 


The  market  for  RAID  products  is  expected  to  reach 
nearly  $7.8  billion  by  1994.  About  half  of  that  will  be  for 
mainframe  wares,  but  about  $980  million  will  be  for 
LAN  products. 
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RAID  5  system  gets 
a  shot  in  the  arm 


Chantal  pack  boasts  300%  increase  in  speed,  as 
well  as  hot-spare  disks,  broadcast  messaging. 


By  Caryn  Gillooly 

_ Senior  Editor _ 

SAN  DIEGO  —  Chantal  Sys¬ 
tems,  Inc.  this  week  is  expected  to 
bring  out  a  new  version  of  its  Re¬ 
dundant  Array  of  Inexpensive 
Disks  (RAID)  software  for  No¬ 
vell,  Inc.  NetWare  environments 
that  gives  users  up  to  300%  per¬ 
formance  improvement  at  a  low¬ 
er  cost. 

Paragon  Disk  Array  Software 
3-0  has  a  new  write-optimization 
technology  that  supports  parallel 
writes  to  the  disk  array.  Other 
new  features  include  a  message 
broadcast  capability  that  alerts 
users  if  a  disk  fails  and  hot-swap 
capabilities  that  enable  the  sys¬ 
tem  to  automatically  switch  from 
a  failed  drive  to  a  previously  in¬ 
stalled  spare  drive. 

Paragon  3-0  is  software  that 
resides  on  the  NetWare  server, 
providing  RAID  0  (disk  striping), 
RAID  1  (disk  mirroring),  RAID  5 
(disk  striping  with  parity)  or  any 
combination  of  the  three  storage 
capabilities.  Because  the  Paragon 
product  only  consists  of  soft¬ 
ware,  it  can  be  used  with  any  ven¬ 
dor’s  disk  technology,  unlike 
some  proprietary  hardware/ 
software  systems  that  require  the 
user  to  buy  a  particular  vendor’s 
hardware. 

Despite  that  flexibility,  users 
of  the  previous  version  had  com¬ 
plained  about  dramatic  perfor¬ 
mance  dips  when  many  users 
tried  to  write  to  disk. 

“We  had  [Paragon]  Version 
2.2  installed,  and  it  wasn’t  as  fast 
as  some  of  the  hardware-based 
[systems]  we  had  seen,”  said  Will 
Swearingen,  engineering  manag¬ 


er  at  CompuAdd  Corp.,  based  in 
Austin,  Texas. 

Frank  Belucci,  engineering 
manager  at  Chantal,  based  here, 
said  this  is  a  common  problem 
with  RAID  5  systems.  He  ex¬ 
plained  that,  typically,  there  are 
three  operations  that  take  place 
for  every  write  command  issued: 
read,  modify  and  write. 

To  improve  performance, 
Chantal  has  implemented  what  it 
calls  Intelligent  Stripe  Job  Combi- 


s 

LJ  ince  the  product  only 
consists  of  software,  it 
can  be  used  with  any 
disk  technology. 

AAA 


nation  (ISJC).  With  ISJC,  sepa¬ 
rate  write  commands  written  to 
the  same  stripe  on  a  drive  are 
combined  before  being  written  to 
the  subsystem  —  a  single  read, 
modify,  write  action  can  be  exe¬ 
cuted  for  multiple  write  com¬ 
mands. 

If,  for  example,  three  write 
commands  are  sent,  the  system 
only  performs  one  read,  modify, 
write  operation  as  opposed  to  the 
nine  separate  operations  — 
three  reads,  modifies  and  writes 
—  required  with  the  previous 
version  of  the  product. 

Users  seemed  pleased  with  the 
improvement.  “In  our  environ- 
( continued  on  page  14 ) 
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Vendor  readies 
E-net  hub  chipset 

continued  from  page  13 

registers,  including  14  registers  for  each 
port  and  four  global  registers. 

The  HIMIB  listens  to  traffic  going 
through  the  repeater,  automatically  moni¬ 
toring  events.  HIMIB  keeps  statistics  on 
such  data  as  how  many  readable  frames 
went  through  the  repeater,  how  many  col¬ 
lisions  were  noted  and  how  often  a  node 
had  to  be  partitioned  off  for  threatening  to 
hog  the  network. 


WERE  STUNNED  WHEN 


FOUR  MAJOR 

PROJECTS  WERE  SUDDENLY 

PUT  ON  HOLD. 

’s-  SlUl*  X  t  -  >  7  a:  , .. 

Nothing  can  lower  office  morale 
faster  than  a  computer  network  power 
failure.  That’s  precisely  why  the  outlook 
has  never  been  more  optimistic  for 
selling  Exide  Electronics  Powerware®  to 
back  up  office  computer  networks. 


Currently,  managed  hubs  use  one  of  a 
variety  of  proprietary  management  capa¬ 
bilities.  Adherence  to  the  IEEE  802.3  stan¬ 
dard  will  help  administrators  in  large  net¬ 
works  deal  with  a  hierarchy  of  hubs,  Robin 
said. 

The  new  standard  is  likely  to  become  a 
minimum  requirement  for  repeater  man¬ 
agement,  with  vendors  adding  their  own 
proprietary  capabilities. 

Putting  support  for  the  new  standard  on 
a  single  chip,  meanwhile,  cuts  in  half  the 
amount  of  silicon  needed  in  comparison  to 
a  standard  managed  Ethernet  hub  at  the 


While  the  Powerware  System 
secures  computer  networks  against 
menacing  power  surges  and  sags,  it 
protects  you  from  the  excessive 
support  costs  these  mishaps  can  bring. 
And  only  Powerware  provides  on-line 
continuous  power  to  computer  systems 
ranging  from  the  smallest  PC  to  the 
world’s  largest  mainframes  and  networks. 

Best  of  all,  the  easily  installed, 
fully  upgradable  and  cost-effective 
Powerware  System  keeps  consumer 
satisfaction  at  a  truly  prosperous  level. 


center  of  a  star-wired  network,  according 
to  Robin. 

Because  the  HIMIB  handles  the  man¬ 
agement  functions,  it  eliminates  the  need 
for  a  relatively  expensive  1 6-bit  processor, 
letting  repeater  cards  make  do  with  a 
cheapo  8-bit  processor  without  hurting 
performance. 

Putting  the  management  on  a  chip  also 
reduces  the  card’s  memory  requirements 
and  the  need  for  custom  development  and 
debugging  of  hardware  and  software,  low¬ 
ering  prices  and  speeding  time  to  mar¬ 
ket.  □ 


Not  to  mention  the  boost  it’ll  put  in 
your  profit  margins. 

So  call  the  world’s  foremost  power 
experts  at  1-800-554-3448  to  find  out 
more  about  Exide  Electronics  Systems, 
or  fax  us  toll-free  at  1-800-75-EXIDE. 
Because  a  productive  computer 
network  can’t  help  but  produce  profits. 


Cali  1-800-554-3448  Ext  519  or 
Fax:1-800  75 -EXIDE 


RAID  5  system  gets 
shot  in  the  arm 

continued  from  page  13 
ments,  with  heavy  writing,  the  system 
worked  about  four  times  as  fast,”  Swearin¬ 
gen  said. 

Others  agreed.  “We  found  the  new  sys¬ 
tem  to  be  about  300%  faster  than  the  old 
version,”  said  John  Probst,  programmer  at 
Lowery,  Inc.,  a  Paragon  3-0  beta  site  based 
in  Park  City,  Utah.  “In  fact,  with  the  old 
system  we  didn’t  use  RAID  5  because  it  was 
too  slow.  But  we  use  RAID  5  now,  and  the 
new  speed  is  just  phenomenal.” 

Paragon  3-0  also  includes  a  new  hot- 
swap  capability  that  is  used  with  the  new 
messaging  capabilities.  According  to 
Chantal,  if  a  drive  in  the  array  fails,  data  is 
reconstructed  on  the  fly  and  automatically 
written  to  a  previously  installed  hot  spare. 

If  the  hot-spare  is  used,  a  systemwide 
message  will  be  broadcast  to  all  worksta¬ 
tions  on  the  local-area  network  saying  a 
drive  has  failed.  With  the  previous  version, 
the  message  was  only  sent  to  the  network 
administrator,  and  if  the  administrator 
was  not  present,  the  drive  failure  could  go 
unnoticed. 

Another  benefit  of  the  new  software  is 
the  price.  Paragon  3-0  is  available  now  for 
$995.  The  previous  version  cost 
$1,495.  □ 


Triton  offers  new 
modem-sharing  pack 

continued  from  page  13 
sion  ACS  also  adds  new  dial-in  capabilities. 
Workstations  on  the  network  can  be  set  to 
a  special  listen  mode.  When  remote  users 
dial  in,  they  receive  a  menu  of  available 
workstations  in  this  mode  and  can  select 
the  workstation  to  which  they  want  to  con¬ 
nect. 

This  capability  also  makes  CO/Session 
ACS  useful  for  remote  product  support  be¬ 
cause  users  can  dial  into  the  LAN  and  select 
the  appropriate  workstation  from  a  menu. 

CO/Session  ACS  6.1  now  supports  line 
speeds  up  to  57.6K  bit/sec,  up  from  19. 2K 
bit/sec,  and  as  many  as  20  modems  on  a 
single  network,  up  from  the  previous  10. 
Other  new  features  include  modem  and 
user  password  protection  and  control  of 
file  transfers  from  the  command  line  or  via 
the  menu. 

Triton  bundles  CO/Session  ACS  with  an 
Interrupt  14  version  of  its  CO/Session 
Host  and  Remote  packages,  providing  re¬ 
mote  control,  VT-100/102  terminal  emu¬ 
lation,  file  transfer  and  modem  sharing  in 
a  single  package.  The  software  is  compati¬ 
ble  with  leading  communications  packages 
that  support  Interrupt  14  —  an  interface 
specification  between  desktop  software 
and  a  shared  modem  —  such  as  Datastorm 
Technologies,  Inc.’s  ProComm  Plus  for 
Windows,  Digital  Communications  Asso¬ 
ciates’  CrossTalk,  Walker  Richer  &  Quinn, 
Inc.’s  Reflections,  Hayes  Micromputer 
Products,  Inc.’s  SmartCom,  and  Micro- 
corn’s  Relay  Gold. 

Available  now,  a  two-modem  package 
of  CO/Session  ACS  6.1  sells  for  $345,  a 
package  supporting  five  modems  is  priced 
at  $595,  and  a  version  to  support  a  maxi¬ 
mum  of  20  modems  costs  $1,295.  Users  of 
older  CO/Session  ACS  versions  can  up¬ 
grade  for  $95.  □ 
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INTERNETWORKS 

LAN  TO  LAN  AND  LAN  TO  WAN  EQUIPMENT  AND  STRATEGIES 


Worth  Noting 


“S 

L/mart 

switching  hubs  will  be 
the  product  of  the  ’90s 
because  they  are  the 
most  strategically 
placed.” 

Tom  Nolle 

President 
CIMI  Corp. 
Voorhees,  N.J. 


HP  eases  net  management 
with  proactive  applications 

Apps  help  control  traffic,  plan  for  future  needs. 

By  Skip  MacAskill 

Staff  Writer 


L 


■Notes 

Clearpoint  Research 
Corp.  last  week  said  it  has  re¬ 
duced  the  prices  on  several  in¬ 
terfaces  for  its  Constellation 
Series  of  bridge/routers. 

Prices  on  dual-port  local- 
area  network  cards  have  been 
reduced  to  $  1 ,495  each,  while 
single-port  cards  have  been 
reduced  to  $970.  The  six-port 
lOBase-T  card  has  been  re¬ 
duced  to  $1,100.  The  new 
prices  are  effective  immedi¬ 
ately. 

For  more  information,  con¬ 
tact  Clearpoint  at  (508)  435- 
7525. 

Cayman  Systems,  Inc. 

last  week  upgraded  the  soft¬ 
ware  for  its  GatorBox  CS  Lo- 
calTalk-to-Ethernet  router 
and  GatorStar  GX  LocalTalk- 
to-Ethernet  router/repeater 
with  new  Simple  Network 
Management  Protocol  Man¬ 
agement  Information  Base 
(MIB)  support,  mapping  and 
automatic  problem  isolation. 

Release  2.2  of  the  software 
now  supports  the  AppleTalk 
and  802.3  SNMP  MIBs  as  well 
as  MIB  II. 

It  also  lets  net  managers 
use  SunConnect’s  SunNet 
Manager  and  Cabletron  Sys¬ 
tems,  Inc.  Spectrum  consoles 
to  collect  data  on  GatorBoxes 
and  GatorStars  on  the  net. 

The  new  release  allows 
managers  to  gather  port-  and 
node-specific  statistics,  in¬ 
cluding  net  traffic  level,  num¬ 
ber  and  type  of  errors,  port 
(continued  on  page  16) 
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PALO  ALTO,  Calif.  —  Hewlett- 
Packard  Co.  this  week  will  roll  out 
a  suite  of  network  management 
applications  that  will  recommend 
actions  net  administrators  can 
take  to  control  traffic,  regulate 
capacity  and  plan  for  future  net¬ 
work  growth. 

The  company  is  adding  three 
knowledge-based  tools  to  its  Em¬ 
bedded  Advanced  Sampling  Envi¬ 
ronment  (EASE)  management 


T 

A  he  tools  will 
proactively  analyze  net 
information  and 
determine  solutions. 

▲  ▲▲ 


software  package  found  in  its  Eth- 
erTwist  family  of  hubs  and 
bridges.  The  tools  will  proactive¬ 
ly  analyze  network  information 
and  determine  appropriate  solu¬ 
tions  to  a  wide  range  of  problems. 

EASE  compiles  statistics  on 
network  traffic,  analyzes  that  in¬ 
formation  and  presents  it  in  a 
graphical  format  to  the  net  ad¬ 
ministrator  via  HP’s  OpenView 
net  management  system  running 
on  a  management  console. 

The  new  applications  include 
HP  OpenView  Traffic  Expert, 
which  establishes  a  baseline  of 
current  network  performance 
and  traffic  conditions. 


After  analyzing  that  informa¬ 
tion,  Traffic  Expert  generates  a 
report  that  prescribes  a  course  of 
action,  such  as  moving  end  nodes 
or  adding  filtering  devices,  allow¬ 
ing  net  administrators  to  maxi¬ 
mize  net  performance  and  avoid 
traffic  congestion. 

Another  new  tool,  HP  Open- 
View  History  Analyzer,  compiles 
historical  data  that  assists  ad¬ 
ministrators  in  assessing  usage 
and  future  capacity  planning. 

By  comparing  network  statis¬ 
tics  to  the  baseline  established  by 
History  Analyzer,  net  managers 
can  anticipate  trends  and  plan  for 
net  additions,  changes  and  redis¬ 
tribution  of  network  resources. 

The  third  application,  HP 
OpenView  Resource  Manager, 
provides  a  real-time,  simulta¬ 
neous  view  of  all  net  segments. 

By  continuously  tracking  net¬ 
work  activity,  Resource  Manager 
can  graphically  show  when  net¬ 
work  performance  is  about  to  ex¬ 
ceed  preset  parameters. 

The  three  applications,  which 
support  the  Transmission  Con¬ 
trol  Protocol/Internet  Protocol, 
Novell,  Inc.’s  Internetwork  Pack¬ 
et  Exchange  (IPX),  DECnet  Phase 
IV  and  AppleTalk,  operate  with 
Unix  operating  systems,  such  as 
Sun  Microsystems,  Inc.’s  SunOS. 
Resource  Manager  is  also  avail¬ 
able  for  DOS  systems. 

Resource  Manager  will  be 
available  in  the  second  quarter 
and  cost  $4,000;  History  Analyz¬ 
er  will  cost  $6,000  and  be  avail¬ 
able  in  the  third  quarter;  and 
Traffic  Expert  will  be  available  in 
the  fourth  quarter  and  cost 
$8,000.  □ 


UB  Ethernet  module 
heats  up  ATM  race 

New  RISC-based  switching  modules  for  intelligent 
hub  series  deliver  ATM-like  benefits  to  users. 


By  Skip  MacAskill 

_ Staff  Writer _ 

SANTA  CLARA,  Calif.  —  Hop¬ 
ing  it  will  breath  fire  into  its  inter¬ 
networking  strategy,  Unger- 
mann-Bass,  Inc.  last  week 
announced  the  DragonSwitch,  a 
new  Ethernet  switching  module 
for  its  intelligent  hub  line. 

The  company  also  introduced 
a  net  management  application 
for  its  NetDirector  net  manage¬ 
ment  system  that  will  let  net  ad¬ 
ministrators  manage  the  new 
Ethernet  switching  module. 

When  combined  with  UB’s  Vir¬ 
tual  Network  Architecture  (VNA) 
software  —  which  allows  users  to 
create  virtual  work  groups  —  the 
DragonSwitch  can  provide  work¬ 
station  users  with  dedicated 
lOBase-T  Ethernet  links,  support 
multimedia  applications  and 
nearly  unlimited  logical  segmen¬ 
tation  of  existing  Ethernet  net¬ 
works  (“SynOptics,  UB  plot  new 
net  strategies,”  NW,  Feb.  15). 

“We’re  trying  to  build  a  net¬ 
work  infrastructure  that’s  not 
burnt  toast  tomorrow,”  said 

Bytex  adds 
OpenView  to 
Series  7700 

By  Maureen  Molloy 

Senior  Writer 

WESTBOROUGH,  Mass.  —  By¬ 
tex  Corp.  last  week  announced 
plans  to  port  the  management 
system  for  its  Series  7700  line  of 
switching  hubs  to  Hewlett-Pack¬ 
ard  Co.’s  OpenView. 

The  firm  will  also  unveil  a 
smaller  version  of  its  7760  hub 
for  remote  sites,  as  well  as  a  fiber 
extender  that  will  enable  users  to 
integrate  third-party  multistation 
access  units  (MAU)  in  collapsed 
backbones  based  on  a  Series 
7700  hub. 

Plans  to  port  the  capabilities 
of  Bytex’s  existing  Series  7000 
Network  Management  System 
(NMS)  to  OpenView  will  enable 
users  to  integrate  hub  manage¬ 
ment  with  multivendor  devices 


Ralph  Ungermann,  president  and 
chief  executive  officer  of  UB. 
“Because  [Asynchronous  Trans¬ 
fer  Mode]  is  still  many  years 
away,  we  need  a  solution  today 
that  can  deliver  the  benefits  of 
ATM  in  existing  nets  to  increase 
performance,  create  work  groups 
and  support  multimedia.  Dragon¬ 
Switch  and  VNA  allows  the  user  to 
do  that.” 

Residing  in  UB’s  Access/One 
intelligent  hub,  each  of  Drag- 
onSwitch’s  1 6  ports  can  support  a 
dedicated  10M  bit/sec  link.  Each 
module  supports  two  Intel  Corp. 
i960  Reduced  Instruction  Set 
Computing  chips  that  act  as 
switching  engines. 

Traffic  can  be  switched  be¬ 
tween  ports  on  the  same  module 
and,  via  Access/One’s  400M  bit/ 
sec  PlusBus  backplane,  among 
ports  on  other  modules  in  the 
hub.  As  many  as  five  Dragon- 
Switches,  for  a  total  of  80  ports, 
can  be  used  in  an  Access/One 
hub,  with  support  for  as  many  as 
40  simultaneous  Ethernet  con- 
( continued  on  page  16 ) 


and  more  than  100  applications 
available  on  OpenView.  Series 
7700  NMS  currently  runs  under 
SunConnect’s  SunNet  Manager  or 
a  personal  computer-based  Win¬ 
dows  3.1  platform. 

The  Series  7700  NMS  for 
OpenView  software  application 
will  be  available  this  quarter  for 
$5,995. 

Bytex  will  also  announce  its 
7720  Branch  Office  Switching 
Hub,  which  links  token-ring  lo¬ 
cal-area  networks  at  remote  sites 
to  corporate  LANs.  The  six-slot 
hub  supports  both  4M  and  16M 
bit / sec  token  ring  and  enables  us¬ 
ers  to  connect  up  to  24  shielded 
or  unshielded  twisted-pair  ports. 
The  hub  has  the  same  matrix 
switching  backplane  as  the  ven¬ 
dor’s  high-end  7760  hub. 

The  hub  will  be  available  this 
quarter  for  $4,995. 

The  vendor  also  unveiled  its 
7703  Fiber  Ring-In/Ring-Out  Ex¬ 
tender  that  will  let  users  link 
MAUs  and  hubs  from  other  ven¬ 
dors  to  a  7700  hub  via  fiber  I/O 
ports.  The  7703  costs  $2,395  and 
is  available  now.  □ 
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UB  Ethernet  module 
heats  up  ATM  race 

continued  from  page  15 
versations  at  10M  bit/sec  each. 

Similar  switching  modules  for  both  Fi¬ 
ber  Distributed  Data  Interface  and  token¬ 
ring  environments  will  also  be  rolled  out 
by  UB,  but  the  company  declined  to  pro¬ 
vide  specific  time  frames. 

Available  in  the  second  quarter,  the 
DragonSwitch  module  is  priced  at 
$  14,400,  or  $900  per  port. 

To  manage  these  modules,  UB  unveiled 
NetDirector/VNA,  an  application  for  its 
NetDirector  net  management  platform 
that  provides  users  with  point-and-click 
control  over  the  creation  and  management 
of  as  many  as  65,000  virtual  work  groups 
or  network  segments. 

NetDirector/VNA  features  a  domain 
management  capability  that  allows  multi¬ 
ple  net  administrators  in  different  loca¬ 
tions  to  simultaneously  access  portions  of 
a  central  database  containing  manage¬ 
ment  information  specific  to  their  region. 

The  application  can  logically  map  the 
physical  address  of  stations  on  the  net¬ 
work  to  any  number  of  virtual  work  group 
segments.  This  allows  a  net  manager  to 
logically  move  any  device  to  any  segment 
or  virtual  work  group  in  the  network.  The 
new  configuration  is  then  automatically 
updated  by  the  mapping  feature. 

The  NetDirector/VNA  application  en¬ 
ables  the  user  to  access  NetDirector’s  SQL 
databases,  which  allows  them  to  do  config¬ 


Link  Notes 

continued  from  page  15 

status  and  device  name. 

For  the  GatorStar,  Release  2.2  automat¬ 
ically  disables  malfunctioning  LocalTalk 
ports  to  prevent  errors  from  propagating 
across  the  network  and  automatically  re¬ 
stores  the  port  when  the  problem  is  re¬ 
solved. 

The  software  upgrade,  which  is  avail¬ 
able  now,  is  free  of  charge  to  all  GatorStar 
users  and  GatorBox  users  signed  up  for  Ga- 
torCare,  the  company’s  software  mainte¬ 
nance  plan.  Other  users  will  pay  a  $  1 99  up¬ 
grade  fee. 

For  more  details,  call  Cayman  at  (6 17) 
494-1999. 

LANNET  Data  Communications, 
Inc.  has  released  two  new  Ethernet  inter¬ 
face  modules  for  its  MultiNet  line  of  hubs 
that  enable  users  to  configure  ports  for 
participation  in  any  of  the  four  Ethernets 
the  hubs  support. 

The  LE-140XTQ  is  a  $2,195  10-port 
lOBase-T  module  that  supports  both 
shielded  and  unshielded  twisted-pair  con¬ 
nections  via  RJ-45  jacks. 

The  LE-110BQ  is  a  $2,195  six-port 
10Base2  Ethernet  repeater  module.  Both 
are  available  now. 

LANNET  also  rolled  out  the  LE-46T 
lOBase-T  Ethernet  transceiver,  which  has 
one  attachment  unit  interface  port  and  two 
shielded  RJ-45  ports  for  connection  to  ei¬ 
ther  shielded  or  unshielded  twisted-pair 
wire.  One  link  remains  inactive  and  auto¬ 
matically  kicks  in  if  the  main  link  fails. 
Available  now,  the  transceiver  costs  $445. 

For  further  information  on  all  products, 
call  LANNET  at  (714)  891-5580.  □ 
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uration  and  performance  monitoring  for 
the  virtual  work  groups. 

NetDirector/VNA  will  be  available  in 
the  second  quarter  and  cost  between 
$3,500  and  $8,500,  depending  on  config¬ 
uration. 

UB  also  announced  last  week  that  Ad¬ 
vanced  Computer  Communications  (ACC) 
and  Wellfleet  Communications,  Inc.  have 
pledged  to  make  their  respective  internet- 
worlring  product  lines  compatible  with 
VNA,  although  the  companies  declined  to 
provide  further  details.  Starlight  Net¬ 
works,  Inc.  will  provide  the  DragonSwitch 


as  an  option  in  its  video  application  server. 

In  general,  analysts  were  supportive  of 
UB’s  Ethernet  switching  approach. 

“Network  infrastructures  need  to  be  re¬ 
engineered  without  ripping  up  all  existing 
cables  and  junking  the  installed  base,”  said 
Todd  Dagres,  vice  president  of  data  com¬ 
munications  at  The  Yankee  Group,  a  Bos¬ 
ton-based  consultancy.  “The  type  of 
switching  that  UB  is  proposing  will  become 
dominant  as  long  as  the  switching  can  be 
done  at  the  port  level  and  offer  some  de¬ 
gree  of  manageability.” 

The  rollout  of  DragonSwitch  and  Net¬ 


Director/VNA  represents  the  first  phase  of 
UB’s  three-phase  plan  to  migrate  users  to 
ATM. 

In  the  second  phase,  UB  will  extend 
VNA’s  virtual  work  group  support  across 
the  wide  area  through  integration  with 
bridges  and  routers.  Those  products  are 
expected  by  the  fourth  quarter. 

The  third  and  final  phase  will  involve 
the  implementation  of  VNA  in  ATM  switch¬ 
ing  products  being  jointly  develop  by  UB 
and  BBN  Communications.  According  to 
UB,  those  products  will  be  available  in  the 
first  quarter  of  next  year.  □ 


Become  a  Wizard  of I.  T.  and  choose  the  best  technology  for  each  application. 


Secret  #1 : 


Dispelling  the  Myth  of  the  Golden  Technology 

Long  ago,  the  King  learned  of  a  Golden  Technology  that 
could  carry  information,  even  the  King  s  very  likeness,  to 
of  the  realm.  The  King  was  greatly  impressed,  and  showered 
gold  upon  those  who  could  work  this  miracle. 

And  it  was  as  they  said:  the  devices  were  installed, 
and  the  Golden  Technology  brought  to  life.  Information 
flew  across  the  kingdom,  and  all  was  well. 

In  time  other  wonder-workers  came,  and  told  of 
another  Golden  Technology  that  would  speed  transactions  across 
the  land.  But  the  King  must  add  a  new  network  separate  from  the 
old.  Again  the  coffers  were  opened,  new  devices  installed,  and  new 
incantations  learned.  More  than  once  this  happened,  and  life 
became  increasingly  complex. 

“Enough!”  cried  the  King  at  last.  “The  coffers  are  nearly  empty, 
and  my  people  boggle  at  the  complexity  of  the  royal  networks!  Can 
we  not  find  the  true  Golden  Technology  for  every  need?” 

Far  and  wide  the  Kings  people  searched,  until  they  found  a 
Wizard  of  Information  Technology  in  a  kingdom  never  troubled  by 


NSA  adds  Windows 
to  its  AS/400  suite 

continued  from  page  9 

Elite/400  is  a  full-blown  5250-emula¬ 
tion  package  supporting  remote  file  ac¬ 
cess,  messaging  and  SQL  database  queries. 
Elite/400  DSP  is  a  lower  level  5250-emu¬ 
lation  package  for  users  needing  only 
5250-emulation  and  file-transfer  abilities. 

“The  key  benefit  to  the  NSA  Router  is 
that  it  lets  users  replace  the  cumbersome 
IBM  DOS-based  PC  Support  router,”  said 
Martin  Smith,  product  manager  for  NSA. 


“We  built  our  software  from  the  ground  up 
as  a  Windows  application.” 

The  other  major  advantage  the  NSA 
product  has  over  the  PC  Support  program 
is  it  handles  Network  Basic  I/O  System  and 
Novell,  Inc.  NetWare  for  SAA  environ¬ 
ments.  PC  Support  does  not  natively  sup¬ 
port  those  services  without  many  extra 
routines  that  the  user  would  have  to  code. 

The  NSA  Router  for  Windows  is  avail¬ 
able  for  no  extra  charge  in  Version  2  of  the 
Elite/400  emulators.  Elite/400  DSP  costs 
$295,  and  Elite/400  costs  $395.  Version  1 
users  can  upgrade  to  Version  2  for  free.  □ 


Polycenter  moves  to 
multivendor  realm 

continued  from  page  9 
(RMON)  IVfanagement  Information  Base 
instead  of  raw  data.  It  also  allows  users  to 
collect  vendor-specific  SNMP  traps. 

Polycenter  Framework  1.3  costs 
$  1 ,000  and  will  be  available  in  March. 

The  Polycenter  Network  Manager  200 
and  400  —  which  run  on  RISC  Ultrix  and 
VAX  VMS  machines  —  also  have  improved 
SNMP  support,  including  the  ability  to  col¬ 
lect  RMON  statistics  and  display  vendor- 


lzar 


these  problems.  This  Wizard  of  I.T.  told  the  King,  “Your  quest 
for  the  Golden  Technology  is  noble,  yet  endless,  for  every  tech¬ 
nology  is  more  golden  than  the  last.” 

“That’s  all  very  well,”  growled  the  King.  “But  this  quest 
threatens  to  ruin  my  kingdom!” 

“Fear  not.  I  shall  show  you  one  solution  that  will  consoli¬ 
date  all  of  your  existing  networks  in  a  single  architecture.  In 
this  way,  every  application  can  be  served  by  the  appropriate 
technology:  from  circuit  switching  to  packet  switching  to 
frame  relay.  Yea,  even  unto  ATM  in  days  to  come.  Thus  a 
single  network  will  serve  every  application  in  the  proper 
manner,  without  creating  an  unmanageable  monster.” 

“Truly,  you  are  a  Wizard  of  I.T,”  said  the  King. 
II  you  not  stay  and  be  wizard  over  my  network?” 
“There  is  no  need,  Your  Majesty,”  replied  the 
.  “For  if  you  do  as  I  have,  you  will  become  a 
Wizard  of  I.T.  in  your  own  right.  All  that  remains  is 
for  you  to  learn  the  extent  of  your  powers.  In  this  I 
will  instruct  you.” 

And  soon  the  King  learned  to  master  both  time 
and  space.  But  that  is  another  secret. 


Call Netrix  at  1-800-WIZARDS  (949-2737) 
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specific  SNMP  traps.  Both  systems  also  use 
the  PING  protocol  to  determine  whether 
an  Internet  Protocol  device  is  on-line. 

DEC  also  upgraded  several  other  Poly¬ 
center  products.  Version  2.3  of  the  Storage 
Library  System  for  OpenVMS  now  supports 
DEC  Rdb  database  backups  using  DEC'S 
Rdb  Management  Utility/Backup  Engine. 
And  Polycenter  Security  Intrusion  Detec¬ 
tor,  which  detects  system  security  breach¬ 
es,  now  supports  RISC  Ultrix  and  SunOS 
operating  systems. 

The  new  2.3  version  of  DEC’S  Poly¬ 
center  Security  Compliance  Manager, 
which  checks  system  compliance  to  prede¬ 
fined  security  parameters,  now  supports 
HP-UX  and  IBM  AIX  operating  systems. 

Polycenter  Software  Distribution  Ver¬ 
sion  2.4  now  supports  DEC  Alpha  clients 
running  OpenVMS,  as  well  as  VAX  4000 
workstations.  The  product  is  used  to  install 
workstation  software  from  a  VAX  server. 

Polycenter  Performance  Solution, 
which  collects  performance  data  on 
OpenVMS  systems,  has  been  extended  to 
Ultrix  and  SunOS  operating  systems.  Also, 
DECtrace  for  OpenVMS  Version  2.0,  which 
tracks  the  performance  of  applications  for 
network  tuning,  now  employs  a  DECwin- 
dows  Motif  user  interface  that  graphically 
displays  event  data  in  real  time. 

Analysts  welcome  DEC’S  Unix  focus. 

“One  of  the  biggest  problems  my  cli¬ 
ents  have  with  Unix  is  lack  of  security  and 
lack  of  the  ability  to  control  the  machines 
in  a  production  environment,”  said  How¬ 
ard  Niden,  a  senior  manager  at  Price  Wa¬ 
terhouse  in  Chicago. 

Traditional  VMS  users  agreed. 

“Unix  is  certainly  something  that  we’re 
going  to  have  to  develop  some  sort  of  poli¬ 
cy  for,”  said  Walt  Wojciehowski,  associate 
director  of  information  systems  manage¬ 
ment  at  Massachusetts  Mutual  Life  Insur¬ 
ance  Co.  in  Springfield,  Mass.  Eventually, 
the  need  to  tie  [Unix  and  VMS]  together  is 
going  to  be  important,  as  is  how  you  man¬ 
age  all  of  that.”  □ 


IBM  pumps  up 
mainframe  connection 

continued  from  page  9 
OpenConnect  Systems,  Inc.  (OCS)  of  Dal¬ 
las  to  provide  VSE  mainframe  users  con¬ 
nectivity  to  TCP/IP  nets. 

Under  the  agreement,  IBM  will  sell  OCS 
TCP/IP  gateway  software  and  an  accom¬ 
panying  mainframe-based  OCS  File  Trans¬ 
fer  Protocol  (FTP)  application  to  VSE  us¬ 
ers  that  want  to  combine  their  TCP/IP  and 
Systems  Network  Architecture  nets. 

The  OCS  gateway  software  resides  on  a 
variety  of  industry-standard  Unix  plat¬ 
forms,  including  the  IBM  RISC  Sys¬ 
tem/6000,  and  translates  TCP/IP  into 
SNA  so  TCP/IP  users  can  have  access  to 
3270  applications  on  the  mainframe.  It 
can  also  translate  SNA  into  TCP/IP  to  give 
3270  users  access  to  the  OpenConnect  FTP 
application  residing  on  the  VSE  main¬ 
frame. 

The  OCS  products  are  available  now. 
Pricing  for  the  gateway  varies  depending 
on  the  number  of  mainframe  sessions  it 
supports.  For  example,  a  1 6-session  ver¬ 
sion  costs  $5,000,  and  the  256-session 
version  costs  $19,000.  FTP  application 
pricing  starts  at  $660  and  increases  to 
$6,645,  depending  on  processor  size.  □ 
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Or,  How  Building  With 
AMT SYSTIMAX  SCS  Builds  Up 
Integration  Of  Information  Networks. 

AT&T  SYSTIMAX®  Structured  Cabling  Systems 
provide  maximum  integration  to  satisfy  your 
networking  needs.  Floor-to-floor  or  building-to- 
building.  Allowing  access  to  voice,  data  and 
video  anywhere,  anytime.  Linking  diverse  factory 
processes  and  equipment.  And  creating  intelligent 
buildings  by  enabling  information  sharing  among 
systems  like  energy  management  and  security 
SYSTIMAX  SCS’  open  architectures  will  support 
today’s  multi-vendor  systems  and  future  technol¬ 
ogies  and  applications.  To  learn  more  about 
SYSTIMAX  SCS  and  our  association  with  Honeywell, 
call  AT&T  Network  Cable  Systems  at  1  800  344-0223, 
ext.  2045.  Outside  the  U.S.  call:  602  233-5855. 


AT&T 

Network  Systems 


GLOBAL  SERVICES 

DOMESTIC  AND  INTERNATIONAL  \OICE/DATA  SERVICES,  ACCESS  EQUIPMENT  AND  REGULATORY  ISSUES 


France  Telecom  outlines 
plans  for  overlay  ATM  net 

New  network  will  handle  high-speed  data  services. 

By  Bob  Wallace 

Senior  Editor 


Different  flavors  of  international  carrier  partnering 


Cooperative  agreements: 

2  or  more  carriers  agree  to  work  closely  in  designing,  installing  and 
operating  customer  networks. 

Connection  and  joint  marketing  agreements: 

2  or  more  carriers  enter  into  an  arrangement  where  they  connect 
previously  incompatible  networks  or  services,  or  reciprocally  market  , 
and  support  each  other's  services. 

Operational  mergers: 

2  or  more  carriers  merge  their  international  groups  or  departments. 

Integrated  network  management  and  services  ventures: 

2  or  more  carriers  form  a  new  company  for  installing  and  supporting  . 
services  for  end  users.  These  ventures  purport  to  provide  total 
network  implementation,  operation  and  management  for 
multinational  user  companies. 

SOURCE:  LYNX  TECHNOLOGIES,  INC,.  LITTLE  FALLS,  N.J. 

Knowing  the  rules 
of  PTT-carrier  deals 

Various  partnering  agreements  aid  in  development 
of  international  nets  but  can  have  pitfalls,  as  well. 


Worth  Noting 


Revenues  from  sales  of 
local  exchange  service 
will  climb  steadily  from 
$51 .8  billion  this  year  to 
$74.0  billion  in  1998, 
according  to  a  recent 
study  by  The  Insight 
Research  Corp.,  a 
Livingston,  N.J., 
consulting  and  research 
firm. 
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Update 

After  more  than  five  years 
of  legal  wrangling,  Nynex 
Corp.  last  week  was  fined  $  1 
million  for  violating  the  infor¬ 
mation  services  restriction  of 
the  Modified  Final  Judgment 
(MFJ).  Nynex  was  charged 
with  and  indicted  for  criminal 
contempt  for  its  April  1986 
purchase  of  Telco  Research 
Corp. ,  a  software  and  database 
firm  in  Nashville. 

Nynex  last  week  vowed  to 
appeal  the  ruling.  The  carrier 
said  that  if  it  violated  the  MFJ, 
it  was  an  honest  mistake. 
“There  is  a  serious  ambiguity 
in  the  [MFJ]  stemming  from 
the  fact  that  computers  — 
which  we  unquestionably 
were  permitted  to  provide  — 
also  possess  processing  capac¬ 
ity  that  we  were  restricted 
from  providing  in  some  ways 
under  other  provisions  of  the 
[judgment],”  Nynex  said  in  a 
prepared  statement  last  week. 

A  focal  point  of  the  trial, 
which  was  presented  to  U.S. 
District  Court  Judge  Harold 
Greene,  was  an  on-line  tariff 
library  service  offered  to  MCI 
Communications  Corp., 
among  others.  Greene  said  it 
was  clear  that  the  MFJ  prohib¬ 
its  such  a  service. 

The  fine  amount  was  set  to 
ensure  Nynex  understood  the 
gravity  of  its  violation.  The  $  1 
million  is  equal  to  one-tenth 
of  1%  of  Nynex’s  average  an¬ 
nual  net  income,  $  1  billion.  □ 
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PARIS  —  France  Telecom, 
Inc.  has  detailed  plans  to  build  an 
overlay  network  of  Asynchro¬ 
nous  Transfer  Mode  (ATM) 
switches  that  will  enable  the  car¬ 
rier  to  roll  out  new  high-speed 
data  services. 

The  net  will  be  based  on  Alca¬ 
tel  N.A.,  Inc.  or  Thomson-CSF 
ATM  equipment  and  will  enable 
the  carrier  to  offer  Switched  Mul¬ 
timegabit  Data  Service  and  add  to 
its  local-area  network  intercon¬ 
nection  offerings. 

“Supporting  new  and  current 
services  on  a  single  platform  is 
easier  and  less  expensive,”  said 
Yves  Parfait,  high-speed  services 
marketing  manager  for  France 
Telecom.  “We’ll  begin  offering 
new  services  from  the  overlay  in 
early  1994.” 

France  Telecom  is  the  first  Eu¬ 
ropean  carrier  to  formally  an¬ 
nounce  plans  to  build  an  ATM 
overlay  net,  but  industry  analysts 
expect  others  to  follow  suit. 

Parfait  said  the  overlay  net¬ 
work  will  initially  comprise  about 
20  to  30  ATM  switches  and  com¬ 
panion  concentrator  devices  that 
will  aggregate  traffic  into  the 
ATM  systems.  The  switches  will 
be  interconnected  using  Synchro¬ 
nous  Optical  Network  links. 

One  of  the  new  services  the 
carrier  will  offer  is  Connection- 


WASHINGTON,  D.C.  —  After 
months  of  pressure  from  users, 
the  Federal  Communications 
Commission  last  week  resolved 
several  lingering  technical  and 
administrative  800-portability  is¬ 
sues. 

The  FCC  ruled  that  as  part  of 
the  basic  800-portability  service, 
carriers  must  allow  users  to  cut 
over  to  portable  800  numbers  on 
an  area-by-area  rather  than  a  na¬ 
tionwide  basis.  The  agency  also 
issued  guidelines  dealing  with 
which  entities  users  may  desig¬ 
nate  to  deal  with  local  carriers  in 
order  to  get  800  traffic  routed  to 


less  Broadband  Data  Service 
(CBDS),  the  French  equivalent  to 
SMDS.  France  Telecom  will  ini¬ 
tially  offer  CBDS  at  speeds  of  2M 
and  34M  bit/sec  to  users  in  the 
Paris  metropolitan  area,  as  well 
as  Marseilles  and  Toulouse.  The 
service  will  later  be  boosted  to 
100M  bit/sec. 

“Although  more  than  half  of 
our  customers  will  be  located  in 
and  around  Paris,  we  hope  to  take 
the  service  [nationwide]  soon  af¬ 
ter  it’s  announced  early  next 
year,”  Parfait  said. 

France  Telecom  will  also  offer 
Virtual  Path  (VP),  an  ATM  service 
akin  to  frame  relay  that  will  offer 
more  flexible  high-speed  LAN-to- 
LAN  links  than  are  available  to¬ 
day. 

Igor  Douplitzky,  broadband 
services  marketing  manager  for 
France  Telecom,  said  VP  will  ini¬ 
tially  operate  at  34M  bit/sec  and 
could  be  used  by  customers  on  a 
reservation  basis.  The  carrier  has 
not  yet  set  pricing  for  VP. 

The  carrier  is  experimenting 
with  a  number  of  services  as  part 
of  a  technical  field  trial.  They 
would  eventually  be  offered  over 
the  ATM  overlay  net. 

“You’ll  see  a  new  breed  of 
high-speed  data  services  [of¬ 
fered]  over  this  network  in  the  fu¬ 
ture,”  Douplitzky  said.  “We  real¬ 
ize  that  the  future  of  high-speed 
data  services  lies  with  ATM.”  □ 


a  new  long-distance  carrier. 

In  a  second  recent  order,  the 
FCC  also  laid  out  how  carriers  will 
be  allowed  to  charge  for  portable 
800  numbers.  The  agency  said  lo¬ 
cal  carriers  will  be  able  to  charge 
a  fee  for  each  database  lookup  to 
route  an  800  call  but  stressed  the 
fee  should  be  based  on  the  cost  of 
providing  the  service. 

All  the  decisions  helped  put  to 
rest  nagging  concerns  users  had 
about  how  well  the  cutover  to  800 
portability  will  work  in  practice. 
With  such  a  major  network  over¬ 
haul,  involving  both  local  and 
long-distance  carriers,  literally 
hundreds  of  technical  and  admin- 
( continued  on  page  20 ) 


This  second  of  a  two-part  se¬ 
ries  details  existing  types  of 
PTT-carrier  arrangements  and 
examines  the  strengths  and 
weaknesses  of  each.  Last  week ’s 
installment  detailed  the  events 
that  led  to  the  creation  of  an 
array  of  PTT-carrier  relation¬ 
ships. 

Len  Elfenbein 

Special  to  Network  World 

Setting  out  to  build  a  global 
network  without  a  strong  under¬ 
standing  of  existing  and  emerg¬ 
ing  relationships  between  PTTs 
and  carriers  is  like  playing  a  game 
without  knowing  the  rules  — 
your  chances  of  winning  are  slim. 

Over  the  years,  carriers  and 
post,  telegraph  and  telephone  ad¬ 
ministrations  have  been  working 
together  to  varying  extents  to 
help  multinationals  simplify  the 
process  of  constructing  interna¬ 
tional  networks. 

The  oldest  and  most  common 
form  of  partnering  agreements 
between  U.S.  carriers  and  PTTs 
consists  of  two  or  more  of  such 
entities  executing  an  agreement 
whereby  each  pledges  to  work 
closely  with  the  other  in  design¬ 
ing,  installing  and  operating  cus¬ 
tomer  networks. 

This  type  of  arrangement  be¬ 
came  popular  in  the  mid-1980s 
and  was  referred  to  as  one-stop 
shopping. 

The  weakness  of  these  ar¬ 
rangements,  however,  is  that 
there  is  no  unified,  separate  or 


dedicated  staff  to  focus  on  cus¬ 
tomer  requirements  or  support 
customer  networks.  Each  partner 
simply  pledges  to  work  efficient¬ 
ly  with  the  other. 

Another  weakness  is  that  cus¬ 
tomer  network  circuits  or  ser¬ 
vices  are  usually  required  in 
countries  where  the  local  PTTs 
are  not  members  of  the  partner¬ 
ing  agreement.  These  other  ad¬ 
ministrations  do  not  appreciate 
being  screened  from  contact  with 
the  customer.  They  often  insist 
on  direct  contact  contrary  to  the 
customer’s  understanding  that 
the  one-stop  shopping  partner 
will  handle  all  necessary  details 
in  all  countries.  In  some  cases, 
third-party  PTTs  have  resented 
these  arrangements  enough  to 
drag  their  feet  in  installing  ser¬ 
vices  or  to  provide  limited  coop¬ 
eration  and  support. 

The  second  form  of  PTT  part¬ 
nering  is  one  in  which  two  or 
more  PTTs  enter  into  an  arrange¬ 
ment  where  they  connect  previ¬ 
ously  incompatible  networks  or 
services,  or  reciprocally  market 
and  support  one  another’s  ser¬ 
vices. 

The  PTTs  involved  install  fa¬ 
cilities  to  deal  with  problems  such 
as  network  incompatibilities. 
This  type  of  venture  is,  therefore, 
one  of  joint  simplification  and 
the  marketing  of  improved  or 
simplified  services  to  end  users. 

The  third  form  of  PTT  partner¬ 
ing  involves  two  or  more  PTTs  or 
( continued  on  page  20 ) 


FCC  irons  out  lingering 
800 -portability  questions 

By  Anita  Taff 

Washington  Bureau  Chief 
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Knowing  the 
rules  of  deals 

continued  from  page  19 
carriers  merging  their  overseas 
groups  or  departments.  An  exam¬ 
ple  of  this  type  of  venture  is  Uni¬ 
source,  a  new  venture  formed  by 
the  merger  of  the  international 
operations  of  PTTs  in  The  Neth¬ 
erlands  and  Sweden.  This  in¬ 
volves  a  more  serious  commit¬ 
ment  as  well  as  a  profound 
change  for  the  administrations 
involved. 

BT,  Germany’s  Deutsche  Bun- 
despost  (DBP)  Telekom  and 
France  Telecom  are  generally  re¬ 
garded  as  the  dominant  carriers 
in  Europe.  The  PTTs  in  The  Neth¬ 
erlands  and  Sweden  can  only 
compete  effectively  with  these 
carriers  through  a  pooling  of  in¬ 
terests  and  operations. 

While  such  relationships  may 
begin  with  two  members,  they 
can  be  expanded  to  accommodate 
additional  venture  partners  on 
the  same  or  other  continents. 
These  relationships  will  probably 
be  limited  to  PTTs  that  are  not 
dominant  in  their  regions  but 
may  include  new  carriers  in  a 
country  without  a  dominant  car¬ 
rier. 

The  primary  disadvantage  of 
these  alliances  is  that  they  proba¬ 
bly  will  not  include  members 
from  countries  of  greatest  impor¬ 
tance  to  users. 

An  advantage  is  that  carriers 
in  countries  such  as  the  U.S.,  the 
U.K.,  France,  Germany  and  Japan 
usually  consume  most  of  their  en¬ 
ergies  in  conflict  with  each  other, 
but  maintain  fairly  cordial  and 
even  friendly  relations  with  these 
second-level  PTTs. 

The  fourth  form  of  partnering 
is  where  two  or  more  PTTs  form  a 
new  company  for  the  purpose  of 
installing  and  supporting  ser¬ 


FCC  irons  out 
800  questions 

continued  from  page  19 
istrative  details  have  had  to  be 
worked  out. 

The  FCC’s  decision  last  week 
to  mandate  area-of-service  rout¬ 
ing  was  an  important  win  for  us¬ 
ers.  Area-of-service  routing  en¬ 
ables  a  company  to  have  its  800 
traffic  routed  to  a  long-distance 
carrier  based  on  the  point  of  ori¬ 
gin  of  the  call.  This  will  enable  us¬ 
ers  to  divide  800  traffic  among 
several  long-distance  carriers  or 
allow  a  gradual  area-by-area  cut¬ 
over  to  portable  800  numbers. 

Until  last  week’s  ruling,  area- 
of-service  routing  was  consid¬ 
ered  an  optional  feature  and  us¬ 
ers  had  told  the  FCC  they  were 
afraid  that  some  carriers  would 
not  provide  it.  The  FCC’s  decision 
to  include  it  as  a  basic  feature  of 
800  portability  also  means  that 
users  will  not  be  assessed  an  addi- 


vices  for  end  users.  These  ven¬ 
tures  can  be  termed  integrated 
network  management  and  ser¬ 
vices  ventures  because  they  pur¬ 
port  to  provide  multinational 
companies  with  total  network  im¬ 
plementation,  management  and 
operation  —  also  known  as  out¬ 
sourcing. 

During  the  past  two  years,  the 
larger  PTTs  have  worked  hard  to 
negotiate  these  types  of  ventures. 
This  type  of  partnering  targets 
the  one-stop  shopping  market. 
Where  the  first  kind  of  partnering 
simply  involves  cooperative 
agreements  between  PTTs,  this 
type  of  partnering  involves  dedi¬ 
cated  facilities,  personnel  and 
substantial  capital. 

Syncordia 

Of  the  four  types  of  partnering 
arrangements  outlined  above, 
the  first  three  address  carrier 
problems,  limitations  or  econo¬ 
mies  of  scale.  Only  the  last  repre¬ 
sents  a  sound  long-term  strategy 
for  PTTs  and  carriers. 

The  first  serious  venture  of 
this  type  is  Syncordia  Corp., 
which  was  formed  by  BT  in  1991 
following  a  somewhat  extended 
gestation  period. 

The  announcement  of  Syncor- 
dia’s  creation  was  supposed  to  in¬ 
clude  DBP  Telekom  and  Japan’s 
Nippon  Telegraph  and  Telephone 
Corp.  as  founding  partners.  When 
both  backed  out,  BT  proceeded 
with  the  venture  alone. 

That  means  Syncordia  today 
doesn’t  follow  the  definition  of 
an  integrated  network  manage¬ 
ment  and  services  venture  be¬ 
cause  it  only  includes  BT,  but 
Syncordia  is  actively  recruiting 
other  carriers  for  its  outsourcing 
services. 

Most  telecommunications 
managers  who  have  seen  a  Syn¬ 
cordia  presentation  on  proposed 


tional  charge  for  the  capability. 

User  groups  such  as  the  Ad 
Hoc  Telecommunications  Users 
Committee  had  told  the  FCC  that 
unless  area-by-area  routing  was 
available  ubiquitously,  800  por¬ 
tability  would  be  almost  useless. 

“For  a  huge  number  of  appli¬ 
cations  for  hundreds  of  users,  a 
flash  cut  to  a  new  carrier  on  a  na¬ 
tionwide  basis  simply  is  not  feasi¬ 
ble,”  the  group  stated  in  filings  at 
the  FCC. 

The  FCC  last  week  also  decid¬ 
ed  that  users  may  act  on  their 
own  behalf  to  contact  local  carri¬ 
ers  and  notify  them  that  800  traf¬ 
fic  will  be  switched  to  a  new  pro¬ 
vider.  Before  this  ruling,  it 
appeared  that  only  carriers  — 
and  possibly  only  long-distance 
carriers  —  would  be  allowed  to 
make  such  changes.  That  raised 
user  concerns  that  carriers  would 
drag  their  feet  when  asked  to 
switch  a  user’s  800  traffic  to  a 
competitor.  □ 


global  network  management  ser¬ 
vices  have  a  good  news /bad  news 
reaction.  The  good  news  is  that 
the  services  represent  a  telecom¬ 
munications  manager’s  wish  list. 
The  bad  news  is  that  most  of  the 
services  currently  exist  only  on 
Syncordia’s  overheads. 

A  realistic  appraisal  of  Syncor¬ 
dia’s  prospects  is  that  it  will  con¬ 
tinue  in  the  short  term  to  be  in  a 
developmental  stage  and  will  not 
be  ready  for  some  time  to  deliver 
the  full-service  package  it  has 
promised.  On  a  long-term  basis, 
Syncordia  promises  to  be  both  a 
credible  and  formidable  factor  in 
the  global  network  management 
marketplace. 

Competition  ahead 

It  is  also  likely  that  Syncordia 
will  have  a  head  start  against  the 
substantial  competition  that  is 
sure  to  develop.  AT&T  continues 
to  roll  out  new  services  in  bits  and 
pieces,  including  those  under 
AT&T  Istel  in  Europe  and  its  own 
name  domestically.  It  has  yet  to 
announce  a  well-planned,  inte¬ 
grated  approach  to  installing  and 
operating  global  networks  for  us¬ 
ers. 

For  their  part,  MCI  Communi¬ 
cations  Corp.  and  Sprint  Corp. 
have  also  been  working  on  strate¬ 
gies  of  their  own.  The  trade  press 
has  reported  efforts  by  Sprint  to 
enter  the  U.K.  marketplace  as  the 
BT-Cable  &  Wireless  PLC  duopoly 
begins  to  fade.  MCI  can  enter  for¬ 
eign  countries  through  its  minor¬ 
ity  stake  in  Infonet  Services 
Corp.,  an  international  value- 
added  network  operator. 

All  of  the  major  carriers  con¬ 
tinue  with  efforts  to  roll  out  state- 
of-the-art  services  ranging  from 
virtual  networking  to  Integrated 
Services  Digital  Networks  and 
frame  relay.  In  addition,  several 
carriers  have  announced  substan¬ 
tial  decreases  in  the  price  of  es¬ 
tablished  services,  such  as  inter¬ 
national  telephone  and  private 
leased  circuits.  Cable  &  Wireless- 
Mercury  Communications,  Ltd. 
recently  reduced  the  tariff  for 
their  half  of  transatlantic  private 
leased  circuits  up  to  53%  for 
speeds  above  1 28K  bit/sec. 

As  a  result  of  this  activity,  the 
announcement  of  new  global  net¬ 
working  ventures  can  be  expect¬ 
ed  during  the  coming  months. 
One  or  more  of  these  ventures 
could  also  include  major  non- 
PTT  players  such  as  IBM,  Elec¬ 
tronic  Data  Systems  Corp.  or  Ar¬ 
thur  Andersen  &  Co. 

In  the  fall  of  1992,  IBM  an¬ 
nounced  a  joint  venture  named 
Advantis  with  Sears  Roebuck  & 
Co.  The  new  firm  combines  the 
systems  and  networks  main¬ 
tained  by  Sears  with  IBM’s  data 
outsourcing  subsidiary,  Integrat¬ 
ed  Systems  Solutions  Corp. 

If  Advantis  fares  well,  it  would 
provide  IBM  with  the  option  of 
expanding  its  size  and  scope  of 


operation  to  include  other  carrier 
and  non-carrier  partners. 

Issues  remain 

In  addition  to  the  PTTs,  many 
other  service  providers  have  de¬ 
veloped  —  or  are  in  the  process 
of  developing  —  international 
telecommunications  offerings. 
Often,  these  service  providers  op¬ 
erate  as  value-added  carriers  or 
network  integrators.  Underlying 
their  services  are  private  leased 
circuits  or  public  switched  ser¬ 
vices  obtained  from  one  or  more 
PTTs  and  established  interna¬ 
tional  carriers. 

PTTs  and  carriers  compete 
with  these  “network  integra¬ 
tors,”  and  value-added  carriers 
for  the  global  network  business  of 


Users  may  have 
difficulty  keeping  track  of 
the  players  and  their 
respective  ventures. 

AAA 


multinational  companies.  Each 
must  often  respond  to  a  customer 
request  for  proposal. 

In  preparing  their  responses 
to  customer  RFPs,  the  PTTs  are 
able  to  quote  whatever  discount 
they  feel  is  justified  in  order  to 
win  the  client’s  business.  Other 
service  providers  must  rely  on  ei¬ 
ther  the  standard  carrier  filed 
rates  or  whatever  they  project 
will  be  the  rates  they  can  negoti¬ 
ate  with  the  U.S.  carriers. 

The  issue  here  is  whether  it  is 
fair  for  a  PTT  or  regulated  carrier 
to  compete  with  value-added  car¬ 
riers,  network  integrators  or  oth¬ 
er  third  parties. 

Of  course,  there  is  a  reverse  is¬ 
sue,  as  well.  To  countries  where 
resale  is  allowed,  value-added 
carriers  and  network  integrators 
can  offer  multiplexed  bandwidth 
at  rates  well  below  even  discount¬ 
ed  carrier  rates. 

Another  complication  to  be 
considered  is  where  one  PTT  or 
carrier  sets  up  a  specialized  or 
value-added  venture  outside  its 
own  service  area.  An  example  of 
this  activity  is  IDB  Communica¬ 
tions  Group,  Inc.  (previously 
World  Communications,  Inc.) 
and  AT&T,  which  have  both  set  up 
wideband  digital  networks  be¬ 
tween  major  European  gateways 
to  offer  various  services  in  com¬ 
petition  with  the  local  PTTs. 

During  the  next  few  years, 
more  complex  ventures  between 
PTTs  and  carriers,  value-added 
network  vendors  and  perhaps 
equipment  vendors  will  surface. 
These  ventures  will  create  new 
questions  and  issues  for  regula¬ 
tors  and  government  agencies 


that  deal  with  competition. 

Developed  countries  such  as 
the  U.K.,  France,  Germany  and 
Japan  will  have  to  address  such 
subjects  as  the  cross-subsidiza¬ 
tion  of  services,  access  and  con¬ 
nection  between  PTTs  and  spe¬ 
cialized  service  companies,  rates 
and  tariffs. 

Venture  forecast 

By  the  mid-  to  late  1990s,  it  is 
likely  that  there  will  be  three  or 
four  superconsortiums  of  PTTs 
and  vendors  with  a  fully  devel¬ 
oped  set  of  services  and  support 
offices. 

Ultimately,  PTT  and  carrier 
venturing  may  well  change  the 
structure  of  global  public  and  pri¬ 
vate  networks.  By  the  end  of  this 
decade,  both  corporate  and  resi¬ 
dential  users  may  be  doing  busi¬ 
ness  with  one  of  several  interna¬ 
tional  supercarriers  for 
everything  other  than  local  ser¬ 
vice  requirements. 

The  size  and  structure  of  such 
supercarriers,  combined  with 
their  equally  large  capital  invest¬ 
ment  requirements,  will  make  it 
difficult  for  them  to  focus  on  the 
applications  and  requirements  of 
individual  users  —  a  situation  not 
uncommon  today. 

In  addition,  the  pressure  to 
achieve  market  share  will  require 
that  such  supercarriers  engage 
other  organizations  to  feed  them 
business.  As  a  result,  while  the 
supercarriers  will  attempt  to 
maintain  direct  control  of  the 
business  of  large  users,  there  will 
probably  be  a  need  for  specialized 
companies  that  can  operate  as  re¬ 
tailers,  resellers  or  aggregators 
of  supercarrier  services  to  mid¬ 
sized  and  small  customers. 

During  the  next  few  years,  us¬ 
ers  will  witness  the  early  phases 
of  PTT  partnering  and  may  have 
some  difficulty  keeping  track  of 
all  of  the  players  in  the  market¬ 
place  and  their  respective  ven¬ 
tures  and  relationships.  It  will 
also  be  difficult  to  determine 
which  offered  services  are  fully 
implemented,  partially  imple¬ 
mented  or  hardly  off  the  drawing 
board. 

As  a  final  note,  some  users 
may  find  that  outsourcing  their 
international  networks  to  one  of 
the  new  PTT  ventures  or  partner¬ 
ships  will  offer  a  sound  way  to 
deal  with  the  maintenance  of  a 
cost-effective,  well-managed  in¬ 
ternational  network.  Others  may 
find  direct  control  of  their  own 
international  network  to  be  more 
beneficial. 

In  any  case,  PTT  partnering 
and  new  PTT  ventures  will  pro¬ 
vide  users  with  new  options  not 
currently  available.  □ 

Elfenbein  is  president  and 
chairman  of  Lynx  Technol¬ 
ogies,  Inc.,  a  Little  Falls,  N.J., 
consultancy  specializing  in  in¬ 
ternational  networks. 
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Why  Did  Eastern  Bank 
ComeTd  Us  WhenTheir 
PBX  Crashed  And 
LeftThem  Up  A  Creek? 
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To  Eastern  Bank  the  most 


cmcial  aspect  of  their  business 


d  is  customer  service.  They’ve 
Y 

learned  it’s  an  important  way  to 


differentiate  themselves  from 


the  competition.  As  Eastern 
Bank  President  Stanley 


bank  on  Boston’s  North  Shore. 

Eastern  Bank  knew  that 
to  continue  to  grow,  however, 
they’d  need  to  provide  even 
more  services  by  phone. 

And  to  do  that  they’d  need  a 
more  reliable  phone  system. 


Lukowski 

I*  %• 


says,  “Our 
success  is 


Wb  Had  Exactly  What 
They  Wbre  Looking  For. 


up  a  bank  of  cellufar  phones  to 
keep  in  touch  with  customers. 
And  then  they  had  to  wait  two 
days  for  the  service  company  to 
fix  their  PBX.  Eastern  Bank 
needed  to  make  sure  that  this 
never  happened  again. 

So  they  called 
New  England 
Telephone. 
We  knew 


their  business.  New 


measured 

in  terms  of  our  ability  to  meet  They  began  reviewing  propo- 

individual  requirements.”  sals,  including  one  from  New  England  Telephone  Senior 

So  they’ve  made  customer  England  "Telephone.  Account  Executive  John 
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of  their  business.  As  a  result, 
they’ve  become  the  largest 
independent  commercial 


It: 


And  then  disaster 
struck.  One  of  the  bank’s  PBXs 
crashed.  T  hey  couldn’t  get  any 


Clarke 
was  in  touch 
with  Eastern  Bank 
so  he  understood  their 
need  to  provide  reliable  cus¬ 
tomer  service.  As  a  result,  the 
team  he  had  set  up -Tom 
Dwyer,  Sales  Manager;  Paul 


calls  in  or  out  of  their  busy  Salem  Gallagher,  Project  Director; 
office.  So  they  immediately  set  and  Dan  Tonelli,  Systems 


tW  % - "4 

Analyst  -  had  designed  a 
telecommunications  system 
for  the  bank  that  incorpora¬ 
ted  an  unbeatable  disaster 
prevention  plan.  So  Eastern 
Bank  went  with  our  proposal. 

Disaster  prevention 
for  voice  and  data.  Eastern 
Bank  needs  to  be  constantly 
accessible  to  their  customers. 
So  the  major  component  of 
our  disaster  prevention  plan 
was  Centrex  service,  which 
provides 


through  the  bank’s  main  num¬ 
ber,  they’re  quickly  re-routed  to 
another  of  their  locations.  And 
because  we  maintain  the  entire 
Centrex  system  out  of  our 
Central  Office,  service  won’t  be 
affected  by  a  power  outage. 

Eastern  Bank  processes 
huge  amounts  of  data  every 
day;  we  made  sure  our 
disaster  prevention  plan  also 
incorporated  a  back-up 
system 


Unlike  a  PBX,  Centrex 
never  becomes  obsolete. 
New  England  "Telephone  is 
continually  upgrading  the 
system’s  software  and  add¬ 
ing  services,  so  Centrex  can 
grow  with  your  business. 
Equally  important  in  today’s 
economy,  Centrex  doesn’t 
require  a  huge  investment 
in  equipment. 
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back-up 
for  Eastern  Bank’s  voice  lines. 
If  there’s  a  problem  at  the 
main  site  and  calls  can’t  get 


0 


Eastern  Bank 

Lynn,  MA 

Assets  over  $1  billion 

Products  and  Services 
Offered:  Full  Service  Bank 
Need:  A  reliable  telecommunica¬ 
tions  system  to  help  provide  inno¬ 
vative  customer  service. 

Solution:  A  complete  disaster 
prevention  plan  that  incorporated 
Centrex. 


that  would  allow 
them  to  move  data  -  even  if 
there’s  a  failure  at  the  main 
site.  So  they’re  better  able  to 
serve  their  customers. 

Flexibility  for  changing 
times.  We  helped  Eastern 
Bank  improve  customer  ser¬ 
vice  in  other  ways,  too.  For 
example,  Centrex  gives  them 
the  flexibility  to  rearrange 
lines,  or  even  temporarily 
expand  services  to  accom¬ 
modate  changing  needs. 


We’ll  never  leave  you 
up  a  creek.  If  you’re  looking 
for  a  telecommunications 
company  that  won’t  leave  you 
stranded,  we  can  help.  Call 
your  NYNEX  Systems  Mar¬ 
keting  account  executive, your 
authorized  New  England 
r  lelephone  sales  agent,  or  call  us 
directly  at  1  800  346-8809, 
extension  492. 

It’s  another  reason  we’re  the 
one  for  you,  New  England. 

New  England  Telephone 

A  NYNEX®  Company 
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If  you’re  looking  for  a  telecommunications  company 
that  won’t  leave  you  stranded,  call  your 
NYNEX  Systems  Marketing  account  executive, 
your  authorized  New  England  Telephone  sales  agent, 
or  call  us  directly  at  1  800  346-8809,  ext.  492. 


New  England  Telephone 

A  NYNEX  »Company 


Call  New  England  Telephone  or  one  of  our  authorized  sales  agents:  •  Executone  Information  Systems  (Boston)  1  800  852-3122 
•  Network  Research  and  Control,  Inc.  1  800  445-4541  •  Taylor  Telephone  Service  Inc.  1  800  564-4646  •  US  TeleCenters 
(617)  439-9911, 1  800  441-3211  •  Computer  Telephone  Corporation  (617)  466-8080, 1  800  225-3288  •  Telenetwork  Services,  Inc 
401  434-9000, 1  800  525-0032  •  COMLINK  Network  Services  1  800  421-5465  •  Community  Telecommunications  Corp. 
within  ME  1  800  522-3993  •  Network  Services  Corp.  1  800  332-0221  •  Eastern  Telecom,  Inc.  401-946-9500, 1  800  358-6060. 
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ENTERPRISE  APPLICATIONS 

CLIENT/SERVER  AND  ENABLING  SOFTWARE:  DISTRIBUTED  DATABASE,  MESSAGING,  GROUPWARE  AND  IMAGING 


D&B,  PeopleSoft  intro  new 
wares  in  client/server  push 

Offer  financial  applications,  product  upgrades. 
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Upgrading  X. 400  networks 


The  EMA  recommends  a  4-stage  plan  for  migrating 
E-mail  networks  from  1984  X.400  to  1988  X.400. 


Upgrade  E-mail  backbone  to  1988  standard. 


2  Upgrade  E-mail  client  software  to  support 
1988  X.400. 

0  Implement  X.500  directory  services. 

r* 


Add  advanced  1988  X.400  functions,  such  as 
document  conversion  and  distribution  lists,  as  X 
^  they  become  available.  Jjj 

GRAPHIC  BY  SUSAN  J.  CHAMPENY  SOURCE:  ELECTRONIC  MAIL  ASSOCTAT1QN.  ARLINGTON.  VA. 


1988  X.400  cutover 
has  benefits,  risks 

EMA  white  paper  outlines  advantages,  pitfalls  of 
migration;  offers  four-stage  implementation  plan. 


Worth  Noting 


“C 

L-'  elf-proclaimed 
standards  never  work. 
i\fou  often  see  people 
get  together  to  make 
something  a  standard; 
[they  send  out  press 
[releases,  but  nothing 
tever  comes  of  it.” 

Michael  Zisman 

President 
Soft-Switch,  Inc. 

Wayne,  Pa. 
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Microsoft  Corp.  recently 
began  shipping  free  of  charge 
a  beta  version  of  Object  Link¬ 
ing  and  Embedding  (OLE)  2.0. 
Due  out  next  quarter,  OLE  2.0 
allows  users  to  edit  objects 
within  documents  without 
switching  to  a  different  win¬ 
dow,  and  drop  objects  inside 
other  objects,  among  other 
things.  OLE  2.0  will  support 
Macintosh  and  Windows  NT 
platforms  in  the  third  quarter. 

Lotus  Development 
Corp.  recently  began  ship¬ 
ping  a  gateway  that  enables 
users  to  exchange  messages 
between  cc:Mail  and  Simple 
Mail  Transport  Protocol 
(SMTP)  electronic  mail  sys¬ 
tems.  Called  cc:Mail  Link  to 
SMTP  2.0,  the  gateway  sup¬ 
ports  up  to  five  channels. 
Available  now,  cc:Mail  Link  to 
SMTP  2.0  costs  $3,495. 

Fischer  International 
Systems  Corp.  recently  be¬ 
gan  shipping  software  that 
automates  the  flow  of  paper¬ 
work  or  forms  across  multiple 
operating  environments. 
WorkFlow  2000  lets  develop¬ 
ers  using  the  REXX  language 
build  programs  into  electronic 
messages  that  automatically 
carry  out  tasks  or  activities. 
WorkFlow  2000  is  available 
now  for  IBM  mainframes  and 
will  soon  be  out  for  DOS,  Win¬ 
dows,  Macintosh  and  Unix.  □ 


By  Wayne  Eckerson 

_ Senior  Editor _ 

Dun  &  Bradstreet  Software 
(D&B)  and  PeopleSoft,  Inc.  re¬ 
cently  squared  off  in  the  client/ 
server  application  market  by  an¬ 
nouncing  new  financial  applica¬ 
tions  and  upgrades  to  existing 
products. 

Atlanta-based  D&B  Software 
said  it  plans  to  introduce  in  June  a 
set  of  client/server  financial  ap¬ 
plications,  called  Financial- 
Stream,  as  well  as  a  major  up¬ 
grade  of  its  client/server  plat¬ 
form  that  incorporates  transac¬ 
tion  processing  and  work  flow 
capabilities. 

PeopleSoft,  based  in  Walnut 
Creek,  Calif.,  said  it  will  deliver 
by  year  end  new  modules  for  its 
client/server  accounting  system 
and  human  resources  package. 

D&B  Software’s  Financial- 
Stream  is  a  set  of  Microsoft  Corp. 
Windows-based  applications  that 
handle  ledgers,  invoices,  pay¬ 
ments,  receivables,  assets  and  re¬ 
mittances.  The  company  devel¬ 
oped  FinancialStream  —  as  well 
as  its  forthcoming  human  re¬ 
sources,  distribution  and  manu¬ 
facturing  applications  —  from 
the  ground  up  using  enterprise 
modeling  and  design  techniques, 
said  Robert  Cameron,  director  of 


LAS  COLINAS,  Texas  —  Ernst 
&  Young  last  week  introduced  a 
new  version  of  its  Navigator  Sys¬ 
tems  Series  methodology  that  as¬ 
sists  users  in  building  client/serv¬ 
er  applications. 

Version  2.0  transforms  the 
Navigator  from  a  series  of  paper 
documents  to  an  object-based  re¬ 
pository  that  supports  interactive 
desktop  training  and  a  team  envi¬ 
ronment  for  developing  client/ 
server  applications. 

The  tool  supports  an  Automat¬ 
ed  Methods  Environment  consist¬ 
ing  of  three  modules.  The  Project 
Planning  Assistant  lets  develop¬ 
ers  use  the  Navigator  repository 
to  build  a  detailed  project  plan, 
including  project  charters  and 
risk  management  strategies. 

The  Enterprise  Standards  As- 


strategy  and  business  develop¬ 
ment  for  D&B  Software. 

The  firm’s  client/server  appli¬ 
cations  are  built  on  top  of  a  new 
version  of  SmartStream,  which 
incorporates  work  flow  technol¬ 
ogy  —  purchased  last  year  from 
Powersoft  Corp.  —  and  Micro¬ 
soft’s  Access,  a  personal  comput¬ 
er  database  and  query  tool. 

SmartStream  applications, 
such  as  FinancialStream,  work 
with  Sybase,  Inc.’s  SQL  Server 
database  and  support  any  mes¬ 
saging  system  conforming  to  Mi¬ 
crosoft’s  Messaging  Application 
Programming  Interface. 

The  work  flow  component  of 
SmartStream  2.0,  called  Activity 
Manager,  uses  messages,  stored 
procedures  and  triggers,  as  well 
as  Sybase  remote  procedure 
calls,  to  create  business  rules  and 
agents  that  automate  tasks  or  en¬ 
tire  business  processes,  such  as 
purchasing  or  inventory. 

For  example,  a  manager  can 
use  FinancialStream  to  create  an 
agent  that  automatically  ap¬ 
proves  expense  reports  submit¬ 
ted  by  certain  employees  but 
holds  other  reports  for  detailed 
examination.  Also,  Financial- 
Stream  automates  invoice  pay¬ 
ment  tasks,  such  as  obtaining  a 
( continued  on  page  22 ) 


sistant  allows  an  organization  to 
customize  the  Navigator  reposi¬ 
tory  to  reflect  the  terminology  it 
uses  to  describe  operations,  as 
well  as  procedures  and  policies 
unique  to  that  organization. 

The  Performance  Support  As¬ 
sistant  gives  analysts  and  pro¬ 
grammers  complete  on-line  ac¬ 
cess  to  the  Navigator  methodolo¬ 
gy.  It  also  provides  hooks  to 
computer-aided  software  engi¬ 
neering  tools  from  Knowledge- 
Ware,  Inc.  and  Texas  Instru¬ 
ments,  Inc.,  and  gives  specific 
guidelines  for  developing  appli¬ 
cations  using  Powersoft  Corp.’s 
PowerBuilder. 

Available  now,  a  Navigator  li¬ 
cense  costs  $65,000,  and  the 
software  costs  about  $10,000, 
depending  on  configuration.  □ 


By  Wayne  Eckerson 

Senior  Editor 

ARLINGTON,  Va.  —  The  Elec¬ 
tronic  Mail  Association  (EMA) 
has  published  a  white  paper  that 
examines  the  risks,  costs  and 
benefits  of  migrating  from  the 
1984  version  of  X.400  to  the 
1988  version  and  presents  a  four- 
stage  model  for  implementing 
the  upgrade. 

Written  by  Daniel  Blum,  a 
principal  with  the  consulting  firm 
Rapport  Communication,  the 
white  paper  is  designed  to  help 
users  recognize  obstacles  and 
keep  risk  and  costs  to  a  minimum 
as  they  migrate  to  1988  X.400. 

“Leveraging  X.400  and  X.500 
will  not  be  as  simple  as  throwing  a 
switch  or  installing  a  single  prod¬ 
uct,”  the  report  states.  “The  mi¬ 
gration  cannot  occur  in  a  month 
or  even  a  year  for  the  typical  en¬ 
terprise.  It  will  not  be  easy,  but  it 
can  be  done.” 

The  1988  X.400  version  offers 
significant  enhancements  over 
the  1984  version,  making  it 
worthwhile  to  upgrade  or  move 
more  fully  to  standards-based 
messaging.  The  enhancements 
include  support  for  multimedia 
and  revisable  documents,  X.500 
directory  services,  document 
conversions,  improved  security 
and  audit  capabilities,  and  a  host 
of  new  delivery  options. 

But  to  gain  these  benefits,  us¬ 
ers  will  incur  costs  when  upgrad¬ 
ing  their  nets  to  support  the  stan¬ 
dard.  These  expenses  cover  the 
cost  of  training  developers,  edu¬ 
cating  end  users,  devising  a  mi¬ 


gration  strategy,  and  evaluating, 
purchasing,  implementing  and 
maintaining  new  software  and 
systems. 

Users  would  incur  many  of 
these  costs  in  implementing  any 
new  E-mail  system,  the  report 
says.  But  unlike  upgrading  to  a 
new  version  of  a  vendor’s  E-mail 
product,  migrating  from  the 
1984  X.400  version  to  the  1988 
version  exposes  users  to  poten¬ 
tial  interoperability  problems. 


“T 

JLieveraging  X.400 
and  X.500  will  not  be  as 
simple  as  throwing  a 
switch.” 

AAA 


For  example,  users  cannot  be 
certain  that  products  based  on 
the  1988  and  1984  versions  of 
X.400  will  interoperate.  Even 
products  based  on  the  1988  ver¬ 
sion  may  not  interoperate.  These 
problems  will  increase  the 
amount  of  time  users  spend  trou¬ 
bleshooting  and  may  cause  end 
users  to  lose  confidence  in  the 
system  if  new  messaging  features 
fail  to  work  as  promised. 

To  minimize  the  risks  of  mi¬ 
grating  to  1988  X.400,  the  EMA 
recommends  users  follow  a  four- 
stage  implementation  model 
( continued  on  page  22 ) 


Navigator  2.0  helps  users 
build  client/server  apps 
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D&B,  PeopleSoft 
intro  new  wares 

continued  from  page  21 
supervisor’s  approval  for  the  payment,  up¬ 
dating  an  asset  database  and  notifying  ac¬ 
counts  payable. 

According  to  Cameron,  Activity  Manag¬ 
er  does  not  route  documents  the  way  some 
work  flow  packages  do.  Instead,  it  uses 
rules-based  logic  to  select  information 
from  SQL  Server  databases  and  funnel  it 
into  predefined  activity  and  event  screens 
viewed  by  users. 


The  firm  architected  SmartStream  so 
most  of  the  application  logic  runs  on  the 
SQL  Server.  “Our  goal  is  to  maximize  what 
happens  on  the  server  in  order  to  minimize 
network  traffic  between  clients  and  serv¬ 
ers,”  he  said. 

A  different  approach 

In  contrast,  PeopleSoft’ s  Windows- 
based  applications  offer  users  the  option 
of  running  application  logic  on  servers  or 
clients. 

“Some  large-scale  enterprise  applica¬ 
tions  will  necessitate  running  logic  on 


servers,  but  there  are  many  other  appli¬ 
cations  in  which  it  is  best  to  put  the  logic 
on  a  single  user’s  PC,”  said  Richard  Berg- 
quist,  vice  president  of  technology  at  Peo¬ 
pleSoft. 

In  addition,  PeopleSoft  applications 
work  with  a  variety  of  database  manage¬ 
ment  systems,  not  just  Sybase’s  SQL  Serv¬ 
er.  PeopleSoft  applications  run  on  Sy¬ 
base’s  SQL  Server,  Gupta  Corp.’s  SQLBase, 
Hewlett-Packard  Co.’s  Allbase/SQL,  Ora¬ 
cle  Corp.’s  Oracle,  Digital  Equipment 
Corp.’s  Rdb  and  IBM’s  DB2. 

“We  want  to  give  customers  the  flexibil¬ 


Everyone  You  Want  To  See 
Will  Be  At  A  Show 
You've  Never  Seen  Before. 


For  Real  Business  Solutions,  Be  In  Dallas  When  May  16  Dawns.  At  ICA  COMNET  DALLAS  93,  you’ll  see 
over  225  of  the  most  important  companies  involved  in  communication  systems  applications.  Plus  more  than  80 
technical  sessions,  an  exciting  tutorial  program,  special  events  on  industry  trends  and  cutting  edge  ideas. 

Call  Before  The  Sun  Sets.  To  get  your  LREE  Exhibits  badge  ($25  value)  and  to  receive  complete  event  information, 
call  now.  You’ll  have  free  admission  to  the  Exhibition  Hall,  the  three  keynote 
addresses,  and  many  other  special  events.  Come  to  ICA  COMNET  DALLAS  ’93 
and  see  the  light!  1  ■800-545-EXP0.  nwb 


ICA  C#MNET 


S  ’  9  3 


ICA  COMNET  DAU  AS  *93  is  jointly  produced,  organized,  and  managed  by  the  International  Communications  Association 
and  World  Expo  Corporation.  Exhibitor  listing  current  as  of  12/15/92. 
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The  Conference  and  Exposition  for  the  Enterprise  Network 

MAY  16-20,  DALLAS  CONVENTION  CENTER 


ity  of  using  our  applications  with  any  prod¬ 
uct  or  technology  they  want,  rather  than 
boxing  them  into  any  one  set  of  products,” 
Bergquist  said. 

PeopleSoft  is  planning  to  deliver  pay¬ 
ables,  receivables  and  asset  management 
modules  for  its  PeopleSoft  Financials 
client/server  accounting  system.  The 
company  shipped  a  general  ledger  applica¬ 
tion  last  fall. 

PeopleSoft  is  also  adding  two  new  bene¬ 
fits  applications  to  its  human  resource  sys¬ 
tem,  HRMS  3  0,  and  enhancing  its  payroll 
and  employee  management  software. 


“W 

V V  e  want  to  give 
customers  the  flexibility  of 
using  our  applications  with  any 
product  or  technology  they 
want,  rather  than  boxing  them 
into  any  one  set  of  products.” 

▲  ▲▲ 


In  addition,  the  company  announced  it 
would  license  its  PeopleTools  client/serv¬ 
er  development  tool  kit  to  customers  that 
want  to  use  it  to  develop  other  client/serv¬ 
er  applications. 

Pricing  for  PeopleSoft  Financials 
ranges  from  $100,000  to  $300,000  per 
module.  PeopleSoft  HRMS  costs  between 
$130,000  to  $800,000,  depending  on 
modules  purchased  and  the  number  of  us¬ 
ers  and  platforms  supported.  □ 


1988  X.400  cutover 
has  benefits,  risks 

continued  from  page  21 
(see  graphic,  page  21). 

The  model  suggests  that  users  migrate 
their  backbone  E-mail  nets  to  the  1988 
version  before  implementing  X.400-com- 
pliant  user  agents.  Unless  the  backbone 
net  is  in  place,  end  users  will  be  unable  to 
exchange  multimedia  messages  or  take  ad¬ 
vantage  of  other  1988  X.400  capabilities 
in  their  client  software. 

After  implementing  the  1988  X.400 
backbone  and  client  software,  users  should 
implement  X.500  directory  services  fol¬ 
lowed  by  advanced  X.400  features,  such  as 
document  conversion,  distribution  lists, 
redirection  and  enhanced  security. 

The  report  recommends  users  imple¬ 
ment  1988  X.400  capabilities  throughout 
an  entire  message  domain  in  order  to  max¬ 
imize  component  interoperability.  When 
this  is  not  possible,  it  suggests  techniques 
for  supporting  some  1988  X.400  capabili¬ 
ties  across  a  1984  X.400  backbone. 

Users  with  complex  messaging  net¬ 
works  consisting  of  multivendor  E-mail 
systems  and  gateways  most  likely  will  not 
be  able  to  implement  1988  X.400  in  a  sin¬ 
gle  cutover.  Staggered  implementations  of 
1988  X.400  will  also  be  dictated  by  the 
availability  of  products  and  urgency  of 
user  requirements. 

The  EMA  report  is  available  for  $45  for 
nonmembers  and  $20  for  members  by  call¬ 
ing  (703)  765-8620.  □ 
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Worth  Noting 


r he  number  of  mergers 
and  acquisitions  in  the 
U.S.  information 
technology  market  fell 
to  530  in  1992,  down 
9%  from  the  year 
before,  according  to  a 
study  by  Broadview 
Associates,  L.P.,  a  Fort 
Lee,  N.J.,  mergers  and 
acquisitions  firm.  The 
total  dollar  value  of  the 
deals  dropped  26%  to 
$21  billion,  the  study 
said. 


eople  & 
Positions 


VMX,  Inc.,  a  San  Jose, 
Calif.,  voice  processing  equip¬ 
ment  and  software  vendor, 
last  week  named  George 
Kendall  to  the  newly  created 
position  of  vice  president  of 
European  operations  for  the 
company. 

In  his  new  position,  Ken¬ 
dall  will  manage  all  of  VMX’s 
European  operations  and  be 
based  at  the  company’s  Euro¬ 
pean  headquarters  in  Maiden¬ 
head,  U.K. 

Previously,  he  was  manag¬ 
ing  director  of  Municipal  Mu¬ 
tual  Computing,  a  facilities 
management  company  in  the 
U.K. 


Marc  Jones  last  week  was 
named  president  of  Madge 
Networks,  Inc.’s  North 
American  operations  in  San 
Jose,  Calif.  Jones  will  be  re¬ 
sponsible  for  expanding  the 
U.S.  and  Canadian  operations 
of  Madge  Networks,  a  vendor 
of  token-ring  products. 

Previously,  Jones  was  se¬ 
nior  vice  president  and  gener¬ 
al  manager  of  integrated  sys¬ 
tems  products  at  Chips  and 
Technologies,  Inc.,  a  semicon¬ 
ductor  vendor  located  in  San 
Jose. □ 
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mets  public-key  certification  structure 

- 
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Set  up  as  a  part  of  the  Internet 
Society  in  Reston,  Va.,  to 
approve  Policy  Certification 
Authorities  ( 


Internet  Policy 
Registration  Authority 


Certification  1  Certification  j 
Authority  |  Authority 


Will  publish  policies  to  provide 
high-  and  low-assurance 
certificates 

I  ftf'lif  if  Iff C!: 


Certification  S  TyPical)y  corporations  or 
Authority  1  universities,  which  will  certify 
wmmmmmmmmmmmmJ  the  public  keys  of  their  users 


The  Internet  Engineering  Task  Force  (IETF)  has  established  a  hierarchy  under 
which  the  Internet  Society,  beginning  next  month,  will  oversee  the  issuance  of 
the  public  keys  used  in  the  lETF’s  new  Privacy  Enhanced  Mail  standard. 
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Group  devises  new  system 
for  public-key  certification 

Companies,  academia  vying  for  IPRA  status. 


By  Ellen  Messmer 

Senior  Correspondent 


E-mail  industry  to 
set  mgmt.  standards 

IFIP  basing  its  efforts  on  existing  CCITT,  IETF 
documents;  group  is  asking  for  industry  comment. 


By  Bob  Brown 

Senior  Editor 


RESTON,  Va.  —  By  the  end  of 
March,  the  Internet  Society, 
based  here,  plans  to  establish  an 
elaborate  system  for  public-key 
certification,  and  a  number  of 
companies  in  the  security  indus¬ 
try  intend  to  play  a  big  role  in  it. 

The  new  three-tiered  adminis¬ 
trative  hierarchy  (see  graphic, 
this  page)  will  provide  corpora¬ 
tions  and  universities  with  a  way 
to  issue  end  users  the  equivalent 
of  electronic  identification 
badges  for  the  public  keys  used  in 
encryption. 

The  certification  system,  de¬ 
tailed  in  the  new  Privacy  En¬ 
hanced  Mail  (PEM)  standard,  is 
aimed  at  deterring  fraudulent  use 
of  public  keys  for  digital  signa¬ 
tures  and  encryption  (“IETF  OKs 
standard  for  encryption,”  NW, 
Feb.  15). 

Public-key  technology  relies 
on  two  keys  —  one  published  and 
the  other  private.  Electronic  doc¬ 
uments  are  encrypted  using  the 
intended  recipient’s  public  key 
and  decrypted  by  the  recipient  us¬ 
ing  the  private  key. 

For  several  years,  the  Internet 
Engineering  Task  Force’s  PEM 
group  wrestled  with  the  prickly 
question  of  howto  assure  that  the 
public  key  belongs  to  the  person 
claiming  it. 

The  Internet  Society’s  newly 
created  Internet  Policy  Registra¬ 
tion  Authority  (IPRA)  is  now  re¬ 
viewing  proposals  from  industry 
and  academia  on  ways  to  assure 
the  authenticity  of  public  keys. 
The  IPRA  will  grant  the  status  of 


Policy  Certification  Authority 
(PCA)  to  any  organization  that 
devises  methods  for  assuring  ei¬ 
ther  a  high  or  low  level  of  assur¬ 
ance  in  public  key  usage. 

PCAs  will  be  authorized  to  is¬ 
sue  electronic  certificates  to  cor¬ 
porations,  universities  or  casual 
end  users  under  the  published 
guidelines.  These  organizations, 
designated  as  Certification  Au¬ 
thorities  by  the  PCA,  will  be  able 
to  distribute  two-year  certificates 
to  end  users  of  public-key  encryp¬ 
tion.  Steve  Kent,  chief  scientist  at 
BBN  Communications  Corp.,  said 
the  electronic  certificates  contain 
the  user’s  name  and  public  key,  as 
well  as  other  information  such  as 
the  serial  number  of  the  issuing 
organization. 

Kent  noted  that  the  Internet’s 
hierarchical  system  will  allow  us¬ 
ers  and  organizations  to  report 
required  changes  in  certificates. 
But  he  added  that  revocation  of 
certificates  does  not  nullify  the 
user’s  public  key  per  se,  but  rath¬ 
er  severs  the  binding  between  the 
user’s  ID  and  the  public  key. 

The  multiple  layers  of  certifi¬ 
cation  are  intended  to  boost  secu¬ 
rity  of  the  system  and  provide  a 
means  for  centralized  reporting 
of  fraudulent  public  key  use. 

Seeking  certification 

RSA  Data  Security,  Inc.  would 
like  to  be  selected  as  a  PCA  for 
low-  and  high-assurance  certifi¬ 
cation.  Under  the  high-assurance 
plan  that  RSA  has  submitted  to 
the  IPRA,  organizations  would 
have  to  use  hardened,  tamper- 
( continued  on  page  27) 


An  International  Federation 
for  Information  Processing 
(IFIP)  working  group  is  moving 
rapidly  to  assemble  a  compre¬ 
hensive  set  of  standards  for  man¬ 
aging  multivendor  electronic 
mail  networks. 

Such  standards  will  help  ven¬ 
dors  build  management  products 
that  meet  user  needs  for  design¬ 
ing  and  controlling  enter¬ 
prise  mail  networks  com¬ 
prising  mail  systems  from 
a  variety  of  suppliers.  To¬ 
day,  there  is  a  dearth  of 
products  for  managing 
multivendor  E-mail  nets, 
and  many  users  have  been 
forced  to  build  their  own 
tools  (“Users  demanding 
help  in  managing  big  E-mail 
nets,”  NW,  Feb.  8). 

IFIP,  a  global  society  for  com¬ 
puter  and  communications  indus¬ 
try  professionals,  is  sponsoring 
the  Electronic  Mail  Management 


(EMGT)  Group,  which  operates 
under  IFIP  working  groups  6.5 
and  6.6.  The  EMGT  Group  plans 
to  pump  out  a  user  requirements 
document,  an  E-mail  manage¬ 
ment  model  document  and  defi¬ 
nitions  of  objects  to  be  managed. 

EMGT  Group  members  plan  to 
put  a  draft  user  requirements 
document  on  the  Internet  for 
comment  by  the  end  of  this 
month.  Members  hope  to  have  a 
draft  user  requirements 
document  ready  by  mid¬ 
year  to  send  to  interna¬ 
tional  standards  bodies, 
as  well  as  a  draft  docu¬ 
ment  of  an  E-mail  man¬ 
agement  model,  which 
will  describe  how  E-mail 
management  will  work. 
The  object  work  will  kick 
into  high  gear  once  the  other  ef¬ 
forts  are  further  along. 

Once  work  is  completed  on 
these  efforts,  results  will  be  fed 
into  appropriate  standards  bod- 
( continued  on  page  27) 


Security  conference  on  tap.  The  Sixth  International 
Computer  Security  &  Virus  Conference  will  be  held  in  New  York 
March  10-12.  Information  about  the  conference,  which  will 
present  a  series  of  five  simultaneous  sessions  each  day  on  virus 
and  toll  fraud  prevention,  encryption  and  security  products,  can 
be  obtained  by  calling  (800)  835-2296,  Ext.  190. 

EDS  passes  $8  billion  mark.  Electronic  Data  Systems 
Corp.  (EDS),  a  Dallas-based  systems  integrator,  reported  $8.2 
billion  in  1992  revenue,  a  16%  increase  over  its  1991  revenue. 
Earnings  rose  16%  from  $547.5  million  in  1991  to  $635.5 
million  in  1992.  For  the  fourth  quarter  ended  Dec.  31,  EDS 
reported  $2.1  billion  in  revenue,  up  $2  billion  for  the  same 
quarter  last  year.  Earnings  for  the  fourth  quarter  were  $278.9 
million,  up  about  13%  from  the  same  period  in  1991. 

Proteon  rings  up  revenue,  earnings.  Proteon,  Inc.,  a 
Westborough,  Mass.,  router  and  local-area  network  equipment 
vendor,  posted  1992  revenue  of  $120.3  million,  up  27%  from 
the  previous  year.  The  company  reported  1992  earnings  of  $6.5 
million,  up  from  $6.3  million  in  1991  •  For  the  fourth  quarter, 
Proteon  reported  revenue  of  $31.6  million,  up  11%  for  the 
same  period  in  1991- 


Banner  year  for  Informix.  Menlo  Park,  Calif. -based 
relational  database  vendor  Informix  Software,  Inc.  reported  a 

( continued  on  page  27) 


Stefferud 


NETWORK  WORLD  •  FEBRUARY  22,  1993  23 


JHh 

"  ^  ^  -  *  "flwJPj'^,  -'  £ir  fvfc“ 

Don’t  miss  the  industry’s 

forum  on  Information  Technology 
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International  Data  Corporation  Announces 


f/ze  Course  of  Information 
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ne  thing  is  certain  in  this  constantly  changing, 
dynamic  world  of  information  technology.  You’d  better  be  well 
informed  if  you  expect  to  remain  competitive  in  the  1990s. 

As  the  economy  cools  off  and  the  competition  heats  up, 
it’s  imperative  that  you  devise  a  strategic  business  plan  that  will 
position  your  company  in  the  years  ahead.  It’s  even  more 
imperative  that  this  plan  be  based  on  the  most  reliable,  insight¬ 
ful,  and  conclusive  market  data  available  today. 

« *'•  i  *  “  <nHfcK -*  » jgL, .  -  I i -  » 

For  the  past  28  years,  International  Data  Corporation, 
the  world’s  leading  research  firm  on  information  technology, 


♦  Industry  Restructuring  -  The  IDC  Perspective 

♦  IT  Spending 

♦  Computer  Industry  Wars 

Track  1  -  Rightsizing  the  Enterprise 

♦  Rightsizing  in  the  Data  Center:  Choices  and 
Opportunities 

♦  Evolving  Network  Architecture 

♦  The  Services  Industry  Gold  Rush 

♦  Rightsizing  War  Stories:  Lessons  for  Success 

Track  2  -  Personal  Systems 

♦  Tomorrow’s  Trends  in  the  PC  Systems  Market 

♦  PC  Software  Confronts  the  Enterprise 

♦  Messaging  and  Advanced  Group  Applications 

♦  Channel  Management  in  the  90s 

Track  3  -  Winning  the  Midrange  Wars 

♦  Rightsizing  for  Technical  Computing 

♦  Are  Midrange  Systems  Commodities?:  A  Survival 
Guide 

♦  As  the  Unix  Battles  Rage,  the  War  with  NT  Looms 

♦  Midrange  Contradictions 

Track  4  -  Networking 

♦  Customer  Directions:  Managing  Networking 
Investments 

♦  Network  Applications:  Mobile  Data  Networks  Add 
Another  Dimension 

♦  Local  Area  Networks:  The  Platform  for  Distributed 
Processing 

♦  The  Access  Boundary:  Understanding  the  Edge  of 
Network  Intelligence 

Track  5  -  Global  Markets 

♦  The  New  Europe:  Opportunities  and  Obstacles  for  IT 

♦  Latin  America’s  New  IT  Markets 

♦  Opportunities  in  the  Asia/Pacific  Region 

♦  Worldwide  Market  Evolution  -  A  Perspective  on  Japan 


try  Briefing  Sessions. 

Directions  ’93,  to  be  held  in  March,  will  be  IDC’s  biggest 
and  most  authoritative  forum  ever.  In  one  information-packed 
day,  you’ll  hear  from  the  industry’s  top  analysts  as  they  evaluate 
the  state  of  the  industry  today  and  probe  into  the  issues  and 
trends  of  tomorrow. 

So  register  early  and  be  assured  of  a  seat  at  the  forefront 
of  the  information  technology  industry. 


To  register  and  for  more  information,  call: 


Thursday,  March  4, 1993 
Santa  Clara,  CA 
Santa  Clara  Convention  Center 


Wednesday,  March  10, 1993 
Boston,  MA 

Hynes  Convention  Center 


Directions  ’93  Agenda 


MANAGEMENT  STRATEGIES 

ENTERPRISE  NETWORK  STRATEGIES,  USER  GROUPS  AND  MANAGING  PEOPLE  AND  TECHNOLOGY 


Worth  Noting 


“T, 


he  arguments 
in  favor  of  downsizing 
always  start  by  saying, 
‘Well,  everyone  knows 
it’s  cheaper.’  But  is 
that  really  true?  I’m 
not  so  sure.  You  have 
to  do  the  arithmetic 
and  compare.” 

Charles  Ashley 

Director  of  data  processing 
technical  services 
Texas  Employment  Commission 
Austin 


anager 

Minutes 


If  you’re  spending  more 
and  more  time  supporting 
Microsoft  Corp.  Windows  and 
trying  to  integrate  Windows 
desktops  into  your  network 
environment,  you  and  your 
end  users  will  probably  bene¬ 
fit  from  Desktop  Images, 
Inc.’s  “Understanding  the 
Microsoft  Windows  31  oper¬ 
ating  system”  video  tutorial. 

The  video  is  designed  for 
new  and  advanced  Windows 
users.  Structured  in  eight  sec¬ 
tions,  it  covers  mouse  opera¬ 
tions,  Windows  elements,  pro¬ 
gram  manager,  file  manager, 
print  manager,  the  Windows 
control  panel,  integrating 
Windows  applications  and 
Windows  help. 

The  video  costs  $49-95. 
For  information,  call  Desktop 
Images  at  (303)  745-6212. 


The  National  ROLM  Us¬ 
ers  Group  (NRUG)  will  hold 
its  semiannual  spring  confer¬ 
ence  April  19-23  in  Fort  Lau¬ 
derdale,  Fla. 

The  conference  will  fea¬ 
ture  daylong  Rolm-sponsored 
tutorials  on  PhoneMail,  Secu¬ 
rity,  Call  Path  and  CallBridge, 
as  well  as  management  and 
technical  sessions  and  tele¬ 
communications  product 
strategy  sessions. 

For  more  information,  call 
NRUG  at  (312)  321-6804.  □ 


UPS  tailors  cellular  for  data 


Organizes  55  cellular  carriers  to  support  package  tracking  application 


1 .  Driver  scans  trucking  labels  into 
Delivery  Information  Acquisition  Device 
(DIAD)  after  delivering  package. 


UPSnet 


3.  Using  a  specialized 
communications  device,  the 
switch  forges  a  link  to  UPS’ 
private  data  network,  UPSnet.  Package 
delivery  data  is  sent  to  a  mainframe 
database  in  New  Jersey. 


GRAPHIC  BY  SUSAN  J.  CHAMPENY 

UPS  cajoles  carriers  into 
teaming  to  offer  service 

Cellular  carriers  join  in  nationwide  wireless  net. 

By  Joanne  Cummings 

Senior  Writer 


MANAGING  TECHNOLOGY 


BY  DAVID  FERRIS 

How  will  Windows  NT 
affect  networking? 


ATLANTA  —  Competition  and 
cooperation  are  usually  mutually 
exclusive  terms.  But  when  you 
factor  in  a  user  company  set  on 
deploying  a  unique  application  to 
support  its  business,  competitors 
can  sometimes  be  convinced  to 
cooperate. 

Such  was  the  case  when  United 
Parcel  Service  (UPS)  got  55  com¬ 
peting  cellular  carriers  to  join 
forces  in  building  a  nationwide 
data  network  to  support  a  wire¬ 
less,  mobile  package  tracking  ap¬ 
plication  for  the  company. 

“The  cellular  carriers  had 
been  talking  about  offering  data 
services  for  a  while,”  explained 
Paul  Heller,  systems  manager  for 
mobile  networks  at  UPS,  based 
here.  “But  cellular’s  a  pretty 
fragmented  industry.  What  they 
needed  was  a  catalyst  to  help  uni¬ 
fy  the  effort,  and  that’s  where 
UPS  came  in.” 

UPS’  package  tracking  appli¬ 
cation,  which  went  live  nation¬ 
wide  last  week,  enables  drivers  to 
enter  up-to-date  package  deliv¬ 
ery  information,  such  as  time  of 
delivery  and  who  signed  for  a 
package,  into  the  firm’s  central 
mainframe  database  while  the 
drivers  are  still  on  their  delivery 
routes. 

This  enables  UPS  customer 
service  representatives  to  handle 
customer  inquiries  about  pack¬ 
age  shipments  on  the  day  of  deliv¬ 
ery.  Before,  the  information  was 
uploaded  to  the  mainframe  over- 


2.  Driver  inserts  DIAD  into  on-board 
adapter  with  cellular  modem,  which 
sends  the  information  to  a  cellular 


SOURCE:  UNITED  PARCEL  SERVICE,  ATLANTA 


night  and  was  unavailable  until 
the  day  after  delivery. 

When  drivers  deliver  a  pack¬ 
age,  they  capture  delivery  infor¬ 
mation,  including  the  recipient’s 
signature,  with  a  handheld  pen- 
based  computer  called  a  Delivery 
Information  Acquisition  Device 
(DIAD).  The  DIAD  is  popped  into 
a  DIAD  Vehicle  Adapter  in  the 
truck,  which  contains  a  cellular 
modem  that  sends  information  to 
a  switch  in  the  cellular  network. 

UPS  has  collocated  with  every 
switch  in  the  participating  carri¬ 
ers’  networks  a  device  from  Pri¬ 
mary  Access  Corp.  that  is  a  com¬ 
bination  modem  pool,  T-l  inter¬ 
face  and  packet  assembler/dis- 
assembler.  The  device  takes  in¬ 
coming  data  and  dumps  it  into 
UPS’  private  T-l  network,  called 
UPSnet,  for  delivery  to  the  data 
center  (see  graphic,  this  page). 

Bill  consolidation 

The  carrier  alliance  provides 
UPS  with  common  data  network 
access  across  carrier  regions,  as 
well  as  a  common  level  of  service 
parameters,  including  a  virtual 
numbering  plan  and  guaranteed 
cellular  call  durations  of  less  than 
15  seconds.  It  also  gives  UPS 
common  billing. 

“The  carriers  have  set  up  an 
agency  that  consolidates  all  the 
billing,”  Heller  said.  “UPS  re¬ 
ceives  one  consolidated  bill  and 
then  issues  a  single  remittance. 
The  agency  then  disseminates  the 
payment  to  the  various  carriers.” 
( continued  on  page  26 ) 


Microsoft  Corp.’s 
Windows  NT  is  due 
out  over  the  next 
few  months,  and 
I’ve  been  exploring  a  beta  ver¬ 
sion  of  the  product,  together 
with  its  companion,  LAN  Man¬ 
ager  for  Windows  NT.  Some  ini¬ 
tial  observations  are  that  it 
should  prove  to  be  a  powerful 
workstation  operat¬ 
ing  system  and  a 
good  special-pur¬ 
pose  server  network 
operating  system 
(NOS),  but  if  it’s  go¬ 
ing  to  be  truly  suc¬ 
cessful,  Microsoft 
should  kill  off  LAN 
Manager  for  Win¬ 
dows  NT  and  fold  its  capabilities 
into  NT. 

In  terms  of  NT’s  networking 
capabilities,  its  most  important 
new  utilities  are  a  performance 
monitor;  an  event  viewer  that 
provides  a  central  mechanism 
for  recording  important  net¬ 
work  events;  a  backup  utility  for 
servers  and  workstations;  a  disk 


manager  for  viewing,  creating 
and  deleting  partitions;  a  user 
manager  to  provide  for  multiple 
users  of  the  same  machine;  and 
uninterruptible  power  supply 
support. 

In  addition,  it  will  offer  a 
wide  selection  of  connectivity 
options.  You  can  use  Network 
Basic  I/O  System  Extended 
User  Interface,  which 
ships  with  NT,  or 
Transmission  Con¬ 
trol  Protocol/Inter¬ 
net  Protocol  as  a 
transport.  Microsoft 
also  plans  to  offer 
TCP/IP  utilities  such 
as  File  Transfer  Pro¬ 
tocol  and  Telnet,  as 
well  as  an  NT-based  Systems 
Network  Architecture  gateway 
and  Apple  Computer,  Inc.  Mac¬ 
intosh  integration.  And  Digital 
Equipment  Corp.  has  said  it  will 
provide  connections  to  VAX  and 
Ultrix  machines  with  its  own  NT 
version  of  Pathworks. 

In  effect,  Microsoft  has  taken 
( continued  on  page  26 ) 


EXECUTIVE  BRIEFS 


Handling  the  flow.  The  Association  for  Information  and 
Image  Management  (AIIM)  has  published  “Workflow  in  Imaging 
Systems,”  a  guide  to  redesigning  work  flow  to  take  advantage 
of  document  imaging  technology. 

The  book  describes  how  to  retool  a  firm’s  current  work  flow 
procedures  to  maximize  productivity,  identify  opportunities  for 
the  highest  return  on  investment  and  cost-justify  the  redesign 
effort.  A  discussion  on  design  and  management  tools  for 
optimizing  imaging  performance  and  the  impact  a  redesign  has 
on  organizational  structure  is  also  included. 

“Workflow  in  Imaging  Systems,”  catalog  number  Cl 23, 
costs  $20  for  AIIM  members  and  $25  for  nonmembers.  For 
more  information,  call  AIIM  at  (301)  587-8202. 

Client/server  schooling.  Andersen  Consulting’s  Founda¬ 
tion  software  unit,  a  manufacturer  of  client/server  application 
developer  tools,  and  James  Martin  Insight,  Inc.,  a  developer  of 
informational  and  educational  media  on  emerging  technologies, 
this  month  will  release  three  jointly  developed  video  courses  to 
help  users  migrate  to  client/server  architectures:  “Evaluating 
Readiness  for  Client/Server  Computing,”  “GUI  Design”  and 
“Cooperative  Principles.” 

For  more  information,  contact  Andersen  Consulting  at  (312) 
507-8835  or  James  Martin  Insight  at  (708)  983-4808.  □ 
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How  will  NT 
affect  networking? 

continued  from  page  25 
various  networking  features  out  of  OS/2 
LAN  Manager  and  bundled  them  with  Win¬ 
dows.  This  makes  a  lot  of  sense  because  to¬ 
day’s  workstations  need  networking  intel¬ 
ligence.  But  there  are  still  a  couple  of 
important  features  missing,  such  as  user- 
based  security  and  account  management. 

LAN  Manager  for  NT  fills  some  of  the 
gaps.  For  example,  NT  uses  what  is  often 
called  a  “share-based  approach”  to  securi¬ 
ty.  This  means  users  protect  resources  by 
giving  them  a  name,  a  password  and  corre¬ 
sponding  access  privileges. 

But  for  production  environments,  it’s 
better  to  have  user-based  security,  where 
access  to  resources  is  defined  by  the  user 
or  user  group,  and  users  only  provide  a  sin¬ 
gle  password  when  they  log  on.  LAN  Man¬ 
ager  for  NT  has  user-based  security,  as  do 
competing  NOSes  such  as  Novell,  Inc.’s 
NetWare  and  Banyan  Systems,  Inc.’s 
VINES.  LAN  Manager  for  NT  also  offers 
NOS-quality  account  controls.  You  can  per¬ 
form  such  tasks  as  defining  user  profiles, 
limiting  logons  to  particular  workstations 
or  times,  enforcing  password  maintenance 
policies  and  defining  logon  scripts. 

But  trying  to  get  users  to  fork  out  a  few 
more  dollars  for  LAN  Manager  for  NT  isn’t 
the  way  to  go.  Microsoft  should  simply  kill 
LAN  Manager  for  NT  and  fold  its  remains 
into  NT. 

Nevertheless,  let’s  assume  Microsoft 
continues  to  sell  NT  and  LAN  Manager  for 
NT  as  two  separate  but  complementary 
products.  How  will  NT  affect  the  network¬ 
ing  world? 

First,  independent  software  vendors 
are  currently  making  large  investments  in 
NT-based  software.  Although  NT  requires 
high-end  workstations  with  1 2M  bytes  of 
random-access  memory  and  1 00M  bytes  of 
disk  space  recommended,  the  relentless 
improvements  in  hardware  and  the  lure  of 
NT-based  applications  should  fuel  its  use 
as  a  workstation  operating  system. 

The  server  environment  also  looks 
good.  Today,  most  of  us  put  NetWare  in  file 
and  print  servers,  and  DOS  into  more  spe¬ 
cialized  servers  such  as  3270  gateways, 
mail  routers  and  facsimile  gateways.  Unix 
is  often  used  for  database  servers. 

NT  is  an  attractive  server  environment 
for  several  reasons.  It  is  multitasking,  has 
preemptive  scheduling  and  it  insulates  dif¬ 
ferent  tasks  from  one  another,  simplifying 
debugging  and  limiting  the  damage  that 
can  be  caused  by  programs  running  amok. 
It  also  has  3  2 -bit  virtual  memory  —  which 
makes  programming  a  lot  simpler  —  and 
its  application  program  interfaces  are  ex¬ 
tensive  and  well  thought  out. 

In  addition,  the  learning  curve  for  exist¬ 
ing  Windows  programmers  is  flat  —  they 
can  use  the  compilers,  debuggers,  editors 
and  other  development  tools  they  already 
know.  A  wide  variety  of  development  tools 
are  already  becoming  available. 

And  putting  NT  on  servers  will  simplify 
the  support  effort  because  you’ll  have  the 
same  architecture  and  management  utili¬ 
ties  on  both  servers  and  workstations.  This 
is  a  lot  better  than  today’s  situation,  where 
network  servers  and  workstations  each 
have  their  own  management  utilities.  It’s 
an  incredible  waste  of  time  and  brain  cells 
to  fiddle  with  integrating  NetWare  and 
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Windows  print  drivers,  for  example. 

But  there  are  some  shortcomings  that 
need  to  be  addressed.  When  it  comes  to  the 
main  features  we  look  for  in  a  NOS  —  di¬ 
rectory,  file  and  print  services  —  Windows 
NT  hits  some  snags  so  its  initial  release 
won’t  present  an  immediate  threat  to  Net¬ 
Ware,  LAN  Manager  or  VINES  file  servers. 

In  addition  to  its  lack  of  user-based  se¬ 
curity  and  advanced  account  management, 
NT  badly  needs  a  distributed  directory, 
something  along  the  lines  of  Banyan’s 
StreetTalk.  And  it  needs  a  more  flexible 
multipart  naming  convention. 

Special-purpose  servers 

Finally,  let’s  consider  NT  as  a  platform 
for  special-purpose  servers  such  as  data¬ 
base  servers,  mail  routers,  3270  gateways 
and  modem  pools.  Based  on  conversations 
with  a  lot  of  independent  software  vendors 
and  corporate  users  working  with  beta  ver¬ 
sions  of  the  product,  things  look  good  for 
NT  here. 

Nobody  seems  to  be  complaining,  and 
most  people’s  attitudes  vary  from  getting- 
on-with-business  to  enthusiasm.  No  doubt, 
early  versions  will  reflect  NT’s  youth,  and 
plenty  of  polishing  can  be  expected  over 
the  first  couple  of  years.  Better  low-level 
control  of  I/O  and  system  parameters  will 
be  necessary.  But  if  NT  were  a  dog,  we’d 
have  heard  about  it  by  now. 

So  what  conclusions  can  we  tentatively 
draw  about  NT?  The  growing  application 
market  will  make  NT  attractive  for  high- 
end  workstations.  In  time,  NT  will  become 
the  dominant  workstation  environment. 

On  the  server  side,  NT  will  probably 
achieve  initial  success  on  special-purpose 
servers.  But  if  Microsoft  wants  to  get  into 
the  mainstream  file,  print,  and  directory 
server  business,  it  should  do  itself  a  favor 
and  kill  off  LAN  Manager  for  NT.  E2 

Ferris  is  president  of  Ferris  Net¬ 
works,  a  consultancy  in  San  Francisco. 


UPS  cajoles  carriers 
into  teaming 

continued  from  page  25 

When  UPS  conceived  the  notion  of  a 
wireless  package  tracking  system  back  in 
January  1 99 1 ,  it  originally  sought  to  enlist 
national  wireless  networks  such  as  those 
from  ARDIS  Co.  or  RAM  Mobile  Data.  But 
on  further  investigation,  Heller  said,  the 
company  ruled  out  those  carriers  because 
they  lacked  the  geographic  reach  or  finan¬ 
cial  stability  available  in  the  cellular  indus¬ 
try. 


i  iHT 

X  he  level  of  cooperation 
among  these  competing 
carriers  was  impressive.  We 
knew  we  couldn’t  foresee 
everything,  and  they  were 
flexible  enough  to  support  us.” 

AAA 


In  May  1991,  UPS  made  the  formal  deci¬ 
sion  to  go  with  cellular  and  issued  a  re¬ 
quest  for  proposal  on  the  network  in  late 
August.  By  the  following  January,  the  firm 
had  convinced  an  alliance  of  four  major 
carriers  to  back  the  project,  and  last  May,  a 
contract  was  issued.  The  company  then  set 
about  getting  more  carriers  on  board  be¬ 
cause,  according  to  Heller,  a  nationwide 
cellular  service  needs  cooperation  from 
carriers  representing  the  722  cellular  ser¬ 
vice  areas  across  the  country. 

What  convinced  the  carriers  to  partici¬ 
pate,  Heller  said,  was  the  idea  of  making  a 
high-profile  data  application  run  over  cel¬ 
lular  successfully.  After  some  testing,  and 


the  addition  of  51  more  carriers,  the  pro¬ 
ject  got  under  way,  just  1 5  months  after 
the  RFP  was  issued. 

Remuneration  follows  cooperation 

“The  level  of  cooperation  among  these 
competing  carriers  was  impressive,”  Hell¬ 
er  said.  “We  knew  we  couldn’t  foresee  ev¬ 
erything  and  have  it  all  written  down  in  a 
formalized  contract,  and  they  were  able  to 
be  flexible  enough  to  support  us.” 

But  it  wasn’t  entirely  altruistic  on  the 
carriers’  part,  either.  “Although  we  are 
getting  a  very  attractive  price  [on  the  cellu¬ 
lar  usage  and  service  charges],  they  are 
making  money  on  the  deal,”  Heller  said. 
“And  they  are  also  looking  on  the  develop¬ 
ment  cost  associated  with  the  project  as  an 
opportunity  to  learn  what  they  need  to  do 
in  order  to  support  data  customers.” 

This  learning  process  is  important,  be¬ 
cause  eventually,  the  industry  hopes  to 
hammer  out  its  own  specifications  for  sup¬ 
porting  data  over  the  cellular  network.  A 
consortium  of  cellular  carriers,  including 
McCaw  Cellular  Communications,  Inc., 
GTE  Mobile  Services,  Inc.  and  representa¬ 
tives  of  the  seven  regional  Bell  holding 
companies,  is  currently  refining  a  specifi¬ 
cation  called  the  Cellular  Digital  Packet 
Data  (CDPD) .  And  although  that  specifica¬ 
tion  is  expected  to  be  finalized  soon,  it 
wasn’t  soon  enough  for  UPS. 

“[CDPD]  is  an  attractive  option  and 
something  we’re  interested. in  for  the  fu¬ 
ture,”  Heller  said.  “But  we  needed  some¬ 
thing  in  the  beginning  of  ’93,  so  we  worked 
out  our  own  agreements  with  the  plan  of 
moving  to  CDPD  when  that  becomes  avail¬ 
able.” 

As  for  the  possibility  of  other  compa¬ 
nies  taking  advantage  of  the  carrier  alli¬ 
ance  UPS  has  established,  a  spokeswoman 
for  the  company  acknowledged  that  was 
possible,  but  added,  “Our  closest  competi¬ 
tor,  Federal  Express  [Co.],  already  has  its 
own  wireless  network  in  place.”  □ 


Is  Your  Netw  ork  Outsourced 

Keeping  up  with  changing  technology  in  data  networking  is  becoming  a  full  time  job 
with  a  budget  to  match.  That’s  why  more  and  more  companies  are  outsourcing  their 
data  networks  to  Cylix.  Cylix  designs,  installs,  manages  and  maintains  your  entire 
data  network.  You  don’t  have  to  worry  about  new  equipment,  maintenance  or 
ordering  leased  lines. 

Tire  Cylix  network  technology  provides  alternative  rerouting  in  the  case  of  a  telco 
failure  and  gives  your  network  speeds  up  to  Tl,  LAN  connectivity  and  a  host  of  value- 
added  services.  Services  like  network  monitoring,  network  performance  and  statistical 
reports,  billing  by  location  and  a  24  hour,  7  day  a  week  Customer  Resource  Center. 

Keeping  up  with  changing  technology  is  one  battle  you  can  win  without  fighting. 

To  find  out  how,  call  1-800- 
234-2954  for  a  free  copy  of 
“Strategies  for  Effective  Data 

Networking.”  §  Jf  The  Data  Network  Experts. 
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E-mail  industry  to 
set  mgmt.  standards 

continued from  page  23 
ies  and  industry  forums. 

The  documents  will  be  based  largely  on 
work  already  done  by  the  Consultative 
Committee  on  International  Telephony 
and  Telegraphy,  Internet  Engineering 
Task  Force  and  other  standards-setting 
bodies  in  documents  for  X.400,  the  Simple 
Network  Management  Protocol  and  other 
standards. 

The  IFIP  EMGT  Group  is  really  doing 
“prestandards  work,”  said  Ray  Freiwirth, 
director  of  development  for  RCI,  Inc.,  a 
consulting  firm  in  Lowell,  Mass.,  specializ- 

Group  devises 
certification  system 

continued  from  page  23 

proof  equipment  for  issuing  the  public-key 

certificate  software. 

RSA  is  currently  beta-testing  such  high- 
assurance  equipment,  dubbed  the  RSA  Cer¬ 
tificate  Issuance  System.  The  equipment 
lets  managers  issue  public-key  certificates 
to  users  in  their  organizations.  It  also 
keeps  track  of  the  certificates,  providing 
warnings  when  they  approach  their  expira¬ 
tion  date. 

A  security  feature  of  the  equipment  re¬ 
quires  that  three  people  within  an  organi¬ 
zation  activate  the  device  through  use  of  a 
private  key  broken  into  three  parts,  a  con¬ 
cept  known  as  secret  sharing. 

In  addition,  because  small  companies 
maybe  unable  to  afford  the  $14,000  price 
tag  for  the  certification  equipment,  RSA  in¬ 
tends  to  work  out  a  time-sharing  arrange¬ 
ment  for  the  Certificate  Issuance  System  if 
its  proposal  wins  IPRA  approval. 

Mark  Feldman,  a  computer  scientist  at 
Trusted  Information  Systems,  Inc., 
whose  company  contributed  to  the  devel- 


ing  in  E-mail  integration. 

“We’re  putting  everything  out  on  the 
Internet  to  get  as  much  input  from  the 
E-mail  and  communications  community  as 
possible,”  he  said.  “We  don’t  want  anyone 
coming  up  to  us  after  a  standard  is  set  to 
say  they  didn’t  have  a  chance  to  contrib¬ 
ute.” 

Freiwirth  is  a  coauthor  of  the  user  re¬ 
quirements  document,  which  will  consist 
of  message  tracking,  a  configuration  data¬ 
base  and  reconfiguring  or  disabling  of 
E-mail  network  components,  among  other 
user  needs. 

“There  is  no  question  about  the  need 
for  E-mail  management  standards,”  he 
said.  “Tying  together  and  managing  dispa¬ 


rate  E-mail  networks  is  always  a  night¬ 
mare.” 

The  modeling  document  will  examine 
how  an  E-mail  management  system  would 
work,  said  Einar  Stefferud,  president  of 
Network  Management  Associates,  Inc.,  a 
Huntington  Beach,  Calif.,  consulting  firm. 
For  example,  the  IFIP  working  group  will 
need  to  look  at  whether  management  in¬ 
formation  should  be  carried  via  something 
like  the  SNMP  or  via  a  mail  protocol  itself, 
such  as  X.400,  he  said. 

The  objects  document  will  consist  of 
objects  to  be  managed  by  multivendor  E- 
mail  management  systems.  Objects  will 
represent  the  various  components  of  an  E- 
mail  network  and  will  include  contribu¬ 


tions  from  the  Open  Systems  Interconnec¬ 
tion,  Internet  and  personal  computer- 
based  local-area  network  E-mail  commu¬ 
nities. 

Vendors  seem  eager  to  support  the 
emerging  E-mail  standards. 

“Vendors  can  only  do  a  certain  level  of 
management  until  they  get  cooperation 
from  other  E-mail  system  vendors,”  said 
Steve  Farowich,  director  of  sendee  deliv¬ 
ery  for  Digital  Equipment  Corp.’s  messag¬ 
ing  practice  in  Bellevue,  Wash.  “Once 
standards  are  in  place,  it  should  make  life 
easier  for  vendors  and  users.” 

To  get  on  the  EMGT  Group’s  Internet 
mailing  list,  send  your  request  to  ifip — 
emailmgt — request@ics.uci.edu.  □ 


opment  of  PEM,  said  the  most  secure  meth¬ 
od  for  issuing  a  public-key  certificate 
would  be  a  hardware-based  system  such  as 
the  one  proposed  by  RSA.  He  said  imple¬ 
menting  a  high-assurance  policy  using 
software  would  be  possible  but  extremely 
difficult. 

A  variety  of  low-assurance  policies  are 
likely  to  be  approved,  as  well.  RSA’s  low- 
assurance  policy  would  require  an  end 
user  to  simply  dial  into  a  server  for  remote 
registration.  No  verification  of  the  user’s 
identity  would  be  required. 

Bert  Kaliski,  RSA  chief  scientist,  point¬ 
ed  out  that  the  IETF  certification  system  is 
designed  to  “let  anybody  get  into  the 
game”  who  can  present  a  system  they  can 
implement  that  meets  with  IPRA  approval. 

He  noted  that  reaching  an  agreement 
on  the  PEM  certification  system  was  much 
more  time-consuming  and  difficult  than 
approving  the  technical  parameters  of  the 
standard. 

User  participation  in  the  PEM  certifica¬ 
tion  system  is  voluntary,  but  to  encourage 
users  to  employ  the  procedures,  the  IETF 
will  not  charge  a  registration  fee  during 
the  first  two  years.  □ 
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record  revenue  of  $283-6  million  for 
1992,  up  53%  from  the  previous  year.  In¬ 
formix’s  earnings  more  than  quadrupled 
to  $54.7  from  1991  •  For  the  fourth  quarter 
ending  Dec.  31,  Informix  reported  $79-2 
million  in  revenue,  up  about  47%  from  the 
same  period  in  1 99 1  •  Earnings  rose  60%  to 
$13.3  million  for  the  fourth  quarter  com¬ 
pared  to  the  same  period  last  year. 

Retix  has  record  year.  Retix,  a  Santa 
Monica,  Calif.,  vendor  of  open  systems 
software  and  internetworking  products, 
reported  revenue  of  $70.8  million  for 
1992,  up  17%  from  1991-  Earnings  for 
1992  doubled  to  $8  million  from  the  previ¬ 
ous  year.  For  the  fourth  quarter,  Retix  re¬ 
corded  revenue  of  $19-1  million,  up  18% 
from  1991’s  fourth  quarter.  Earnings  for 
the  quarter  were  $2.5  million,  up  71% 
from  last  year’s  fourth  quarter. 

Systems  Center’s  revenue  up.  Net¬ 
work  management  software  vendor  Sys¬ 
tems  Center,  Inc.  reported  revenue  of 


or  Outdated? 


$131  million  for  1992,  up  7%  from  1991- 
Earnings  were  $5.8  million,  up  66%  from 
the  previous  year.  Fourth-quarter  revenue 
was  $37.2  million,  up  6.6%  from  the  same 
quarter  in  1991-  Fourth-quarter  earnings 
more  than  quintupled  to  $3  3  million  from 
the  1991  fourth  quarter. 

Ups  and  downs  for  Telebit.  Telebit 
Corp.,  a  Sunnyvale,  Calif.,  vendor  of  local- 
area  network  access  products,  reported 
revenue  of  $54.1  million  for  fiscal  1992, 
up  22%  from  the  previous  year.  It  regis¬ 
tered  a  net  loss  of  $  1 .3  million  in  compari¬ 
son  with  a  net  loss  of  $8.7  million  the  year 
before.  Telebit  listed  its  fourth- quarter 
revenue  at  $13  million,  down  from  $13-3 
million  for  the  period  last  year. 

VMX  to  buy  Rhetorex.  VMX,  Inc.,  a 
San  Jose,  Calif.,  voice  processing  equip¬ 
ment  maker,  has  agreed  to  buy  Rhetorex, 
Inc. ,  a  Campbell,  Calif. ,  vendor  of  personal 
computer-based  voice  processing  systems, 
for  about  $7  million.  The  sale,  set  for  com¬ 
pletion  by  April,  will  involve  the  exchange 
of  1.75  million  shares  of  VMX  common 
stock  for  all  issued  and  outstanding  Rhe¬ 
torex  stock. 

The  Rhetorex  purchase  will  round  out 
VMX’s  overall  product  portfolio  with  a  sys¬ 
tem  serving  less  than  100  users.  Rhetorex 
will  operate  as  an  independent,  wholly 
owned  VMX  subsidiary. 

Cheyenne  buys  imaging  firm.  Ros- 
lyn,  N.Y. -based  Cheyenne  Software,  Inc.,  a 
supplier  of  local-area  network  backup  and 
monitoring  software,  announced  it  has 
bought  Applied  Programming  Technol¬ 
ogies,  Inc.  (APT),  a  Lake  Success,  N.Y., 
company  specializing  in  imaging  storage 
software.  Cheyenne  purchased  APT’s  as¬ 
sets  for  95,238  shares  of  unregistered 
Cheyenne  common  stock  and  the  assump¬ 
tion  of  certain  APT  debts,  making  the  deal 
worth  about  $2.7  million. 

Cheyenne  said  an  integration  of  its 
ARCserve  data  storage  management  prod¬ 
uct  with  APT’s  imaging  storage  technology 
is  planned. 

Xpedite  buys  TRT’s  fax  assets.  Xpe- 
dite  Systems,  Inc.,  an  Eatontown,  N.J.,  fac¬ 
simile  service  firm,  has  acquired  certain 
assets  and  customer  accounts  from  TRT 
Communications,  Inc.,  a  Washington, 
D.C.-based  carrier.  The  systems  and  ac¬ 
counts  bought  fall  into  the  area  of  text-to- 
fax  services,  as  well  as  computer-originat¬ 
ed  fax  and  related  messaging  services. 
Terms  of  the  deal  were  not  disclosed.  □ 
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A  down  phone  system 
can  cost  you  thousands 
of  dollars  per  minute. 

Better  read  this  ad  fast. 


In  fact,  we  would  advise  you 
to  speed  read. 

Because  it  doesn’t  take  long 
for  a  phone  breakdown  to 
break  your  company. 

Your  customer  service 
disintegrates.  Clients  get  rattled. 


ROLM  is  part  of  the  Siemens 
family.  The  world’s  largest 
private  communication 
systems  manufacturer;  serving 
you  in  over  132  countries 
around  the  world. 

Talk  about  big  families. 


And  sales  grind  to  a  halt.  Along 
with  a  career  or  two. 

Precisely  why  you  should  call 
ROLM.  Quickly. 

Our  customers  awarded 


us  the  highest  overall  ratings 
of  any  PBX  manufacturer 
in  the  last  three  customer 
satisfaction  polls  conducted 
by  Dataquest®  a  leading 
independent  research  firm. 

In  fact,  we  placed  first  in 
five  of  the  six  categories.  We 
were  rated  number  one  in 
both  hardware  reliability  and 
technical  performance. 

If,  however  one  of  our 
systems  does  experience  a 
minor  glitch,  we  can  remotely 
diagnose  and  repair  it.  Usually 
before  anyone  even  notices 
anything’s  wrong. 

In  those  rare  cases  where 
we  actually  need  to  make 


an  on-site  service  call,  we 
send  a  ROLM  service  specialist, 
with  an  average  eight  years 
experience  working  exclusively 
on  ROLM  phone  systems.. 
Accompanying  the  technician  is 
our  secret  weapon,  the 


‘brick.” 


SsMt 


All  of  which  serves  to  keep 
your  phones  in  business.  And 
your  business  in  business. 

Call  us  at  I-800-ROLM-I23  if 
you’re  interested  in  giving  your 
company  the  most  reliable 


A  remarkable 
little  device  that  helps 
resolve  problems 
faster  and  expedites 
the  delivery  of 


phone  system  going. 

If  you’re  not,  better  read 
this  ad  again.  Faster 


A  Siemens  Company 


©1993  ROIM. 


OPINIONS 


OUTSOURCING 


BY  KATHRYN  KOROSTOFF 

Without  planning, 
a  network  panacea 
is  just  a  placebo 

Network  outsourcing  is  often  portrayed  as  a  panacea  for  the 
headaches  created  by  running  a  large  network.  But  for  many 
companies,  network  outsourcing  is  merely  a  placebo  —  it  may 
taste  good,  but  it  doesn’t  cure  anything. 

By  learning  from  the  problems  other  companies  have 
experienced,  you  can  save  yourself  a  lot  of  aggravation  —  and 
money  —  by  being  better  prepared  to  negotiate  network 
outsourcing  contracts  or  by  revisiting  the  outsourcing  decision 
altogether. 

Many  organizations  see  network  outsourcing  as  a  way  to  cut 
costs  by  reducing  staff  and  equipment  expenses.  Unfortunately, 
some  early  user  experiences  indicate  that  cost-cutting  objectives 
are  not  always  met. 

For  example,  very  often  the  organization  plans  to  drastically 
reduce  staff  as  soon  as  the  outsourcer  takes  over  the  network. 

But  often  the  transition  period 
is  much  longer  and  more  diffi¬ 
cult  than  expected.  As  a  result, 
the  organization  may  have  to 
retain  employees  to  assist  with 
the  transition. 

A  similar  situation  occurs 
when  an  organization  ends  up 
using  two  or  more  outsourcers 
instead  of  one.  This  happens 
when  a  company  finds  that  no 
single  outsourcer  can  meet  all 
of  its  network  outsourcing  requirements.  The  result  is  that  staff 
must  be  retained  to  coordinate  the  outsourcers. 

Another  factor  that  can  make  the  outsourcing  experience 
more  difficult  than  anticipated  occurs  when  the  organization’s 
outsourcing  requirements  change.  Business  changes,  carrier 
pricing  trends  or  other  external  events  may  affect  what  part  of 
the  network  is  cost-justifiable  to  outsource  or  whether  to 
outsource  at  all. 

Most  outsourcing  service  providers  push  for  five-  or  10-year 
contracts  that  usually  commit  the  organization  to  a  fixed 
minimum  of  at  least  $500,000  per  year  —  and  often  $1  million 
or  more.  When  these  contracts  are  significantly  altered  or 
broken,  the  organization  incurs  penalties. 

One  way  to  avoid  such  penalties  is  to  take  a  more  modular 
approach  to  outsourcing. 

For  example,  an  organization  may  use  the  outsourcer  to 
manage  mature  services  while  the  internal  staff  focuses  on 
developing  new  applications.  Or  an  organization  may  tap  an 
outsourcer  for  expertise  it  lacks  —  such  as  a  vertical  market 
application  or  international  expansion.  By  defining  the  out¬ 
sourcers’  work  requirements  more  specifically  —  and  more 
short-term  —  some  problems  can  be  avoided. 

Network  outsourcing  can  save  a  company  money  and  help 
bring  in  needed  expertise.  But  be  aware  of  the  possible 
outsourcing  pitfalls  and  have  contingency  plans  before  you  sign 
a  contract.  One  potential  solution  is  to  test  your  outsourcer’s 
flexibility  by  negotiating  for  shorter  contract  periods  or  using  a 
modular  approach.  Through  careful  planning,  network  out¬ 
sourcing  can  be  a  true  panacea.  □ 

Korostoff  is  director  of  research  at  Sage  Network 
Research  in  Newton,  Mass.  Sage  provides  custom  market 
research  and  competitor  analysis  services  to  the  network¬ 
ing  industry. 
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EDITORIAL  ■■ 


Lack  of  strategic  planning  a 
high  cost  to  net  managers 


" Sometimes ,  I  think,  the 
things  we  see 
Are  shadows  of  the  things 
to  be; 

That  what  we  plan,  we  build. 

In  that  passage 
from  Dreams  and 
Realities,  poet  Phoe¬ 
be  Cary  distilled  the 
essence  of  innovation 
and  success:  What  we 
plan,  we  build. 

Whether  in  our 
personal  or  profes¬ 
sional  lives,  planning 
—  and  the  discipline  to  work  the 
plan  —  can  mean  the  difference 
between  success  and  failure, 
recognition  and  obscurity. 

Yet,  as  this  week’s  Reader  Ad¬ 
vocacy  Force  article  spotlights, 
far  too  many  network  executives 


fail  to  develop  long-range  tech¬ 
nology  plans  and  procurement 
policies  designed  to  achieve 
strategic  goals,  such  as  support¬ 
ing  new  applications,  cutting 
costs  or  providing  interoperabil¬ 
ity  among  diverse 
systems. 

It’s  easy  to  under¬ 
stand  why.  Informa¬ 
tion  systems  (IS)  de¬ 
partments  are  being 
asked  to  do  more  with 
limited  resources. 
Managers  struggle  to 
deal  with  the  here  and 
now  and  keep  current  with  tech¬ 
nology.  Time  and  personnel 
pressures  make  putting  off  plan¬ 
ning  seem  like  a  rational  course. 

Yet  the  cost  is  staggering. 

Without  a  strategic  plan,  your 
company  makes  uncoordinated 


purchases  of  incompatible  tech¬ 
nologies  and  throws  money  at 
automating  processes  that 
should  have  been  scrapped  or 
reengineered.  When  hoped-for 
productivity  gains  aren’t 
achieved,  top  executives  shake 
their  heads  and  question  the  val¬ 
ue  of  technology. 

Worse,  if  your  rival  has  a  stra¬ 
tegic  plan,  your  company  may 
soon  find  itself  at  a  marketplace 
disadvantage.  Combined,  those 
problems  make  outsourcing  IS 
—  including  your  job  —  attrac¬ 
tive  to  upper  management. 

Strategic  planning  is  hard 
work,  but  it’s  the  cost  of  moving 
to  open  systems  and  aligning 
business  and  technology  goals. 
The  old  adage  is  more  true  than 
ever  before:  Nobody  plans  to 
fail,  they  simply  fail  to  plan.  □ 
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OPINIONS 


DISTRIBUTED  COMPUTING 


BY  JOHN  R.  RYMER 


Token  ring  lags  behind 
Ethernet  on  road 


Users  planning 
their  next-gen¬ 
eration  local- 
area  networks 
are  increasing¬ 
ly  looking  to 
Asynchronous 
Transfer  Mode 
(ATM)  tech¬ 
nology  to  fulfill  their  bandwidth 
needs.  In  the  meantime,  their 
goal  is  to  make  the  migration  to 
ATM  as  painless  as  possible. 
From  this  standpoint,  many  us¬ 
ers  are  finding  that  Ethernet 
provides  a  much  smoother  mi¬ 
gration  path  than  does  token 
ring. 

The  two  key  needs  driving  fu¬ 
ture  LAN  requirements  are  avail¬ 
able  bandwidth  and  network  re¬ 
sponsiveness.  As  the  size  of  the 
objects  used  within  applications 
and  the  number  of  applications 
using  networks  grow,  more 
bandwidth  will  be  required  to 
support  users.  Currently,  both 
Ethernet  and  token-ring  instal¬ 
lations  are  capped  at  less  than 
20M  bit/sec  of  bandwidth. 

Network  responsiveness  is 
determined  by  the  available 
bandwidth  and  the  number  of 
concurrent  users  of  that  band¬ 
width.  Both  Ethernet  and  token 
ring  manage  access  to  shared 
media  by  network  devices. 
Ethernet  manages  competing 
claims  on  the  available  band¬ 
width  using  a  collision  detection 
algorithm;  token  ring  uses  a 
bandwidth  allocation  algorithm. 

In  both  Ethernet  and  token¬ 
ring  LANs,  heavy  usage  will  slow 
response  time.  In  both  topolo¬ 
gies,  there  are  two  ways  to  re¬ 
spond.  The  first  option  is  to  mi¬ 
grate  to  a  higher  bandwidth 
solution.  The  leading  candidate, 
by  default,  is  Fiber  Distributed 
Data  Interface,  a  100M  bit/sec, 
shared-media  topology  using  fi¬ 
ber-optic  cabling.  But  moving  to 
FDDI  is  expensive:  It  requires 
new'  adapter  cards,  new  cabling 
and  new  network  equipment 


such  as  hubs. 

The  second  option  is  to  re¬ 
duce  the  number  of  LAN  users 
employing  a  technique  called 
segmenting.  A  busy  server,  for 
example,  might  be  put  on  its  own 
segment  or  ring.  This  gives  the 
server  exclusive  use  of  all  avail¬ 
able  bandwidth  supported  by  the 
segment.  Bridges,  routers  or 
switches  are  then  used  to  link 
segments  or  rings. 

While  the  token-ring  world  is 
just  beginning  to  embrace  seg¬ 
menting,  Ethernet  sites  have 
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used  the  technique  for  a  long 
time.  The  Ethernet  experience 
tells  us  that  switches  are  the  best 
way  to  interconnect  segments 
—  not  routers  or  bridges.  In  a 
LAN  that  employs  switches, 
nodes  don’t  vie  for  a  single  pool 
of  available  bandwidth.  Rather, 
requests  are  forwarded  to  a  ma¬ 
trix  switch  that  can  guarantee 
the  user  dedicated  access  to  one 
of  two  or  more  dedicated  chan¬ 
nels.  Each  channel  utilizes  all 
available  bandwidth  on  the  LAN. 
The  result  is  dedicated  band¬ 
width  on  demand,  which  virtual¬ 
ly  ensures  good  response  time, 
even  under  heavy  loads. 

Switching  is  also  at  the  heart 
of  lOOBaseVG,  a  proposed  stan¬ 
dard  by  Hewlett-Packard  Co. 
and  AT&T  for  100M  bit/sec 
Ethernet  over  unshielded  twist¬ 
ed-pairwiring.  lOOBaseVG  is  an 
extension  of  the  lOBase-T 
Ethernet  standard.  ATM,  the 
proposed  ultimate  solution,  also 


to  ATM 

relies  on  switching  rather  than 
shared  media  to  support  dedi¬ 
cated  bandwidth  on  demand. 

Neither  IBM  nor  Proteon, 
Inc.  —  the  major  drivers  of  to¬ 
ken-ring  technology  —  plan  to 
introduce  switching  to  token 
ring  in  the  near  future.  Instead, 
they  recommend  that  token¬ 
ring  users  seeking  higher  band¬ 
width  employ  segmentation.  For 
very  high  bandwidth  applica¬ 
tions,  both  IBM  and  Proteon  rec¬ 
ommend  installing  FDDI  as  a 
backbone  linking  multiple  rings, 
and  eventually  migrating  LAN 
traffic  to  FDDI  rings.  In  the  long 
run,  IBM  and  Proteon  expect  us¬ 
ers  to  require  ATM  backbones 
and  ATM  to  the  desktop  to  meet 
their  bandwidth  needs. 

This  all  means  that  as  users 
plan  networks  to  meet  demands 
for  years  to  come,  Ethernet  has  a 
smoother  migration  path  to  ded¬ 
icated,  high-bandwidth  net¬ 
works  than  token  ring.  With 
Ethernet,  the  steps  are  first  to 
switched  lOBaseT,  then  to 
lOOBaseVG  and  then  to  ATM. 
These  transitions  are  accom¬ 
plished  without  changing  wir¬ 
ing,  although  new  adapter  cards 
and  network  hardware  are  re¬ 
quired. 

With  token  ring,  the  migra¬ 
tion  is  from  l6M  bit/sec  LANs  to 
FDDI  and  then  to  ATM.  This 
transition  doesn’t  give  users  the 
option  to  use  switching  to  sup¬ 
port  segmentation,  and  it  forces 
a  wiring  change  to  get  to  FDDI. 
For  this  reason,  Ethernet  seems 
to  offer  users  a  better  future 
than  token  ring.  □ 

Rymer  is  vice  president  of 
the  Patricia  Seybold  Group, 
Inc.  and  editor  in  chief  of  the 
“Distributed  Computing  Mon¬ 
itor,  ”  a  monthly  research  re¬ 
port.  He  is  also  program  chair 
of  the  annual  Patricia  Seybold 
Marathon  Week  conference, 
scheduled  for  April  19-23  in 
Boston. 


HELP  IS  ON  THE  WAY!  If  you  have  a  question  regarding  a  product,  service  or  technical 
problem,  submit  it  to  our  Network  Help  Desk.  We’ll  contact  vendors,  network  integrators, 
consultants  and  other  experts  to  get  an  answer  for  you. 

You  may  submit  questions  to  Susan  Collins,  associate  features  editor,  by  calling  (800)  622- 
1108,  via  fax  at  (508)  820-3467  or  via  Network  World’s  bulletin  board  (see  logon  instructions, 
page -2). 
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...and  another  thing 


H.L.  Mencken,  a  journalist 
during  the  early  part  of  this  cen¬ 
tury,  campaigned  vigorously 
that  newspapers  should  serve  as 
a  voice  for  the  community. 

Network  World  is  commit¬ 
ted  to  the  community,  but  you 
can’t  have  a  dialogue  if  the  com¬ 
munication  is  one  way.  Our  in¬ 
dustry  should  knowj  that  better 
than  any  other. 

We  call  on  you  to  use  this 
space  to  respond  to  articles  and 
use  it  as  a  forum  to  air  your 
opinions,  share  ideas  on  issues 
or  thorny  problems,  comment 
on  proposals  or  rumors  circu¬ 
lating  in  the  community,  and 
even  warn  peers  about  potholes 
you’ve  had  the  misfortune  to 
step  in. 

For  instance,  do  you  think 
vendors  are  doing  enough  to 
provide  interoperability  among 
network  operating  systems? 
What’s  your  take  on  800- 
number  portability?  What  can 
suppliers  do  to  improve  service 
and  support?  How  will  this 


week’s  stories  impact  your 
business? 

There’s  an  anonymous  say¬ 
ing  that  goes,  “A  newspaper  is 
not  just  for  reporting  the  news 
as  it  is,  but  to  make  people  an¬ 
gry  enough  to  do  something 
about  it.”  Our  intent  is  not  to 
raise  readers’  ire,  but  rather  to 
provide  accurate  and  insightful 
information  to  increase  aware¬ 
ness  and  encourage  the  commu¬ 
nity  to  participate  in  the  infor¬ 
mation  exchange. 

You  can  submit  contribu¬ 
tions  by  mailing  letters  to  Net¬ 
work  World,  l6l  Worcester 
Road,  Framingham,  Mass. 
01701;  faxing  them  to  us  at 
(508)  820-3467;  or  sending 
them  via  the  Internet  to 
network@world.std.com  or  via 
MCI  Mail  to  390-4868.  Or  E- 
mail  us  on  our  own  bulletin 
board  system  (see  page  2  for  ac¬ 
cess  directions).  If  you  prefer, 
leave  a  voice  mail  letter  by  call¬ 
ing  ((800)  622-1108,  Ext. 
461.  □ 


Want  to  respond  to  an  article  or  opinion  in  Network  World? 
Mail  typed  letters  to  Editor,  Network  World,  16 1  Worcester 
Road,  Framingham,  Mass.  01701,  or  fax  them  to  (508)  820- 
3467.  Transmit  your  response  via  MCI  Mail  at  390-4868  or  to 
our  Bulletin  Board  System.  (See  page  2  for  BBS  instructions.) 
Letters  may  be  edited for  space  and  clarity. 
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Faster. 


With  NetText™  Online,  the  solution  to  all 
your  research  needs  is  no  longer  a  mystery. 
In  fact,  it’s  elementary. 

Whether  you’re  tracking  vendors  and 
products,  following  industry  trends  or  investi¬ 
gating  how  other  companies  like  yours  are 
implementing  specific  technologies,  the  an¬ 
swers  can  be  unmasked  right  at  your  own  PC. 

NetText™  Online  is  a  fully  search¬ 
able,  comprehensive  library  of  Network  World 
articles  available  now  for  the  first  time  on¬ 
line.  Networking  research  has  never  been  so 
easy,  so  complete  or  so  economical. 

Available  for  DOS,  Windows  or  MAC 
platforms,  NetText™  Online  provides 
instant  access  to  Network  World’s  detailed  edi¬ 
torial  information  from  January  1990  to  pre¬ 
sent.  You  can  examine  Buyer’s  Guides, 
Budget,  Salary  and  Critical  Issues  Surveys, 
in-depth  features  and  much  more.  What’s 
more,  all  information  is  searchable  by  head¬ 
line,  subject,  full  text  content,  author  or 
date.  Full  boolean  searches  are  a  snap  with 
NetText™  Online’s  menu  driven  interface. 
And  as  an  added  bonus,  you’ll  also  have 
access  to  Computerruorld’s  on-line  editorial 
library  from  January  1990  to  present. 


The  NetText™  Online  Start-Up  Kit 
Costs  just  $25.00  and  includes  everything 
you  need  to  begin  using  NetText™  Online 
including  easy-to-use  communications  soft¬ 
ware.  After  that,  you’ll  be  charged  just 
$45/hour  (up  to  2400  bps)  or  $50/hour 
(9600  bps)  for  access  time  -  just  half  the 
cost  of  most  other  on-line  publication 
library  services. 


Stop  relying  on  mere  clues  or 
singular  bits  of  information  to  answer 
your  networking  research  needs,  call 

800  643-4668 

for  more  information  and  to  order 
NetText™  Online. 

Dial  our  Fax-back  information  line. 

800  756-9430 

When  prompted  request  item  #25 
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An  on-line  library  of  Network  World  articles 
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You  have  good  people.  They  learn  quickly.  They  want  to  find  smarter  ways  to  do 
their  jobs.  They  want  to  acquire  the  key  skills  needed  to  make  your  networks  more 
effective.  What  they  need  is  a  better  understanding  of  network  concepts.  What  you 
need  is  a  way  to  train  them  quickly  and  easily  without  spending  a  ton  of  money. 

The  right  network  training  makes  all  the  difference  in  the  world 

An  easy  way  to  teach  the  fundamentals  of  networking  is  with  self-paced  video  training.  Network 
Concepts,  a  video  training  series,  is  ideal  for  your  people  to  learn  at  their  own  convenience,  anywhere, 
anytime.  University  testing  has  shown  this  approach  is  superior  to  other  training  methods.  Results 
indicate  users  leam  easier,  faster  and  retain  more  information  than  with  traditional  training  methods. 
Already,  thousands  of  employees  at  companies  such  as  Intel,  AT&T,  DEC,  Computer  Vision,  the  US 
Postal  Service  and  many  other  organizations  have  successfully  used  video  software  training. 


The  Network  Concepts  Training  Series  is  efficient  and  cost-effective 

You  can  train  your  entire  staff  for  a  fraction  of  the  cost  of  a  single  day  of  outside  training  and  travel 
costs.  This  training  product  is  perfect  for  training  new  network  employees  or  as  a  refresher  course  for 
present  employees.  Network  Concepts  will  teach  users  about  LANS,  WANS,  and  internetworking  as 
well  as  how  to  create  and  control  network  communications  and  how  to  maintain  networks.  The  series 
includes  five  video  tapes  plus  five  workbooks.  Purchase  the  complete  series  at  the  special  price  of  $995 
(retails  at  $1195)  or  purchase  the  introductory  course  for  $245,  plus  shipping  and  handling.  Additional 
workbooks  for  $10  each  or  $40  for  the  set  of  five. 

CALL  TO  ORDER  YOUR  NETWORK  CONCEPTS  SERIES  TODAY  tfft y 

800-643-4668 
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Forced  by  upper  management  to 
cost-justify  operational  costs,  network 
managers  are  becoming  more  sophisti¬ 
cated  in  the  way  they  think  about  using 
outsourcers.  Users  are  realizing  they  no 
longer  have  to  turn  over  the  entire  op¬ 
eration  to  an  outsourcer. 

Instead,  they  are  taking  a  modular 
approach  by  slicing  up  the  network  op¬ 
erations  pie  into  individual  tasks  and 
handing  off  those  pieces  that  can  be 
performed  more  economically  and  effi¬ 
ciently  by  an  outsider. 

By  off-loading  complicated  or  non¬ 
moneymaking  parts  of  the  operation, 
these  network  managers  can  focus  their 
time  and  energy  on  more  important 
functions  such  as  network  planning,  de¬ 
vising  strategic  business  applications  or 
applying  network  technology  to  reengi¬ 
neer  work  processes. 

Users  today  are  considering  turning 
over  parts  of  their  operations  to  a  long¬ 
distance  carrier,  systems  integrator  or 
a  computer  vendor. 

For  instance,  a  company  might  out¬ 
source  data  center  operations  and  ap¬ 
plication  support  modules  to  a  systems 
integrator,  wide-area  network  modules 
such  as  the  operation  and  management 
of  modems,  multiplexers  and  private 
branch  exchanges  to  a  carrier,  and  lo¬ 
cal-area  network  and  client/server  ap¬ 
plication  installation  and  operation  to  a 
computer  vendor. 

A  few  years  ago,  most  outsourcing 
deals  involved  a  turnkey  transfer  of 
capital  equipment,  operations  staff  and 
network  facilities  to  a  vendor  such  as 
Electronic  Data  Systems  Corp.  (EDS)  of 
Plano,  Texas,  or  Computer  Sciences 
Corp.  (CSC),  located  in  El  Segundo, 
Calif. 

Users  often  find  that  carriers  are 
able  to  do  a  better  job  of  networking 
and  network  management  than  they 


could,  while  systems 
integrators  can  do  a 
better  job  at  data 
processing. 

For  instance,  Con¬ 
tinental  Bank  Corp., 
which  is  based  in  Chi¬ 
cago,  has  a  consider¬ 
ably  faster  network 
technology  turn¬ 
around  time  as  a  re¬ 
sult  of  an  outsourc¬ 
ing  agreement  with 
WilTel,  according  to 
Bill  Murschel,  manager  of  media  rela¬ 
tions  at  the  bank. 

In  addition,  Continental  employees 
have  washed  their  hands  completely  of 
technology  questions  and  are  concen¬ 
trating  on  banking,  he  adds. 

Continental  transferred  about  30 
employees  to  WilTel  under  a  network 
outsourcing  agreement  and  about  450 
employees  to  IBM’s  Integrated  Systems 
Solutions  Corp.  (ISSC)  subsidiary  un¬ 
der  a  separate  data  processing  out¬ 
sourcing  deal. 

Users  are  also  tapping  computer 
vendors  for  modular  outsourcing  deals. 

Digital  Equipment  Corp.,  for  in¬ 
stance,  manages  just  a  piece  of  Cam¬ 
bridge,  Mass. -based  Lotus  Development 
Corp.’s  5,000-node  network.  Lotus 
does  its  own  logical  and  physical  net¬ 
work  design  and  uses  DEC  to  keep  the 
network  running. 

“[DEC  does]  trouble  shooting,  prob¬ 
lem  determination  and  network  hard¬ 
ware,”  says  Gene  Cort,  vice  president  of 
information  systems  (IS)  and.  support 
for  Lotus.  “We  keep  the  portion  we 
think  we  can  add  value  to,  and  we  out¬ 
source  where  we  think  there  are  effi¬ 
ciencies  because  of  economies  of  scale. 
We’re  freeing  up  our  resources  for  [net¬ 
work]  planning  for  the  future  rather 


than  for  day-to-day  [network]  fire- 
fights.” 

The  new  kids 

While  all  three  types  of  outsources 
offer  modular  deals,  long-haul  carriers 
are  fast  becoming  a  force  in  the  market. 
They  have  gained  a  better  understand¬ 
ing  of  the  complexity  of  distributed 
computing  strategy  and  its  correspond¬ 
ing  broad  geographic  reach.  Likewise, 
carriers  can  support  user  requirements 
for  near- 100%  reliability  of  networks 
that  run  mission-critical  applications 
and  provide  robust  network  services. 
Being  national  or  international  in 
scale,  carriers  are,  in  some  cases,  better 
positioned  to  provide  local  site  support 
to  a  wide  array  of  geographically  dis¬ 
persed  sites. 

In  network  outsourcing  arrange¬ 
ments  that  involve  substantial  use  of 
wide-area  circuits,  the  carriers  almost 
always  offer  a  strong  cost  advantage 
over  computer  vendors  and  systems  in¬ 
tegrators.  For  the  leading  domestic  and 
international  network  service  provid¬ 
ers,  outsourcing  has  become  a  top  pri¬ 
ority  and  a  means  of  locking  in  long¬ 
term  circuit  revenue  as  well  as  service 
and  support  contracts. 

The  outsourcing  arms  of  MCI  Com¬ 


munications  Corp.  in  Rye  Brook,  N.Y., 
AT&T  in  Bridgewater,  N.J.,  and  WilTel 
in  Tulsa,  Okla.,  as  well  as  international 
efforts  by  Infonet  Services  Corp.  in  El 
Segundo  and  BT’s  Syncordia  of  Atlanta, 
are  fast  becoming  independently  recog¬ 
nized  business  units  of  their  parent 
companies.  These  units  leverage  their 
parents’  WAN  resources  and  are  devel¬ 
oping  their  own  expertise  in  data  net¬ 
working,  LANs,  private  network  man¬ 
agement,  and  even  software  and 
systems  support. 

MCI’s  outsourcing  offerings,  which  it 
calls  management  services,  range  from 
full-service  arrangements  to  special¬ 
ized  deals.  The  scope  of  services  that 
MCI  supports  goes  beyond  the  tradi¬ 
tional  carrier  transport  services  to  in¬ 
clude  LAN  and  desktop  integration,  as 
well  as  LAN  and  WAN  design,  installa¬ 
tion  and  management.  Most  of  its  out¬ 
sourcing  deals  resulted  from  existing 
customer  relationships. 

MCI’s  services  include  helping  a  cli¬ 
ent’s  financial  staff  with  the  allocation 
and  chargeback  of  communications 
costs  and  building  internal  chargeback 
tariffs.  MCI  is  active  with  global  out¬ 
sourcing  through  a  number  of  channels. 
Its  Global  Communications  Service  co¬ 
ordinates  network  services  across  more 


II 

JL  JL  earing  the  word  “outsourcing”  still 
causes  many  network  managers  to  wince  in  fear 
that  their  entire  operation,  including  equipment, 
staff  and  network  facilities,  will  be  turned  over  to  a 
third  party,  leaving  them  without  a  job.  But  a 
growing  number  of  net  managers  are  realizing  that 
the  use  of  outsourcing  vendors  to  support  func¬ 
tions  once  considered  the  province  of  private  net¬ 
work  staff  has  its  benefits. 
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Users  find  farming  out  pieces  of  the  network 
operations  pie  has  its  benefits. 


than  a  dozen  countries.  MCI  is  also  a 
25%  owner  of  Infonet  and  is  the  U.S. 
sales  channel  for  Infonet’s  Enterprise- 
Defined  Network  Service,  which  pro¬ 
vides  international  turnkey  design,  in¬ 
stallation,  operations  and  management 
of  public  and  private  hybrid  nets. 

MCI  is  willing  to  acquire  staff  and 
capital  equipment  from  a  customer. 

AT&T,  especially  after  its  acquisi¬ 
tions  of  computer  vendor  NCR  Corp. 
and  European  systems  integrator  AT&T 
Istel,  is  becoming  an  increasingly  pow¬ 
erful  player  in  the  outsourcing  busi¬ 
ness.  AT&T’s  Accumaster  Management 
Services  feature  a  broad  array  of  net¬ 
work  management  technology. 

The  carrier  has  competencies  in  net¬ 
work  operations  and  support,  as  well  as 
the  provision  and  management  of  cir¬ 
cuits.  AT&T  is  willing  to  assume  owner¬ 
ship  of  equipment  and  staff,  although 
the  carrier  prefers  to  use  its  own  people 
to  augment  the  user’s  staff. 

Given  its  ownership  of  NCR,  AT&T  is 
now  finding  itself  in  the  midst  of  many 
complex  outsourcing  deals,  which  in¬ 
clude  LAN  and  desktop  computing  is¬ 
sues,  as  well  as  WAN  design  and  opera¬ 
tions.  In  Europe,  AT&T  relies  on  AT&T 
Istel  to  provide  manpower  and  network 
management  services  from  AT&T’s 
Global  Network  Services  Centers  in  the 
U.K.  and  the  Netherlands. 

AT&T  Istel  has  experience  in  com¬ 
puter-integrated  manufacturing,  simu¬ 
lation  software,  decision  support  sys¬ 
tems  and  project  management.  Also, 
the  firm  has  a  large  private  data  net- 


Total  outsourcing  of  the 
networking  market  today  is  15%, 
which  can  be  broken  down  into: 

Third-party  vendors  10%  3%  2% 

Carriers - ' 

Systems  vendors - 

work  and  offers  a  wide  range  of  value- 
added  data  sendees.  It  provides  net¬ 
work  sendees  to  the  European  travel 
industry  and  will  also  manage  equip¬ 
ment  from  a  number  of  vendors,  includ¬ 
ing  IBM  and  DEC. 


WilTel’s  offerings  run  the  gamut 
from  WAN  operations  to  administration 
and  ongoing  management  of  LANs  and 
customer  premises  equipment,  but  its 
emphasis  is  primarily  domestic. 

WilTel  prefers  to  assume  ownership 
of  a  client’s  staff  and  equipment  in  or¬ 
der  to  simplify  its  environment,  says 
Anthony  Moreno,  WilTel’s  director  of 
management  services.  “We  prefer  to 
take  ownership  of  the  CPE  and  the  staff, 
although  we  will  work  with  the  custom¬ 
er  on  whatever  scope  of  service  they  de¬ 
sire,”  he  says. 

Like  most  carriers,  WilTel  finds  itself 
on  different  sides  of  teaming  arrange¬ 
ments,  depending  on  the  project. 

As  a  part  of  its  network  management 
services,  WilTel  will  offer  to  build  and 
support  dedicated  private  management 
centers,  but  more  often,  it  extends  and 
partitions  its  existing  operations  sup¬ 
port  system  to  meet  a  customer’s 
needs.  For  example,  WilTel  often  parti¬ 
tions  its  trouble-reporting  system  for 
each  customer.  This  enables  a  user  to 
tap  into  the  system  and  view  only  those 
reports  that  detail  trouble  with  the  cir¬ 
cuits  used  by  the  customer.  The  same 
applies  for  order  entry,  service  dispatch 
and  the  full  range  of  WilTel’s  adminis¬ 
trative  and  configuration  management 
support  systems. 

On  the  international  front,  Infonet 
touts  its  strong  relationship  with  carri¬ 
ers  in  many  countries  when  pitching  its 
outsourcing  services.  In  fact,  10  carri¬ 
ers  —  foreign  post,  telegraph  and  tele¬ 
phone  administrations  among  them  — 
own  a  stake  in  Infonet,  making  it  some¬ 
what  easier  for  the  company  to  do  busi¬ 
ness  overseas.  Infonet  also  has  techni¬ 
cal  staff  in  46  countries.  This  enables 
the  firm  to  quickly  establish  global 
links. 

In  one  case,  Infonet  built  and  started 
operations  of  a  multinational  network 
for  a  pharmaceutical  company  in  three 
months.  The  pharmaceutical  firm  esti¬ 
mated  that  it  would  have  taken  two 
years  to  build  the  network  on  its  own. 

Infonet  is  also  branching  out  into 
other  services.  Its  InfoLAN  offering 
supplies  users  with  LAN/WAN  connec¬ 
tivity  and  router  services.  In  the  Info¬ 
LAN  offering,  Infonet  owns  and  oper¬ 
ates  the  connected  routers,  provides 
long-haul  circuits  and  local-loop  cir¬ 
cuits.  The  sendee  includes  monthly, 


daily  and  weekly  management  reports 
that  show  network  service  levels  such 
as  availability  and  error  rates. 

Last  month,  Infonet  announced  an 
agreement  with  Microsoft  Corp.  to 
move  into  remote  desktop  manage¬ 


ment,  as  well  (“Infonet  joins  Microsoft 
in  LAN  mgmt.,”  NW,  Jan.  25). 

Finally,  in  what  may  be  the  most  visi¬ 
ble  commitment  to  network  outsourc¬ 
ing  as  a  separate  field  of  business,  BT 
( continued  on  page  36 ) 


Freeing  up  sticky  problems 


Global  networking  poses  two 
sticky  problems  for  users.  Because 
they  are  highly  distributed  by  nature, 
these  networks  are  expensive  to  in¬ 
stall  and  maintain.  Additionally,  users 
face  the  difficult  task  of  dealing  with 
multiple  carriers,  typically  one  for  ev¬ 
ery  country  through  which  the  net¬ 
work  runs. 

Although  Europe  presents  a  maze 
of  different  carriers  —  each  of  which 
often  has  its  own  special  rules  and  reg¬ 
ulations  —  users  can  run  into  more 
difficult  problems  in  establishing  and 
maintaining  connections  to  Third 
World  locations,  such  as  in  Africa  and 
South  America. 

So  rather  than  deal¬ 
ing  with  these  issues 
on  their  own,  some  us¬ 
ers  have  opted  to  turn 
over  their  internation¬ 
al  networks  to  out¬ 
sourcers,  most  notably 
carriers  that  have 
strengths  in  acquiring 
and  managing  interna¬ 
tional  circuits. 

J.P.  Morgan  &  Company,  Inc.,  for 
instance,  signed  a  three-year,  $8  mil¬ 
lion  contract  for  AT&T’s  global  Accu¬ 
master  Management  Services  earlier 
this  year.  AT&T  will  manage  a  high¬ 
speed  wide-area  network  connecting 
J.P.  Morgan’s  local-area  networks 
throughout  Europe,  North  America, 
Asia  and  Australia. 

San  Bruno,  Calif. -based  Trans 
Ocean,  Ltd.,  a  company  that  trans¬ 
ports  liquids  worldwide,  awarded  an 
outsourcing  contract  to  Infonet  Ser¬ 
vices  Corp.  to  build  a  network  that 
reaches  its  1 5  locations  spread  across 
several  continents.  One  of  the  main 
reasons  Trans  Ocean  chose  Infonet  is 
because  the  company  has  contacts 
and  partners  worldwide,  including  in 


difficult-to-reach  countries. 

“If  you’re  outsourcing  internation¬ 
ally,  unless  you’re  experienced  at  it, 
you  will  need  help  navigating  the 
maze  of  international  PTT  monopoly 
rules  and  regulations,”  says  Brian  An¬ 
derson,  director  of  information  sys¬ 
tems  at  Trans  Ocean. 

He  adds  that  the  right  contacts  are 
needed  even  in  technically  advanced 
countries  such  as  Germany. 

“It’s  not  the  same  as  the  laissez- 
faire  data  communications  world  we 
have  in  the  U.S.,”  Andersons  says. 

In  addition  to  complex  rules  and 
regulations,  the  equipment  in  foreign 
countries  can  be  difficult  to  work  with. 

In  South  America,  An¬ 
derson  says,  “if  you 
don’t  have  a  lot  of 
time,  money  and  ener¬ 
gy,  you  will  fail.  It  is 
very  difficult.” 

Infonet  officials  are 
betting  that  their  glob¬ 
al  approach,  which  in¬ 
cludes  technicians  at 
permanent  locations 
in  46  countries,  will  help  the  firm  cap¬ 
ture  a  lot  of  business  as  nets  become 
more  global  in  reach. 

“In  the  future,  technology  is  not 
going  to  be  the  differentiator,”  says 
Randy  Lintecom,  executive  vice  presi¬ 
dent  for  corporate  marketing  at  In¬ 
fonet.  “What  will  make  a  difference  is 
our  ability  to  deploy  solutions  quick¬ 
ly,  have  expertise  on  the  ground  and 
have  a  global  infrastructure  that  sup¬ 
ports  rapid  deployment.” 

In  the  end,  users  can  find  that 
working  their  way  around  problems 
posed  by  various  carriers  is  a  big  job, 
one  that  can  often  be  done  with  less 
trouble  by  outsourcing  to  an  experi¬ 
enced  carrier. 

—  Kim  Patch 
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Outsourcing  vendors 

Figure  1 


Although  each  type  of  vendor  approaches  outsourcing  from  a  different 
angle,  most  are  expanding  their  offerings  to  include  an  increasingly 
wider  range  of  services. 
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presence,  IBM  recently  targeted 
the  unique  business  of  network 
outsourcing  by  merging  its  IBM 


Systems  vendors:  Tend  to 
specialize  in  building  networks 

•IBM 

•  Digital  Equipment  Corp. 


Carriers:  Tend  to  specialize  in 
WAN  services 

■MBK'  §J 


-AT&T 

•  MCI  Communications  Corp. 
-  Sprint  Corp. 


( continued from  page  35 ) 
created  Syncordia.  Syncordia  is 
in  the  process  of  constructing  a 
global  70-city  net  to  support  rap¬ 
id  deployment  and  reliable  global 
network  services.  The  company 
also  leases  circuits  from  other 
carriers  to  fulfill  customer  re¬ 
quirements. 

Syncordia  recognizes  the  im¬ 
portance  of  merging  networks 
and  computers,  with  the  compa¬ 
ny  stating  it  is  willing  to  take  re¬ 
sponsibility  for  a  broad  range  of 
global  functions,  including  desk¬ 
top  computing  and  applications, 
network  applications  such  as 
electronic  mail,  and  devices  such 
as  routers,  PBXs,  modems  and 
muxes,  as  well  as  LANs  and  inter¬ 
national  circuits. 

Syncordia  also  offers  network 
planning,  design,  end-user  help 
desk  support,  circuit  procure¬ 
ment  and  related  administrative 
services.  The  company  is  willing 
to  take  on  its  customers’  capital 
and  leased  assets,  staff  and  ad¬ 
ministration  of  existing  vendor 
contracts  involving  end-to-end 
network  services. 

Like  most  outsourcers,  Syn¬ 
cordia  backs  up  its  service  claims 
with  a  detailed  Service  Level 
Agreement  (SLA).  The  SLA  speci¬ 
fies  targets  for  network  availabil¬ 
ity,  error  rates,  outages,  re¬ 


sponse  time  to  problems,  billing 
accuracy  and  end-user  service 
support  levels.  If  Syncordia  fails 


Third-party  vendors:  Tend  to 
specialize  in  turnkey  solutions 

•  Computer  Sciences  Corp. 

•  Electronic  Data  Systems  Corp. 

•  Syncordia  Corp. 


Companies  formed  by 
partnerships: 

•  Advantis:  IBM  and 
Sears,  Roebuck  and  Co. 

•  Infonet  Services  Corp.: 
10  carriers 


to  meet  its  SLA  requirements,  the 
customer  receives  substantial 
credits. 

The  rest  of  the  market 

With  all  the  activity  on  the  part 
of  carriers  and  their  outsourcing 
arms,  the  traditional  systems  in¬ 
tegrators  and  computer  vendors 
have  not  been  sitting  still.  In  fact, 
IBM  is  making  a  stronger  pres¬ 
ence  in  modular  outsourcing. 
With  ISSC  already  providing  a 
strong  data  center  outsourcing 


Information  Network  with  Sears, 
Roebuck  and  Co.’s  Sears  Technol¬ 
ogy,  Inc.  and  Sears  Communica¬ 
tions  Co.  worldwide  networks  to 
form  Advantis  of  Schaumburg,  Ill. 

Advantis  builds  on  IBM’s 
strengths  in  Systems  Network  Ar¬ 
chitecture  and  Sears’  background 
in  retail  systems  and  financial 
transaction  processing.  The  firm 
is  concentrating  on  expanding  its 
expertise  to  include  Transmis¬ 
sion  Control  Protocol/Internet 
Protocol  environments  and  is  ex¬ 


pected  to  announce  some  new 
LAN-to-LAN  capabilities  in  the 
near  future. 

Advantis  deals  range  from 
well  under  $  1  million  per  year  to 
more  than  $40  million  per  year. 
Like  systems  integrators,  it  is 
willing  to  acquire  a  client’s  staff 
and  capital  assets. 

One  of  the  main  reasons  Mit¬ 
subishi  Electronics  America,  Inc. 
struck  a  network  outsourcing 
deal  with  Advantis  was  because 
“it  minimizes  the  capital  invest¬ 
ment  we  have  to  make,”  says 
Danny  Rhyan,  Mitsubishi’s  tele¬ 
communications  manager.  “It  re¬ 
duces  the  obsolescent  risk  of  our 
own  equipment.” 

Traditional  systems  integra¬ 
tor  EDS  is  rumored  to  be  negotiat¬ 
ing  with  BT  to  join  EDS’  data  pro¬ 
cessor  expertise  with  BT’s 
networking  skills.  Currently,  EDS 
provides  some  network  services 
by  reselling  capacity  on  its  EDS- 
Net.  However,  most  EDSNet  facil¬ 
ities  are  leased  from  one  of  the 
carriers. 

CSC,  like  EDS,  specializes  in 
soup-to-nuts  turnkey  deals  where 
the  company  takes  ownership  of 
all  network  equipment  and  staff, 
and  performs  network  design,  in¬ 
stallation  and  operation  func¬ 
tions.  The  typical  CSC  deal  in¬ 
volves  from  10%  to  35%  network 


services,  although  some  deals 
have  been  almost  exclusively  net¬ 
work-oriented.  CSC  sees  carriers 
as  partners  rather  than  direct 
competitors  and  will  generally 
team  with  a  carrier  in  a  joint  bid. 

CSC  has  recently  acquired  a 
number  of  professional  services 
organizations  that  will  allow  it  to 
add  more  value  to  a  wider  range 
of  customers.  These  acquisitions 
include  North  Carolina-based 
CSC  Compusource,  which  mar¬ 
kets  its  services  to  users  with 
monthly  budgets  as  low  as 
$50,000. 

Through  CSC  Partners,  a  soft¬ 
ware  development  house,  and 
CSC  Index  Systems,  a  manage¬ 
ment  consulting  company,  CSC 
supports  software  development 
and  work  process  reengineering 
and  optimization. 

Clearly,  in  addition  to  the  flex¬ 
ible  modular  deals  being  pursued 
by  many  users,  there  remains 
room  for  one-stop  turnkey  ar¬ 
rangements.  General  Dynamics 
Corp.  has  seen  significant  bene¬ 
fits  from  its  10-year,  $1  billion- 
plus  outsourcing  agreement  with 
CSC. 

“We’ve  got  $200  million  in 
the  bank,  and  we  reduced  the  as¬ 
sets  in  our  balance  sheet  so  that 
our  return  on  assets  has  gone 
up,”  says  Ace  Hall,  corporate 


Think  of  this  as  the  ma 


started  the  FD 


Every  revolution  has  its  moment  of  truth.  For  FDDI, 
that  moment  is  now. 

Introducing  3Com’s  FDDILink™  family  of  32-bit 
EISA  adapters.  They  bring  blistering  FDDI  perfor¬ 
mance  to  your  network  for  as  little  as  $1,295.  That’s 
up  to  half  the  cost  of  comparable  adapters.  And  to 
give  you  even  more  value,  we’ll  start  out  by  giving 
you  two  FDDILink  adapters  for  just  $595  each.* 

And  that’s  not  all.  Backed  by  a  lifetime  warranty, 
the  FDDILink  family  gives  you  the  flexibility  to  ease  your 


network  into  FDDI,  at  your  own  pace.  Thanks  to  their 
unique  “PMD”  module  design,  FDDILink  adapters  can 
be  used  with  shielded  twisted-pair  cable  or  fiber-optic 


32-bit  EISA 
FDDI 

Network  Adapter 


*1,295 


cable.  And  even  with  unshielded  twisted-pair 
when  standards  are  finally  approved.  Simply  plug 
in  the  appropriate  media  module. 

Now  you  can  let  the  high-powered  hardware 
and  software  on  your  network  perform  at  its  full 
potential.  But  without  replacing  all  your  cable.  That’s 
because  FDDILink  can  deliver  100  Mbps  performance  to 


♦Offer  limited  to  two  adapters  per  site,  please.  ©1993  3Com  Corp.  (408)  764-5000.  3Com,  Networks  That  Go  the  Distance,  FDDILink,  LinkBuilder,  and  NETBuilder  are  trademarks  of  3Com  Corp. 
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vice  president  of  IS  for  General 
Dynamics.  “We’ve  eliminated 
about  2,500  people,  and  we’ve 
reduced  operating  costs.” 

The  turnkey  agreement  even 
makes  it  easier  to  divest  other  di¬ 
visions  of  the  company  without 
disrupting  its  IS,  Hall  says. 

DEC  is  also  continuing  to  beef 
up  its  network  outsourcing  re¬ 
sources.  Best  known  for  winning 
the  voice  and  non-SNA  data  net¬ 
work  portion  of  the  Eastman  Ko¬ 
dak  Co.  outsourcing  deal,  DEC’S 
outsourcing  business  is  leveraged 
by  growth  in  client/server  com¬ 
puting. 

DEC  often  teams  with  carriers, 
systems  integrators  —  such  as 
Andersen  Consulting  and  Cap 
Gemini  Sogeti  —  and  even  rival 
IBM  to  provide  a  complete  out¬ 
sourcing  solution.  DEC  works 
with  more  than  1,300  hardware 
and  software  vendors  through  its 
equipment  service  and  support 
arm. 

The  company  uses  senior  staff 
from  its  internal  telecommunica¬ 
tions  and  technology  operations 
to  help  win  outsourcing  deals.  As 
a  result,  a  manufacturing  compa¬ 
ny  seeking  to  install  and  operate 
LANs  in  a  factory  might  find  its 
project  team  led  by  someone  who 
lived  through  the  same  experi¬ 
ence  at  a  DEC  facility. 


Likewise,  DEC  makes  many  of 
its  internal  administrative  sys¬ 
tems,  such  as  the  help  desk  and 
dispatch  system  that  run  its  inter¬ 
nal  field  service  operation,  avail¬ 
able  to  outsourcing  clients.  De¬ 
spite  internal  reorganizations, 
outsourcing  and  professional  ser¬ 
vices  remain  a  priority  at  DEC. 
Perhaps  this  is  because  DEC’S 
outsourcing  and  professional  ser¬ 
vices  grew  by  22%  last  year. 

Adding  value 

Carriers,  systems  integrators 
and  computer  vendors  have 
found  that  the  way  to  success  is 
offering  services  packaged  exact¬ 
ly  in  the  format  desired  by  the 
customer,  whether  that  be  com¬ 
plete  turnkey,  modular  or  some 
kind  of  shared  responsibility. 
Modular  service  options  often  fit 
better  into  corporate  cultures 
that  view  control  over  communi¬ 
cations  as  a  strategic  issue. 

However,  as  users  become 
more  sophisticated,  their  de¬ 
mands  on  vendors  escalate.  No 
longer  is  the  installation  and  op¬ 
eration  of  a  near- 100%  available 
network  enough.  Users  are  look¬ 
ing  for  outsourcers  to  provide 
higher  service  levels,  more  ex¬ 
pertise  in  distributed  networks, 
remote  office  support  in  the  U.S. 
and  overseas,  and  state-of-the- 


art  security,  billing  and  network 
management. 

“The  average  user  doesn’t 
want  to  manage  a  net  —  he  wants 
to  sue  somebody  if  it  doesn’t 
work,”  says  Thomas  Nolle,  presi¬ 
dent  of  CIMI  Corp.,  a  market  re¬ 
search  company  in  Voorhees,  N.J. 
“If  I’m  Reebok  [International, 
Ltd.],  I  don’t  want  my  best  [peo¬ 
ple]  doing  networks,  I  want  them 


doing  sneakers.” 

Outsourcers  agree.  “More  and 
more  customers  are  calling  about 
services  rather  than  premises- 
based  solutions  as  they  become 
more  comfortable  in  considering 


outsourcing  as  a  way  of  freeing 
their  staff  to  focus  on  business 
process  and  technology  prob¬ 
lems,”  says  Bill  Gilbert,  AT&T’s 
director  of  network  manage¬ 
ment. 

In  addition,  more  users  want 
outsourcers  to  handle  somewhat 
routine  tasks  such  as  installing 
and  maintaining  LANs  in  far- 
flung  locations.  Hiring  an  out¬ 


sourcer  to  perform  this  task  often 
turns  out  to  be  cheaper  than  put¬ 
ting  an  employee  on  a  plane  ev¬ 
ery  time  a  new  LAN  is  needed  or 
an  existing  LAN  develops  prob¬ 
lems. 


As  organizations  expand  into 
more  countries,  it  becomes  in¬ 
creasingly  difficult  to  establish 
global  networks  without  some 
kind  of  outside  help  (see  “Free¬ 
ing  up  sticky  problems,”  page 
33). 

Analysts  predict  that  out¬ 
sourcing  will  grow  over  the  next 
five  years.  All  three  types  of  ven¬ 
dors  are  poised  to  increase  their 
network  outsourcing  businesses. 
At  the  same  time,  the  definition 
of  what  is  included  in  network 
outsourcing  will  continue  to  ex¬ 
pand  and  challenge  the  vendors’ 
resources.  If  many  users  this  year 
draw  the  boundary  of  the  data 
network  at  the  router  or  hub,  the 
boundary  in  1995  may  extend  to 
the  desktop  workstation. 

Communications  across  the 
enterprise  and  the  ability  to  coor¬ 
dinate  it  quickly  and  cost-effec¬ 
tively  will  become  important  as 
the  use  of  alliances  and  subcon¬ 
tractors  grows  globally. 

To  succeed,  each  type  of  out¬ 
sourcer  will  have  to  expand  its  in¬ 
dividual  credentials.  Systems  in¬ 
tegrators  will  need  to  become 
increasingly  flexible  and  global, 
and  continue  striking  deals  with 
carriers  for  cost-effective  net¬ 
work  facilities. 

Computer  vendors  offering 
( continued  on  page  41) 


>  outsource 

2 


1.  Shift  networking  costs  from  a  capital  expense  to  a  more  consistent 
service  cost 

2.  Allow  personnel  to  concentrate  on  core  businesses 

3.  Off-load  an  increasingly  complicated  division  of  a  company,  sometimes 
without  having  to  reduce  staff 

-I.  Gain  better  networks  without  having  to  keep  up  with  networking 
technology  internally 

•j.  Hedge  all  bets  on  emerging  technologies 

5.  Cut  down  on  extra  expenses,  such  as  extensive  travel  and  maintaining 
off-site  networking  personnel,  that  are  associated  with  distributed  networks 

7.  In  some  cases,  cut  down  on  networking  costs  due  to  economy  of  scale 
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tch  that  lit  the  fuse  that 


DI  revolution. 

' 


FDDILink’s  unique  ‘ ‘PMD ’ 'module  design  makes  changing  media  a  snap. 


the  desktop  using  lower- cost  shielded  twisted-pair  copper 
cable  and  connectors. 

And  what’s  even  better,  when  you  add  3Com’s 
NETBuilder*!!  Routers  and  LinkBuilder®3GH  Hubs,  you 


have  a  total  solution  that  runs  all  the  way  from  the  desktop 
to  the  WAN.  A  solution  with  the  unequaled  reliability  of 
3Com®  technology. 

But  that’s  enough  talk.  For  FDDI  revolutionaries, 
this  is  a  time  for  action.  Call  l-800-NET-3Com. 


Networks  That  Go  the  Distance m 
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Tests  of  6611  validate  IBM  claims,  raise  concerns 


continued  from  page  1 

and  others  to  be  routed  on  the 
same  physical  backbone  net¬ 
work.  Like  most  other  multipro¬ 
tocol  routers,  the  661 1  does  not 
behave  as  a  single  router  support¬ 
ing  multiple  protocols.  Instead,  it 
is  more  like  multiple  virtual  rout¬ 
ers  —  each  supporting  a  separate 
protocol,  creating  its  own  net¬ 
work  overhead  and  setting  its 
own  line-sharing  priorities. 

However,  some  routers  add 
value  by  allowing  users  to  assign 
higher  priorities  to  some  proto¬ 
cols  that  share  a  line.  This  would 
make  it  possible  for  network 
managers  to  customize  their  net¬ 
works  for  delay-sensitive  applica¬ 
tions  or  protocols.  For  instance, 
some  SNA  3270  emulators  with 
timer  defaults  for  local  LANs  may 
need  to  be  given  a  higher  network 
priority  to  prevent  session  loss. 

The  6611  has  a  feed  bias  to 
SNA  traffic  and  extends  equal  line 
sharing  among  other  protocols. 
For  SNA  emulators  with  short 
timers,  this  preference  is  clearly 
a  benefit.  However,  the  bias  could 
be  a  problem  for  non-SNA  appli¬ 
cations  developed  with  timers  set 
for  a  local-area  network  environ¬ 
ment  and  then  used  in  a  heavily 
loaded  network. 

On  another  front,  one  of  the 
most  expensive  problems  in  large 
token-ring  source  route  bridging 
(SRB)  networks  has  to  do  with 
broadcasts.  Broadcasts  become 
expensive  because  they  congest 
wide-area  network  links,  increas¬ 
ing  the  need  for  higher  speed 
lines.  For  The  Travelers,  that 
could  cost  $750,000  annually. 

Broadcasts  are  used  by  many 
network  operating  systems,  pro¬ 
tocols  and  applications  for  many 
purposes,  including  route  discov¬ 
ery,  network  entry,  server  logon, 
message  multicasting  and  con¬ 
nectionless  datagram  message 
sending.  Datagram  broadcasts 
represent  a  serious  problem  be¬ 
cause  they  are  typically  larger 
and  consume  more  line  capacity 
than  other  types  of  broadcasts. 

Some  routers  limit  broadcasts 
by  using  statically-defined  filters. 
This  approach  works  well  in  net¬ 
works  with  defined  traffic  pat¬ 
terns  such  as  hierarchical  net¬ 
works.  Because  all  traffic  goes  to 
the  same  destination  in  a  hierar¬ 
chical  network,  the  same  filter 
can  be  used  in  all  locations.  How¬ 
ever,  in  true  peer  nets  where 
there  are  many  sources  to  desti¬ 
nations,  filter  administration  is 
more  difficult  to  administer. 

Alternatively,  the  6611  pro¬ 
vides  a  learning  filter  where 
sources  and  destinations  are  dy¬ 
namically  learned  and  broadcasts 
are  blocked  from  unintended  des¬ 
tinations.  In  The  Travelers’  test¬ 
ing,  the  6611  Data  Link  Switching 
(DLSw)  eliminated  almost  all  the 
SNA  broadcasts  —  workstation  to 


front-end  processor  (FEP)  — 
and  up  to  60%  of  the  NETBIOS 
broadcasts  —  client-to-server 
and  server-to-server  —  from  en¬ 
tering  nondestination  subnets.  It 
also  blocked  most  broadcasts 
destined  for  devices  in  the  same 
subnetwork.  Broadcasts  destined 
for  devices  in  another  subnet 
were  blocked  from  congesting 
nondestination  subnets. 

By  contrast,  Release  9-1  of 
Cisco  Systems,  Inc.’s  router  soft¬ 
ware  also  uses  a  learning  NET¬ 
BIOS  filter  but  does  not  block 
datagrams. 

The  66 1 1  is  the  only  router  in¬ 
telligent  enough  to  recognize  and 
block  duplicate  broadcasts,  a 
common  occurrence  relating  to 
SNA  and  NETBIOS  traffic.  In  SNA 
environments,  for  example,  if  a 
front-end  controller  fails,  all  con¬ 
nected  devices  go  into  recovery 
mode.  This  will  eventually  result 
in  a  burst  of  broadcasts  that  po¬ 
tentially  spread  the  problem 
throughout  the  network. 

Every  OS/2  LAN  Requester  an¬ 
nounces  itself  with  24  broadcasts 
(by  default)  when  it  boots ,  and  is¬ 
sues  another  18  broadcasts  when 
it  logs  onto  its  domain  server.  Be¬ 
cause  these  broadcasts  do  not 
have  a  specific  destination,  they 
cannot  be  blocked.  However,  the 
6611  recognizes  the  duplicates 
and  only  passes  one  for  the  acti¬ 
vation  and  one  for  the  log  on,  re¬ 
ducing  the  overall  demand  for 
line  capacity. 

LLC  termination  tricks 

Customers  considering  the 
6611  for  its  IBM  network  features 
will  be  pleased.  IBM’s  DLSw, 
which  is  IBM’s  routing  code  for 
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transmitting  SNA  and  NETBIOS 
over  Transmission  Control  Pro- 
tocol/IP  links,  works  well  in  nets 
with  moderate  SNA  traffic. 

Another  major  plus  of  the  IBM 
6611  is  its  DLSw  802.2  Logical 
Link  Control  2  (LLC2)  session 
termination.  LLC2  sessions  un¬ 
derlay  most  higher  layer  LAN 
protocols,  including  SNA  and 
NETBIOS.  LLC2  has  its  own  over¬ 
head  frames,  which  flow  between 
sources  and  destinations  such  as 
workstations  and  servers.  These 
frames  are  used  for  frame  ac¬ 
knowledgment,  failure  notifica¬ 
tion  and  flow  control.  While  LLC 2 


frames  are  important,  they  do 
add  significant  overhead. 

The  6611  LLC2  termination 
feature  allows  the  router  to  act  as 
a  local  destination  for  the  LLC2 
session.  While  providing  proxy 
function  on  behalf  of  the  real  des¬ 
tination,  the  feature  blocks  over¬ 
head  frames  from  crossing  the 
WAN,  reducing  its  congestion. 

Most  SNA  LLC2  sessions  are 
set  up  by  default  to  send  one  Re¬ 
ceiver  Ready  (RR)  acknowledg¬ 
ment  for  every  frame  sent.  Most 


routers  not  only  pass  these 
frames,  but  also  add  more  header 
overhead.  SNA  3270  applications 
tend  to  use  small  frames. 

In  a  local  network  where  the 
average  information  frame  size  is 
400  bytes,  RRs  would  account  for 
less  than  0.5%  of  network  traffic. 
Over  router  networks  using 
TCP/IP  encapsulation,  RRs  ac¬ 
count  for  1 3%  of  the  traffic  sent. 

By  contrast,  in  The  Travelers’ 
tests,  the  6611  blocked  all  RRs 
from  hopping  onto  the  WAN.  It 
uses  TCP’s  windowed  acknowl¬ 
edgments  for  guaranteed  deliv¬ 
ery.  With  windowed  acknowledg¬ 
ments,  as  the  error-free  octets 
are  received,  the  frequency  of  the 
acknowledgments  drop,  cutting 
overhead  significantly. 

Yet  another  benefit  to  the 
66ll’s  LLC2  termination  is  that 
the  router  can  provide  conges¬ 
tion  control  by  withholding  RRs 
from  the  end  station.  Routers 
that  do  not  offer  LLC2  termina¬ 
tion  throw  away  frames  when 
congested  and  rely  on  the  origi¬ 
nating  workstation  to  retransmit 
the  message. 

In  The  Travelers’  tests,  the 
6611  did  withhold  RRs  to  ease 
network  traffic. 

Not  only  does  the  6611  termi¬ 
nate  the  LLC2,  but  it  also  termi¬ 
nates  the  bridge  path.  This  re¬ 
moves  the  seven-hop  limit  for 
SRB  frames,  which  has  been  an 
obstacle  in  large  token-ring  net¬ 
works.  The  Travelers’  tests  veri¬ 
fied  that  the  6611  supports  six 
hops  on  either  side  of  the  router. 

The  direct  approach 

For  networks  that  use  IBM  Re¬ 


mote  Bridges,  there  is  more  good 
news.  These  remote  bridges  can 
connect  directly  into  the  66 11 
over  a  wide-area  link,  as  opposed 
to  a  pair  of  IBM  bridges  and  an  in¬ 
termediate  LAN  to  get  to  router. 

This  results  in  two  benefits:  re¬ 
duced  equipment  costs  and  re¬ 
duced  overhead.  Add-on  bridge 
serial  ports  for  the  6611  cost 
about  $3,500  for  two,  compared 
to  a  stand-alone  IBM  Personal 
System/ 2  with  bridge  program, 
token-ring  card  and  RTIC  cards 
that  cost  more  than  $4,000. 

The  advantage  is  that  The 
Travelers’  tests  showed  that  by 


directly  connecting  IBM  Remote 
Bridges,  the  6611  can  block 
broadcasts  not  destined  for  a  re¬ 
mote  ring. 

The  6611  also  provides  Syn¬ 
chronous  Data  Link  Control  ter¬ 
mination  instead  of  a  FEP.  By 
moving  this  polling  function  to  a 
6611  locally  connected  to  a  con¬ 
troller,  line  costs  are  reduced  and 
FEP  polling  cycles  eliminated. 

Despite  these  savings,  The 
Travelers  chose  not  to  test  this 
feature  because  the  66l  l’s  SDLC 
interface  supports  only  PU  2.0  in 
half-duplex  mode.  Full  duplex  is 
important  for  performance  over 
multidrop  circuits.  Another  con¬ 
cern  for  The  Travelers  was  the 
potential  impact  polling  may 
have  on  the  6611  CPU. 

Bouncing  back 

Another  welcome  feature  the 
6611  provides  IBM  networks  is 
route  recovery  without  session 
loss  for  SNA  and  NETBIOS.  The 
6611  provides  an  option  to  use 
Open  Shortest  Path  First  (OSPF) 
to  route  all  IP  frames. 

On  the  6611,  IP  frames  carry 
data  not  only  for  TCP,  but  also  for 
SNA  and  NETBIOS.  OSPF  is  a  link 
state  protocol  that  provides  near 
instantaneous  and  simultaneous 
updates  of  network  routing  tables 
once  a  failure  is  detected.  Other 
routing  protocols  such  as  Route 
Information  Protocol  only  pro¬ 
vide  table  updates  periodically. 
These  routing  protocols  take  sig¬ 
nificantly  longer  for  a  routing 
change  to  be  passed  around. 

The  Travelers’  tests  found  that 
once  a  failed  route  was  discov¬ 
ered,  reroute  could  occur  within 


seconds.  However,  like  most  oth¬ 
er  routers,  the  6611  relies  on 
polling  intervals  to  detect  a  route 
loss.  To  get  a  reroute  within  20 
seconds,  polling  was  set  to  three- 
second  intervals.  At  this  interval, 
all  sessions  recovered  on  the  new 
route.  When  the  poll  interval  was 
set  above  that,  some  applications 
failed  due  to  timers  expiring. 

As  an  added  benefit,  during  re¬ 
route  processing,  the  66 1 1  sends 
“Receiver  Not  Ready”  notifica¬ 
tions  to  active  SNA  and  NETBIOS 
stations.  This  notification  pre¬ 
vented  sending  stations  from 
transmitting  retry  messages. 
Without  this  feature,  a  route  fail¬ 
ure  could  result  in  flooding  of 
other  links  with  retry  frames, 
thereby  spreading  the  outage. 

Setting  new  standards 

For  operations,  software 
maintenance  and  management, 
the  IBM  6611  raises  the  bar  for 
other  router  products.  The  Trav¬ 
elers’  tests  verified  that  the  6611 
can  be  fully  operated  from  re¬ 
mote  locations,  as  well  as  man¬ 
aged  and  maintained,  both  in  the 
normal  and  problem  states.  In 
the  steady  state,  all  operations 
could  be  done  through  direct  con¬ 
nect,  TCP/IP  Telnet  or  Remote 
Login  using  the  operations  con¬ 
sole. 

All  configurations  and  soft¬ 
ware  maintenance  could  be 
downloaded  locally  using  dis¬ 
kette  or  remotely  using  the 
TCP/IP  File  Transfer  Protocol 
over  the  LAN  internet. 

When  normal  connectivity 
was  lost,  all  operations  could  be 
done  over  a  dial-in  connection. 

The  6611  also  provides  a  su¬ 
perior  set  of  problem  determina¬ 
tion  tools.  The  router  provides 
traces  for  the  system,  IP  routing, 
Simple  Network  Management 
Protocol,  system  monitor,  adapt¬ 
er,  X.25,  wide-area  lines  and 
bridge  —  each  with  a  robust  set  of 
filters  and  display  options. 

Log  records  contain  detailed 
information  and  can  be  searched 
by  time  interval,  resource  name, 
resource  class,  error  class,  error 
type  or  error  identification. 
While  other  routers  provide  some 
of  these  features,  few  if  any  pro¬ 
vide  them  all. 

One  feature  unique  to  the 
6611  is  a  system  for  patching 
software.  Router  software  is  very 
complex  since  it  must  be  compati¬ 
ble  with  many  protocols.  Bug 
fixes  and  minor  enhancements 
can  generally  be  expected  for  any 
router  product.  However,  most 
vendors  issue  an  entire  software 
release  to  fix  a  bug  or  a  specific 
customer’s  problem.  On  the 
6611,  code  fixes  can  be  applied 
individually. 

Issues  remain 

There  are  a  number  of  short¬ 
comings  IBM  will  need  to  address 
in  future  6611  software  releases. 


IBM’s  6611  performance 


Local 


Frames  per 
second 


3,900  (IBM) 


3,364  (Bradner) 


Remote 


Frames  per 
second 


2,600  (IBM) 


2,603  (Bradner) 


3,900  (IBM) 


3,900  (IBM) 


3,733  (Bradner) 


3,123  (Bradner) 


SNA/NETBIOS* 


500  (IBM) 


450  (The  Travelers) 


Figures  are  based  on  testing  by  Harvard  *  As  routed  over  TCP/IP 

University,  IBM  and  The  Travelers. 
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While  the  6611  provides  complete  man¬ 
agement  information  to  the  Net- 
View/6000  via  SNMP,  it  provides  little  in¬ 
formation  to  LAN  Network  Manager. 
NetView/6000  fills  the  role  of  managing 
the  router,  but  the  66 1 1  does  not  provide 
token-ring  management  functions.  It  also 
does  not  forward  line  statistics  for  IBM  Re¬ 
mote  Bridges  linked  to  the  router. 

Additionally,  accurate  status  for  inter¬ 
faces  and  protocols  is  difficult  to  deter¬ 
mine.  During  The  Travelers’  tests,  the 
66 1 1  status  display  was  not  always  reliable 
and  could  not  differentiate  between  an  in¬ 
terface  that  was  hung,  one  that  was  in  the 
process  of  activating  or  one  that  was  just 
not  active.  Few  parameter  changes  can  be 
made  without  restarting  the  router  pro¬ 
gram.  There  is  no  provision  for  stopping 
and  restarting  a  hung  resource,  such  as  an 
interface,  a  protocol  or  LLC2  session.  Indi¬ 
vidual  components  cannot  be  started  with¬ 
out  restarting  the  entire  6611  program. 

The  6611  has  an  impressive  design 
strategy  for  high  performance.  It  uses  Re¬ 
duced  Instruction  Set  Computing  technol¬ 
ogy  for  its  main  CPU,  and  the  serial  and 
LAN  interfaces.  Routing  IP,  Novell,  Inc.’s 
Internetwork  Packet  Exchange  (IPX),  Xe¬ 
rox  Corp.’s  Xerox  Network  Systems,  Digi¬ 
tal  Equipment  Corp.’s  DECnet  Phase  IV and 
AppleTalk  as  well  as  bridging  are  done  be¬ 
tween  interface  cards  and  generally  do  not 
require  the  main  CPU’s  services. 

Leveraging  this  architecture,  the  6611 
achieves  competitive  aggregate  through¬ 
put  for  IP  and  SRB  token-ring  frames 
passed  between  66 1  Is  over  a  T-l  line.  For 
SNA  and  NETBIOS,  The  Travelers  deter¬ 
mined  effective  throughput  to  be  rather 
good  for  a  single  session.  With  1 ,920-byte 
frames,  it  took  a  little  less  than  10  seconds 
to  transfer  1M  byte  of  data  between  two 
66l Is  connected  by  a  T-l,  compared  to 
about  20  seconds  to  do  the  same  transfer 
between  a  pair  of  IBM  remote  bridges. 

Performance  stats  in  the  table  on  page 
38  show  6611  performance  results  from 
tests  conducted  by  IBM,  Scott  Bradner  of 
Harvard  University  and  The  Travelers. 
Traffic  is  compared  at  maximum  frames 
per  second  in  a  single  direction  with  64- 
byte  packets. 

On  the  downside,  other  routers  in  the 
same  price  category  achieve  significantly 
better  performance  for  routing  IP  over  a 
LAN.  Also,  compared  to  IP,  the  6611 
makes  it  relatively  unattractive  to  route 
SNA  or  NETBIOS  over  TCP/IP  using  its 
DLSw  option.  DLSw’s  maximum  through¬ 
put  of  about  450  64-byte  frame/sec  would 
severely  underutilize  a  T-l.  Even  with 
large  frames  of  2K  bytes,  The  Travelers’ 
tests  could  not  fill  a  single  T-l. 

In  addition,  as  the  number  of  LLC2  ses¬ 
sions  increase  aggregate  throughputs  of 
the  6611  will  erode.  This  could  be  a  con¬ 
cern  in  large,  heavily  loaded  IBM  networks 
with  requirements  in  excess  of  a  T-l . 

One  solution  to  increase  6611  aggre¬ 
gate  throughput  for  SNA  and  NETBIOS  is  to 
buy  two  6611  Model  140’s  instead  of  a 
Model  1 70.  The  only  significant  difference 
between  the  two  models  is  the  number  of 
slots  and  the  price.  The  Model  1 40  has  four 
interface  slots  and  costs  $6,395,  plus 
adapters  and  software.  The  Model  170  has 
seven  interface  slots  and  costs  $12,340, 
plus  adapters  and  software.  However,  for 
about  the  same  cost,  two  Model  140s  give 
you  double  the  main  CPU  and  potentially 


double  the  aggregate  throughput. 

Users  with  large  networks  should  also 
take  into  account  the  66 1  l’s  lack  of  hard¬ 
ware  and  systems  redundancy.  To  IBM’s 
credit,  The  Travelers’  analysis  found  the 
66 1 1  hardware  to  be  well  designed  for  ser¬ 
viceability  and  RISC  System/6000  compo¬ 
nents  can  be  expected  to  have  high  mean 
time  between  failures.  However,  the  6611 
was  not  built  to  survive  failures.  There  are 
no  redundant  parts,  the  cards  are  not  hot- 
swappable,  and  the  disk  drive  is  required 
for  normal  operations. 

Stability  in  question 

Yet  another  potential  hurdle  in  deploy¬ 
ing  the  66 1 1  in  large  complex  networks  is 
problems  with  stability.  IBM’s  basic  prob¬ 
lem  is  that  it  tried  to  run  before  it  could 
walk  or  even  crawl.  DLSw  provides  greater 
functionality  in  its  first  release  than  any 
other  router  product  on  the  market. 

Compared  to  routers  that  merely  enve¬ 
lope  SNA  and  NETBIOS  frames,  the  6611 
provides  significantly  more  sophisticated 
logic,  including  session  activation,  session 
termination,  local  frame  acknowledg¬ 
ment,  queue  management,  broadcast  con¬ 
tainment  and  failure  recovery.  Given  the 
relatively  short  development  time,  much 
of  the  6o  1 1  software  is  surprisingly  stable. 

However,  during  testing,  The  Travelers 
experienced  stability  problems  with  the 
6611.  The  enduring  problems  seem  to  fall 
into  two  categories:  problems  with  heavy 
production  loads  and  problems  getting 
bug-free  code  updates.  During  the  tests, 
conducted  in  late  1992,  the  661 1  experi¬ 
enced  problems  in  keeping  up  with  the 
company’s  broadcast  traffic  and  sporadi¬ 
cally  failed  under  stress.  In  these  cases, 
DLSw  software  either  hung  or  terminated 
abnormally.  While  these  problems  are  a 
concern ,  IBM  can  be  expected  to  make  pro¬ 
gress  in  correcting  them. 

Of  greater  concern,  however,  is  why 
there  were  so  many  basic  problems  leaving 
IBM  labs  in  the  first  place.  One  reason  may 
be  that  it  is  difficult  to  simulate  large  com¬ 
plex  networks  such  as  The  Travelers’  in  a 
lab.  Yet  vendors  such  as  IBM  are  expected 
to  turn  around  code  fixes  instantly.  As 
changes  were  made  for  The  Travelers, 
IBM’s  regression  tests  were  failing  to  catch 
even  basic  problems. 

In  response  to  these  issues,  Jon  Fjeld, 
IBM’s  head  of  the  66l  1  project  and  direc¬ 
tor  of  Network  Routing  Systems,  says,  “We 
are  aware  of  the  need  to  test  our  Data  Link 
Switching  solutions  in  very  large  and  very 
complex  SNA  and  LAN  nets.”  He  said  his 
division  is  working  with  IBM’s  South-East 
Region  to  implement  DLSw  on  its  net. 

A  year  after  the  6611  was  first  an¬ 
nounced,  IBM  has  delivered  on  its  prom¬ 
ises.  However,  not  all  users  may  be  satis¬ 
fied.  While  the  66 1 1  fits  the  profile  of  the 
customer  that  has  multiprotocol  require¬ 
ments  and  only  moderate  levels  of  SNA 
and  NETBIOS  traffic,  customers  with  large, 
diverse  SNA,  SDLC  and  NETBIOS  networks 
with  heavy  traffic  requirements  may  have 
to  go  slow  before  all  their  requirements 
are  met.  However,  for  this  feature-rich 
product,  it  may  be  worth  the  wait.  □ 

Simon  is  the  senior  telecommunica¬ 
tions  engineer  responsible  for  imple¬ 
menting  routers  in  The  Travelers’  net¬ 
work.  He  can  be  reached  at  (203)277- 
3901. 
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Failure  to  plan 
spells  failure 

continued  from  page  1 
from  the  also-rans. 

Strategic  planning  can  pre¬ 
vent  your  company  from  wasting 
precious  time  and  money  going 
down  blind  alleys  and  investing  in 
incompatible,  dead-end  technol¬ 
ogies. 

Policies  regarding  strategic 
planning  and  procurement  help 
you  maximize  existing  IS  invest¬ 
ments  and  nimbly  adopt  new 
technologies.  They  light  the  way 
toward  an  information  infra¬ 
structure  that  can  easily  support 
new  applications,  enabling  your 
company  to  react  swiftly  to 
changes  in  the  marketplace. 

But  budgets  are  tight,  and  IS 
staffs  are  expected  to  do  more 
with  equal  or  fewer  resources. 
Technology  changes  at  a  dizzying 
clip.  Planning  falls  by  the  way- 
side. 

“A  lot  of  companies  are  just 
concentrating  on  the  day-to-day 
business,”  said  John  Puckett, 
manager  of  engineering  and  net¬ 
work  services  at  The  Foxboro  Co. , 
a  manufacturer  of  process  con¬ 
trol  systems  based  in  Foxboro, 
Mass.,  that  has  used  its  strategic 
plan  to  move  to  an  open  net  envi¬ 
ronment.  “They  don’t  get  any 
medals  for  disrupting  the  current 


process,  and  they’re  so  busy  deal¬ 
ing  with  problems  they  simply 
don’t  have  time  to  look  ahead.” 

Avoiding  the  risks 

While  understandable,  experts 
say  the  failure  to  plan  can  lead  to 
disaster. 

“If  you  don’t  have  a  coherent 
network  plan  in  place,  there  are 
several  risks  you’re  exposing 
yourself  to,”  said  Tom  Nolle, 
president  of  CIMI  Corp.,  a  tech¬ 
nology  assessment  firm  in  Voor- 
hees,  N.J. 

“For  example,  [there  may  be] 
a  significantly  greater  require¬ 
ment  for  equipment  investment 
because  of  false  starts  and  misdi¬ 
rections,  and  also  inadequate 
network  services,  particulary 
during  critical  periods  of  corpo¬ 


rate  growth,”  he  said. 

A  strategic  plan  can  help  a 
company  avoid  problems  by  mak¬ 
ing  users  examine  every  change 
to  the  network,  even  those  that 
appear  fairly  innocuous,  to  en¬ 
sure  they  will  advance  the  compa¬ 
ny’s  strategy. 

“You  make  sure  that  if  you 
take  a  direction  that  diverges 
from  the  plan,  that  direction  is 
challenged,”  Nolle  said. 

Case  in  point:  A  company  has 
made  the  decision  to  wire  with 
copper,  knowing  that  eventual 
improvements  in  the  technology 
will  inexpensively  provide  ade¬ 
quate  bandwidth  for  applications 
well  into  the  future.  But  Depart¬ 
ment  A  decides  to  lay  fiber  to  sup¬ 
port  a  new  application  today. 

The  plan  forces  the  company 
to  cost-justify  the  fiber  for  the 
single  project,  rather  than  artifi¬ 
cially  writing  it  down  over  several 
years  under  the  guise  of  a  strate¬ 
gic  investment. 

“Two  years  later,  everybody’s 
on  copper,”  Nolle  said.  “The 
company  that  installed  fiber  is 
paying  50%  more  for  their  adapt¬ 
ers  than  everybody  else.  And  ev¬ 
ery  decision  it  makes  is  more 
complicated  because  it’s  got  the 
wrong  kind  of  horizontal  wiring. 
That’s  a  problem  a  strategic  plan 
can  avoid  handily.” 

Often,  companies  don’t  think 
about  planning  until 
they  are  faced  with  a 
herculean  project  such 
as  consolidating  net¬ 
works  after  a  merger  or 
acquisition. 

“A  single  depart¬ 
ment  is  charged  with 
getting  the  whole  com¬ 
pany  tied  together,  and 
they  throw  up  their 
hands  because  there  are 
too  many  variants. 
That’s  when  a  central 
plan  gets  put  in  place,” 
said  Michael  Howard, 
president  of  Infonetics 
Research,  Inc.,  a  market 
research  firm  in  San 
Jose,  Calif.  “That’s 
backing  into  it.  It’s  more 
like  crisis  management  than  stra¬ 
tegic  planning.  But  unfortunate¬ 
ly,  that’s  the  way  it  happens  in  a 
lot  of  companies.” 

According  to  Nolle,  40%  of  the 
user  companies  CIMI  conducts 
surveys  for  have  no  documented 
net  strategy  and  many  of  those 
that  say  they  do  don’t  have  real, 
structured  plans  in  place. 

“Of  the  60%  that  believe  they 
have  a  strategic  plan,  we  would 
agree  with  that  in  no  more  than 
20%  of  the  cases,”  Nolle  said. 
“That  means  only  1 2%  of  the  to¬ 
tal  would  actually  have  met  our 
requirements  for  a  plan.” 

Similarly,  Infonetics  found 
that  59%  of  the  users  it  surveyed 
didn’t  have  formal  network  man¬ 
agement  strategies  in  place. 

“The  number  of  organizations 


A  winning  strategy 

Figure  2 

Network  executives  were  asked  to  rate 
how  successful  their  IS  plans  have  been 
in  helping  their  organizations  achieve 
strategic  goals. 

Extremely 
successful 

Don’t  know 
4.7% - 

Not  very 
successful 

Not  at  all 
successful 
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around  the  world  that  have  strat¬ 
egies  to  build  an  enterprisewide 
infrastructure  is  growing  but  is 
still  a  small  percentage,”  agrees 
Ralph  Ungermann,  president  and 
chief  executive  officer  of  Unger- 
mann-Bass,  Inc.  Ungermann  puts 
the  number  at  about  25%  of  all 


The  impetus  for  implementing 
a  strategic  plan  is  varied  (see 
graphic,  page  1 ).  The  prime  goals 
are  to  achieve  interoperability 
among  current  systems,  move  to 
open  standards  and  improve  in¬ 
terdepartmental  communica¬ 
tions.  Although  reducing  IS  ex- 


Controlling  the  buy 

Figure  3 


Users  were  asked  why  they  instituted  IS  procurement  policies 
and  how  stringent  those  policies  are. 


1  Goals  of  current  policies: 

Reduce  purchasing  cost 
and  complexity 

83.5% 

Ensure  compliance 
with  standards 

82.4% 

... 

Achieve  volume 
discounts 

77.6% 

Ensure  product 
interoperability 

75.3% 

Move  to  state-of-the-art 
technology 

70.6% 

Limit  the  number  of 
brands  purchased 

62.4% 
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companies  purchasing  local-area 
networks  today. 

But  the  companies  that  com¬ 
mit  to  planning  are  seeing  big 
benefits,  he  said.  For  example, 
firms  in  the  financial  industry 
tend  to  adhere  strictly  to  strategic 
guidelines,  and  “their  cost  of 
ownership  is  probably  a  tiny  frac¬ 
tion  of  the  cost  of  the  average  or¬ 
ganization’s  —  maybe  as  low  as 
one-sixth  —  because  they  didn’t 
let  this  random  stuff  go  on,”  he 
said.  “They  don’t  have  hundreds 
of  people  funning  around  fixing 
stuff,  while  nobody  even  knows 
they  are  there.” 

Strategic  planning  is  even 
more  critical  as  users  move  to¬ 
ward  distributed  computing,  said 
Jonathan  Gossels,  a  top  executive 
with  Cambridge,  Mass.-based 
Open  Software  Foundation,  Inc., 
which  is  developing  the  Distribut¬ 
ed  Management  Environment 
and  Distributed  Computing  Envi¬ 
ronment. 

“Users  must  develop  a  tech¬ 
nology  plan,  they  have  to  develop 
migration  strategies,  and  they 
have  to  codify  them  into  procure¬ 
ment  specifications  so  that  every 
purchase  moves  them  in  the  right 
direction,”  he  said.  “They  have 
to  recognize  they  have  a  respon¬ 
sibility  in  this.” 

Why  we  plan 

In  order  to  get  a  better  grasp 
on  why  users  institute  strategic 
plans  and  how  they  benefit  com¬ 
panies,  Network  World  surveyed 
100  large  companies  —  those 
spending  between  $  1  million  and 
$4.9  million  a  year  on  network 
products  and  services. 

According  to  the  survey,  users 
with  strategic  plans  update  them 
an  average  of  once  a  year,  and  the 
plans  generally  extend  five  years. 


Scope  of  policies: 


Purchase  only  from  an  g7  . 
approved  vendor  list 


Purchase  only  from  an 
approved  product  list 


Purchase  only  within 
pricing  guidelines 


38.8% 


Purchase  only  products 
that  currently  support 
open  standards 

SOURCE:  NETWORK  WORLD,  FRAMINGHAM,  MASS. 

penditures  was  not  the  top  goal  of 
strategic  planning,  lower  costs 
are  inevitably  a  result  of  strategic 
net  planning,  experts  say. 

“The  biggest  advantage  in 
having  a  strategic  plan  is  consoli¬ 
dating  technologies,”  Infonetics’ 
Howard  said.  “This  enables  you 
to  have  interoperability  among 
departments  and  saves  you  on 
training.  That  translates  into  real 
savings  of  time  and  money.” 

When  asked  if  their  plans  were 
helping  them  achieve 
strategic  goals  —  such 
as  cost  savings  —  the 
users  surveyed  illustrate 
Howard’s  point  (see 
Figure  2,  this  page). 

But  no  plan  can  truly 
be  successful  without  a 
mechanism  for  ensuring 
adherence. 

“The  [companies] 
that  are  going  to  have  a 
competitive  edge  are 
the  ones  that  start  early, 
develop  a  plan  and  stick 
to  it,”  OSF’s  Gossels 
said.  “The  ones  that  are 
all  over  the  map  are  go¬ 
ing  to  be  hurt.” 

In  many  companies, 
this  control  mechanism 
takes  the  form  of  a  centralized 
procurement  strategy,  which  NW 
readers  have  implemented  for  a 
variety  of  reasons,  including  re¬ 
ducing  costs  and  ensuring  com¬ 
pliance  with  standards  (see  Fig¬ 
ure  3,  this  page). 

“Supporting  standards  is  criti¬ 
cal,”  Puckett  said.  “With  stan- 
dards-based  solutions,  you  just 
connect  stuff  together  —  you 
don’t  have  to  go  through  gate¬ 
ways  and  all  that.  That’s  effi¬ 
cient.” 

The  study  found  that  among 
those  companies  with  procure¬ 


ment  policies,  there  are  times 
when  the  rules  can  be  broken  — 
for  example,  when  a  product  has 
features  unavailable  in  products 
that  meet  procurement  guide¬ 
lines  (see  Figure  4,  this  page). 

Flexibility  is  just  good  sense.  A 
plan  that  is  too  rigid  can  be  worse 
than  no  plan  at  all. 

“A  real  strategic  plan  focuses 
on  change,”  Howard  said.  “Make 
sure  the  base  you’re  working 
from  can  support  change  or  evo¬ 
lution  to  the  next  technology 
when  it’s  available.” 

Nolle  agrees.  Rather  than 
committing  to  a  specific  technol¬ 
ogy,  such  as  Asynchronous 
Transfer  Mode,  “the  user  should 
be  making  a  commitment  to  an 
operating  policy  —  a  business 
practice  —  which  suggests  an  in¬ 
formation  systems  policy,  which 
then  dictates  a  network  strategy. 
If  the  user  gets  too  specific,  then 
he  constrains  the  technical  pro¬ 
cesses  with  unreasonable  re¬ 
quirements,  and  that  results  in 
nonoptimal  solutions.  That’s 
how  you  end  up  buying  LANs  that 
cost  $8,000  a  port.” 

Not  for  me 

Still,  some  users  don’t  see  the 
need  for  a  plan.  “We  don’t  have  a 
formal  strategic  plan,  and  we 
don’t  plan  on  developing  one,” 
said  Charles  Ashley,  director  of 
data  processing  technical  ser¬ 
vices  at  the  Texas  Employment 
Commission  (TEC)  in  Austin. 
“We  know  that  we’ll  be  increas¬ 
ing  speeds  and  capacity  incre¬ 
mentally,  and  we’re  planning  for 


that.  But  we  don’t  have  any  plans 
for  any  future  changes  in  the  way 
our  network  is  set  up.  There  just 
isn’t  a  need.” 

Ashley  said  TEC  has  its  hands 
full  with  its  current  network,  add¬ 
ing  that  building  a  strategic  plan 
for  the  future  is  just  not  a  priority. 
“The  world  is  in  such  a  state  of 
flux  that  whatever  we  set  down 
would  be  out-of-date  by  the  time 
it  was  put  in  place,”  he  said. 

Other  users  sympathize  with 
Ashley’s  position  but  say  the 
benefits  to  planning  outweigh  the 
short-term  disadvantages. 


How  strict  are  procurement 
policy  guidelines? 

Figure  4 

Users  were  asked  when  a  purchase 
can  be  made  that  doesn’t  fit  with  their 
procurement  policy. 
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“I  sympathize  with  people  who  say 
they’re  too  short-staffed  and  overworked 
to  worry  about  formulating  a  network 
plan,”  said  Judy  Weimer,  a  systems  analyst 
at  Armor-Kone  Elevator  Co.  in  Louisville, 
Ky.  “But  planning  saves  you  from  running 
around  fighting  fires.” 

Weimer’s  firm  has  already  seen  the 
benefits  of  strategic  planning.  “We  were 
able  to  wire  our  new  building  in  such  a  way 
that  it  would  support  the  terminals  we 
were  using  then  and  the  PC  LANs  we’d  be 
using  in  the  future.  And  we  were  able  to 
keep  tight  control  of  all  the  software  we 
use  across  the  company.  In  the  end,  it 
saved  us  a  lot.” 

A  simple  message 

As  earlier  NW  Reader  Advocacy  Force 
articles  illustrate,  network  vendors  have  a 
lot  to  do  to  resolve  the  problems  inherent 
in  building  enterprise  networks.  But  stra¬ 
tegic  planning  is  one  task  that  rests  solely 
on  users’  shoulders. 

In  order  to  realize  the  promise  of  enter¬ 
prise  networking  and  position  their  com¬ 


panies  to  prosper  in  a  increasingly  com¬ 
petitive  future,  network  and  IS  executives 
have  to  tackle  the  tough  job  of  strategic 
planning.  Users  with  strategic  plans  wield 
great  influence  in  shaping  vendor  deci¬ 
sions  and  product  offerings. 

The  ability  to  translate  business  goals 
into  a  strategic  technology  plan  may  be  the 
most  valuable  skill  an  IS  manager  can  de¬ 
velop  —  more  important  to  long-term  suc¬ 
cess  than  hands-on  experience  with  even 
the  most  cutting-edge  technology. 

Experts  say  that  no  matter  how  much 
time  users  invest  in  strategic  planning,  the 
payback  always  makes  it  worthwhile. 

“Whatever  investment  it  takes  at  the 
front  end  will  always  pay  back  within  a 
year,”  Infonetic’s  Howard  said.  “And  it  al¬ 
ways  pays  back  with  a  strategic  edge.” 

According  to  CIMI’s  Nolle,  “If  your  or¬ 
ganization  has  a  plan  in  place  that  can 
adapt  very  rapidly  to  change,  then  you  are 
going  to  be  in  an  optimally  competitive  po¬ 
sition,  which  means  be  able  to  eat  some 
market  share  at  a  time  when  others  are 
foundering.”  □ 


How  to  formulate  a  strategic  plan 


Analysts  and  users  agree  the  first  step 
in  strategic  planning  is  to  clarify  the  as¬ 
sumptions  on  which  your  plan  will  be 
based  —  to  understand  where  you  really 
need  to  go.  Technology  managers  have 
to  get  detailed  information  from  upper 
management  about  business  directions. 

“You  have  to  get  consensus  on  direc¬ 
tions,  which  means  you  have  to  sit  down 
with  people  who  are  responsible  for  mak¬ 
ing  operating  decisions,  for  making  the 
money,”  said  Tom  Nolle,  president  of 
CIMI  Corp.,  a  technology  assessment 
firm  in  Voorhees,  N.J.  Those  business  de¬ 
cisions  then  need  to  be  translated  into  in¬ 
formation  systems  (IS)  requirements. 

For  example,  say  branch  offices  will 
be  given  more  autonomy  in  hopes  of 
malting  the  company  more  responsive  to 
customer  needs. 

Such  a  shift  translates  into  a  need  for 
more  processing  power  in  the  branches, 
more  network  capacity  and,  perhaps, 
less  demand  for  computing  power  at 
headquarters. 

But  realizing  a  need  for  more  comput¬ 
ing  power  on  remote  users’  desks  is  not 
enough.  Managers  need  to  quantify  the 


increase  and  turn  it  into  concrete  re¬ 
quirements. 

Workstations  providing  200  million 
instructions  per  second  of  processing 
power  may  be  available  three  years  down 
the  road,  at  a  cost  of,  say,  $14,000.  But 
that  price  needs  to  be  measured  against 
the  expected  return  in  productivity. 

Then,  the  IS  executives  need  to  ask 
some  tough  questions  about  increases  in 
transactions  and  new  applications. 

That  information  shapes  a  network 
blueprint  covering  such  items  as  topolo¬ 
gies,  delay  characteristics  and  perfor¬ 
mance  requirements. 

“It’s  not  easy,”  Nolle  said.  “It’s  like 
moving  a  rope  by  pushing  at  the  bottom.  ’  ’ 

Strategic  plans  are  a  general  way  of 
ensuring  the  whole  company  is  headed  in 
the  same  direction.  “When  you  develop 
the  plan,  you’re  saying  to  your  organiza¬ 
tion,  ‘Here’s  a  road  of  X  width  and  X  di¬ 
rection,  andyou  maybe  anywhere  on  this 
road  under  local  authority.  But  when  you 
step  off  the  curb  and  onto  the  grass,  you 
are  threatening  the  company’s  strategic 
direction,’  ”  Nolle  said.  □ 

— Joanne  Cummings 


A  fresh  outlook 
on  outsourcing 

continued from  page  37 
outsourcing  services  will  need  to  support 
multimedia  and  voice  applications  as  well 
as  a  wide  variety  of  multivendor  and  multi¬ 
protocol  environments. 

Carriers  will  need  to  expand  their  out¬ 
sourcing  offerings  to  include  more  data- 
based  networking,  which  could  result  in 
users  getting  better  service  levels  at  near 
commodity  prices. 

Todd  Dagress,  an  analyst  at  The  Yankee 
Group  in  Boston,  says  it’ll  be  the  next  cen¬ 
tury  before  data  services  become  the  com¬ 
modity  that  voice  services  are  today.  Voice 
users  alj  need  the  same  things,  Dagres 
says.  “They  want  to  hear  clearly  and  they 


want  a  dial  tone.”  But  diverse  computer 
applications  have  different  data  transfer 
requirements  so  carriers  will  have  to  learn 
to  manage  down  to  the  desktop  and  con¬ 
vince  companies  they  can  do  it  better  than 
anyone  else,  he  says. 

In  the  meantime,  users  are  finding  that 
modular  outsourcing  gives  internal  staff 
more  time  to  work  on  network-based  busi¬ 
ness  applications  rather  than  fighting 
fires. 

Patch  is  a  free-lance  writer  based  in 
Boston,  and  Turner  is  a  principal  with 
Northeast  Consulting  Resources,  Inc. 
where  she  provides  strategic  and  tech¬ 
nical  planning  to  end  users  and  vendors 
in  the  areas  of  internetworking,  global 
services  and  outsourcing. 


ff I  needed 
a  system  that 
was flexible. 

So  they  bent  over 
backwards 

—  Dennis  L.  Anderson 

Director  of  Computing  Systems 
LSI  Logic 
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T  RAINING  V  I  D  E  O  S 

Let  Tim  Gendreau, 
certified  NetWare 
Level  II  instructor  and 
.  J {  contributing  author  to  the 

IT  book  Inside  Novell 

NetWare,  guide  you  on  a  a  .. 

s<epbnVu»»  NETWARE  3  X 

video  tour  of  Novell  NetWare.  Uifft 

From  the  basics  of  networking  to  advanced  securi-  SYSTEM  ADMINISTRATION  SERIES 

ty  techniques,  novice  network  users  will  unlock  the 

mysteries  of  NetWare  administration.  In  this  unique  As  the  President  of  Training  Solutions,  a  Novell 
video  series,  you'll  learn  how  to  create  and  maintain  Authorized  Education  Center  (NAEC)  in  Arizona,  Tim 

users,  groups,  print  servers,  queues  and  much  more.  Gendreau  has  taught  hundreds  of  professionals  the  fea- 

No  expensive  and  inconvenient  classes,  plus  every-  tures  and  power  of  NetWare.  With  Tim  as  your  "private 

one  in  your  office  learns  for  one  low  price!  tutor"  you'll  soon  master  your  Novell  Network. 


SYSTEM  ADMINISTRATION  SERIES 


Volume  1  -  NetWare  Basics,  Directory  Structures,  & 
Drive  Mapping  You'll  learn  what  hardware  and  software 
components  are  needed  for  a  network,  how  to  log-in,  how 
to  create  and  maintain  a  NetWare  directory  structure  as 
well  as  how  to  create,  modify,  and  delete  network  drive 
mappings  and  search  drive  mappings.  70  Min.  -  St  25.00 

Voum  2  -  Setting-up  Netware  Security  Covers  the 
basic  concepts  of  NetWare  security  including  passwords, 
rights  security,  inherited  rights  masks,  trustee  rights, 
attributes  &  file  server  security.  You'll  also  learn  how  to 
1  control  access  to  areas  on  the  network  and  the  tasks  that 
can  be  performed  by  certain  user  types.  07  Min.  -  $175.00 

Volume  3  -  Menu  &  File  Server  Utilities  part  1 

Explores  the  menu  driven  utilities  of  NetWare.  You'll  learn 
how  to  create  and  manage  users  and  groups  in  NetWare's 
SYSC0N  utility  as  well  as  the  supervisor  options  of 
SYSCON.  66  Min.  $125.00 

Volume  4  -  Menu  &  Hie  Server  Utilities  put  2  Covers 
additional  menu  utilities  like  FILER,  SESSION,  DSPACE  and 

Other  Vltfesis  Available  frsra  learaXey; 
WwdPurfed  Series  ;  DeskTop  fub&frmg  Sories 
WordPerfect  for  Wlmhws  Lotos  l|§| 

Windows  Scries 


SALVAGE.  Learn  about  file  server  utilities,  NetWare 
Loadable  Modules  (NLMs)  and  Remote  Console  utility.  108 

MU).  -  $125.00 

Volume  5  -  Netware  Printing  Discover  the  printing  ser¬ 
vices  that  are  available  on  NetWare.  Learn  about  utilities 
like  PCONSOLE,  CAPTURE,  and  NPRINT,  plus  how  to  create, 
configure,  install  and  maintain  the  NetWare  print  server 
and  print  queues.  83  Min.  -  $125.00 


Volume  6  -  Login  Scripts  Introduces  NetWare  users  to 
System,  User  and  Default  login  scripts.  You'll  learn  order 
ot  execution,  the  commands  to  use  in  your  login  scripts 
and  advanced  tips  for  creating  login  scripts.  74  Min.  - 
$125.00 

Volume  7  -  Custom  Menus  Find  out  how  to  customize  the 
NetWare  environment  for  your  users.  You  will  learn  how 
to  create  and  maintain  custom  menu's,  rights  needed  to 
create  and  execute  these  menu's  ana  how  to  execute 
them  automatically.  33  M'Ul.  -  $125.00 


$ 


Credit  Cords,  checks,  money  orders,  md  prdxse  orders 
cwejM  Add  $5  sfsppmg  per  order,  Utah  residents  odd 
6.25%  tax.  Mall  or  fox  orders  to;  ~  i 


pi  LeamKev. 

Learafe  loc. 

| 

95  S.  Mountain  Way  Dr.-Bm9  C; % 

OHblkY 
r;|  -  IBUkV 

Orem,  IT  84058 

UI.'rLBMA  '  . 

1  «««»-»»,  FMS81-22M2II 

Installing  WordPerfect  5.1  on  a  Novell  Network 

Teaches  the  most  efficient  way  to  load  and  operate 
WordPerfect  on  NetWare.  Eliminate  many  of  the  problems 
that  stem  back  to  the  original  installation.  101  Min.  - 
$125.00 
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All  7  basic  tapes 

01HER  WimmBE  VIDEOS 


NetWare  3J(  Installation  It's  important  that  every. adminis¬ 
trator  know  how  to  install  the  operating  system  in  case  disaster 
strikes.  This  tape  covers  the  hardware  and  software  require¬ 
ments  of  the  file  server  and  work  station.  69  Min.  -  $125.00 


EIGHT  10BASE-T  PORTS 

ONLY  $485 


•  Small  Size- 

•  Cascade  up  to  105  Stations 

•  Write-on  Wipe-off  location  strips 


PlLKINGTON 

Pilkington  Communications,  Inc. 


CALL 

(914)683-3732 


Not  Just  A  World  Leader  In  Fiber-To-The-Desk  Technology 

Circle  Reader  Service  No.  1 40 


BRIDGE/ROUTER 


THE  NILE 

by  ACC 

OVERFLOWING  WITH  FEATURES 

A  remote  multiprotocol  bridge/router  designed  to  provide  cost 
effective  internetworking  alternatives  that  minimize  lifetime  operating  costs,  while 
maximizing  connectivity,  performance  and  flexibility. 


ROUTING/BRIDGING 

•  Data  Compression 

•  Express  Queuing 

•  Dial  on  Congestion 

•  Dial  Backup 

HIGH  PERFORMANCE 

•  Link  Speeds  to  El 

•  Frame  Relay 

•  Point-to-FYjint  Protocol 

•  X.25 


BANDWIDTH/OPTIMIZATION 

•  TCP/IP  with  OSPF,  RIP  &  EGP 

•  DECnet  IV 

•  Novell  IPX 

•  Xerox  XNS 

•  AppleTalk 

FLEXIBILITY 

•  Wide  Choice  of  Interfaces 

•  Second  WAN  Interface 

•  Expandable  Memory 

•  Easy  Software  Upgrades 

SNMP  NETWORK  MANAGEMENT 

Call  Today  for  your  FREE  package  on  Bandwidth  Optimization  and 

THE  NILE 
1  -800-669-4278 


I 

1 1. 


THE  HELFRICH  COMPANY 
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COMMUNICATION  PRODUCTS 


CONNECTIVITY  SOFTWARE 


Looking  for  that  SPECIAL 

Communications  Product? 

We  may  have  it  in  Stock! 


After  24  Years,  We  have  a  Product  List  of  Over 
500  Unique  Data  Communications  Devices. 


Product  Catagories  Include: 

Automatic  Circuit  Backup 
Alarm  Monitoring  &  Reporoting 
Network  Status  &  Control 
Annunciators 

Our  Catalog  Lists  them  ALL 


Remote  Switch  Control 
Dial  Line  Multiplexing 
Wiring  Management 
Data  Converters 


If  you  have  a  BRIGHT  IDEA  for  a  special  product  that 
would  solve  your  requirement,  talk  it  over  with  one  of 
our  applications  people.  We  may  both  BENEFIT. 

Phone:  201-569-6464  Fax:  201-894-0939 

Circle  Reader  Service  No.  1 43 


CONNECTIVITY  SOFTWARE 


TCP/IP  for  Windows 

easy  to  use  and  simple  to  install 


AIR  For  Windows  runs  concurrently  with  Novell 8 
NetWare  and  other  LAN  Operating  systems. 

■  Full  Windows  Implementation. 

■  Includes  Novell  LAN  Workplace  TCP/IP 
Transport. 


R 


F;J 

)  R 

Win< 

lows 

I  Hardware  Independence  via  open  Data 
Link  Interface  (ODI)  or  NDIS. 

I  Support  Ethernet,  Token-Ring  and 
ARCnet. 

I  Includes  Berkeley  socket  interface. 

I  Optional  TN3270,  NFS  Client  and 
AIRMAIL  for  the  Internet. 

I  Supports  VT100,  VT220  Terminal 
Emulation. 

I  File  Transfer  Protocol  (FTP),  Line  Printer 
Redirector  (LPR). 


“See  us  at  Interop 
Booth  #1765” 


All  manufacturer's  names  or 
product  names  are  registered 
trademarks  of  the  respective 
manufacturer. 


I  Available  in  single  and  multi-user 
versions. 
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SPRY,  Inc. 

(206)  286-1412 

1319  Dexter  Avenue  North 
Seattle,  Washington  98109 
Fax  (206)  286-1722 
Internet:  sales@spry.com 


Distinct®  TCP/IP  for  Windows. 


INTEGRATED  NETWORK  SOLUTION  FOR  MICROSOFT®  WINDOWS,, 


Telnet  -  multiple  and  concurrent  sessions 
FTP  -  drag  and  drop  -  client  and  server 
Monitor  -  Ping,  Statistics,  etc 
Menu  driven  Network  Configuration 


TCP/IP  protocol  stack  is 
100%  DLL  (uses  only  5K 
DOS  memory) 

Coexists  with  Novell, 
Banyan  or  LAN  Manager 

at  no  additional  cost 

Supports  NDIS,  ODI  and 
Packet  drivers 

Optional  TCP/IP, 
RPC/XDR,  FTP,  Network 
Windows  and  Telnet 
Toolkit 


(408)  741  -  0781 

Fax:  (408)  741  -  0795 

|*f  .'If 


P.O.  Box  3410,  Saratoga,  CA  95070-1410 

Circle  Reader  Service  No. 


distinct 


145 


DATA  COMPRESSION 


Twice 

Make  your  T-1  look  twice  as  big  -- 
the  FastComm  Time  Machine 

Rife 

compresses  synch  data  as  much 

TuClMw 

as  6:1  with  payback  possible  in  a 
few  weeks! 

Or  Halt 
The 

BiiiJfC 

3  models  support  56K  through  E-1 

Input  aggregate  of  12  Mbit/s 

Compress  any  HDLC  or  SDLC  stream 

Ideal  for  routers,  bridges,  FEPs,  hosts, 

Channel  Extenders 

Extend  circuit  life  -  avoid  expansion  costs! 

pUGVtd 

FastComm 

Communications 

FastComm  Communications  Comp.,  Sterling  VA  20166 

1-800-521 -2496 
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M  DEC-TO-IBM  ■ 

LAT-to-3270  Conversion? 

Internetwork  SNA  Gateway! 

Now  you  can  access  SNA  host  applications  from  just  about  any  LAT  terminal 
or  PC.  It's  easy.  It's  cost-effective.  And  it's  from  Netlink. 

Internetwork  SNA  Gateway  is  the  first  device  of  its  type  to  offer  you  a  choice 
of  token  ring,  SDLC,  and  ethemet  host  connectivity. 

It's  easy  to  install.  Easy  to  customize. 

Its  scalable  architecture  gives  you 
economical  SNA  access  for  any  size 
location.  And  it  supports  up  to  128 
concurrent  3270  host  sessions. 


So  call  1-800-NETLINK  today.  There's  never  — 

been  a  better  time  to  extend  the  power  of  SNA  to  NETLINK 


your  LAT  terminal  users.  1  -rrz^r- 

3214  Spring  Forest  Road,  Raleigh,  North  Carolina  27604  •  919-878-8612  •  Fax  919-872-2132 
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I— ^^^^Tdial  modem  management"— 

Dial  Modem  Management 

for  the  small  user 


Features  Include: 

•  Local  Reconfiguration 

•  On  Line  Audit  Trail 

•  Busyout  on  Ring  No  Answer 
&  loss  of  DTR 

•  Modem  vendor  independent 

•  Daily,  Weekly  &  Monthly  reports 

•  As  low  as  $80.00  per  modem 


Communication  Devices  Inc. 

1  Forstmann  Ct. 

Clifton,  NJ  07011 

Phone  201/772-6997 

Fax  201/772-0747  •  800/359-8561 


Our  new  microMUM  provides  cost 
effective  Network  Management  for 
users  with  as  few  as  8  modems. 
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THE  OFFICE-READY, 
INTELLIGENT  DSU. 


Our  new  DeskTop  500A 
Data  Service  Unit  offers 


easy  installation  and 
diagnostic  testing  by 
nontechnical  personnel  at 
remote  sites.  Its  compact, 
attractive  design  is  just  right  for  the  office. 
A  front-panel  electronic  display  provides 
line  speed,  alarms,  and  test  data  at  a  glance. 


all  DDS  data  rates.  For 
easy  order  information,  call  the  leader  in 
digital  networking  at  1-203-792-0542,  or 
toll-free  at  1-800-777-4005. 


No  adapter  cables 
needed;  the  DeskTop 
500A  automatically 
selects  CCITT  V.35  or 
ELA  232-D  interface  and 


GeneralDataGomm 


L1V®_ 


i 


WORLD  CLASS  NETWORKING 
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INTERNETWORKING 


S02x 

jJSbp?;: 

tnt&rn&twork 


ETHERNET  OVER  1500  FEET 


Span  1500ft  on  existing  UTP 


10Mbit  Ethemet  on  any  level  UTP 

•  With  the  XL1500  Series  Repeater 

•  Interconnect  LANs  between  buildings 

•  Works  with  lOBaseT,  10Base2  &  10Base5 

•  100%  compatible  with  all  802.3  Ethernets 

•  Works  with  all  network  operating  systems 

•  Fast  installation  on  already  installed  UTP 

•  A  fraction  of  the  cost  of  other  solutions 


Up  to  1,500  feet  on  single  pair  UTP 


IT 


Tutankhamon  Electronics,  Inc. 


2446  Estand  Way  •  Pleasant  Hill  •  CA  94523 
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Call  Today! 

1-800-998-4TUT 

(998-4888) 


The  Dynatech  Edge  In  Frame  Relay  Connectivity 

m  Multi-Protocol  access  to  Frame  Relay  Networks 

■  Asynchronous,  X.25  and  other  Bit-Oriented  Synchronous  Protocols. 

■  Configured  on  a  Port-by-Port  basis. 

■  Port  redundancy  and/or  Load  Sharing  via  dual  ports. 

■  SNMP  Agent. 

Dynatech  is  a  world  leader  in  the  design  and  manufacture  of  sophisticated  data  communications 
equipment  that  add  value  to  customer  information  netwoiks.  CallTodayl 


V  e  a  jj  g  j  1  y  S  3  P  B  d  f  £*  J  & 


991  Annapolis  Way,  Woodbridge,  VA  22191  (703)  550-00 11  or  (BOO)  727-721 5 
Circle  Reader  Service  No.  151 


DynaPac  Now  Means 
Frame  Relay  Connectivity 


DynaPac  Now  Means 
WAN-LAN  Connectivity 


The  Dynatech  Edge  in  WAN-LAN  Connectivity 

■  Concurrent  support  for  LAN  dial-in/dial-out,  bridging  and  routing. 

■  Up  to  32  dial-in/dial-out  ports. 

■  IP/IPX  routing. 

■  WAN  supports  Frame  Relay  or  X.25. 

■  Up  to  2.048  Mbps  WAN  links. 

■  SNMP  Agent. 

Dynatech  is  a  world  leader  in  the  design  and  manufacture  of  sophisticated  data  communications 
equipment  that  add  value  to  customer  information  networks.  CallTodayl 


fi  t. 

g  i  ;- 

Sjjr«£f  ~y 

i»  >*  >f  rf  * 

r  9  b  a 

jfSj 

991  Annapolis  Way,  Woodbridge,  VA  22191  (703)  550-0011  or  (BOO)  727-7215 
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LAN/WAN  DATA  COMPRESSION 


T1/ 

FT1 

DATA 


OPTIMIZE 
YOUR  WAN 

*  BEST  Performance 

✓  MAXIMUM  Throughput 

✓  SAVE  “$$$$$” 

✓  ANY  New  or  Existing 
Network 


from 


Magnalink 


Magnalink  Phone:  (617)255-9400  FAX:  (617)255-5885 


TELCO  SYSTEMS 


Telco  Systems,  Inc.,  Magnalink  Communications 
63  Nahatan  Street,  Norwood,  MA  02062 

OPTIMIZED  INTERNETWORKING  SOLUTIONS 
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LAN/WAN  INTERNETWORKING 


Bridge  The  Gaps 

in  your 

Networking  Budget 


Ethernet 

Local  starting  @  $1,695 
Remote  starting  @  $2,145 

•  6:1  Data  Compression 

•  WAN  links  to  512  Kbps 

— or  to  T1  speed. 

•  Single,  or  Dual  Link 
MULTI-point/Loadsharing. 

•  Bandwidth-On-Demand 

WAN  Optimization. 

•  Powerful  filtering  capabilities. 

•  Full  SNMP  support. 


Token-Ring 

Local  starting  @  $3,695 
Remote  starting  @  $3,650 

100%  IBM  Source-routing 
protocol  compatible. 

•  Supports  IBM  LAN 
Network  Manager. 

Single,  or  Dual  PARALLEL 
Link  Loadsharing. 

•  Auto  backup  &  recovery. 

•  Extensive  LAN  &  Link  Statistics. 

•  Custom  Filtering. 


> 


VelCOn  (800)667-9333 


Quality  LAN  Internetworking  D‘ r®5t  }306)^? "3300 

FAX  (306)  931-1370 
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LAN/WAN  NETWORKING 


Cut  your 
Tl/El  costs 
by  50%  or  more. 


The  new  Datamizer  IV  combines:  Inverse  Multiplexing,  Intelligent 
Load  Sharing,  Transparent  Alternate  Routing,  Automatic  Bandwidth  on 
Demand,  Fast  Packet  Multiplexing  and  other  technologies  to  increase 
network  performance  and  reliability,  while  decreasing  telecomm  bills 
by  50%  or  more. 

To  learn  more  about  the  magnitude  of  benefits  Datamizer  IV  offers 
your  network  in  terms  of  overall  performance  enhancement  and  cost 
savings,  call  (313)  995-1555,  ext.  49. 


Symplex  Communications  Corporation 

5  Research  Drive,  Ann  Arbor,  MI  48103 
Phone:  (313)  995-1555,  Fax:  (313)  995-1564 

Symplex  Europe:  Gevers  Deynootweg  61 
2586  BJ  Den  Haag,  The  Netherlands 
Phone:  31  (0)  70  3500341,  Fax:  31  (0)  70-3521711 
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©7993  Symplex  Communications  Corp.  NW02 


NFS  for  Windows 


First  and  only  NFS  client  and  server  for  Windows 
First  and  only  print  client  and  server  for  Windows 

For  overnight  delivery  call: 


Network  drives  are  mounted 
from  within  Windows 
Network  printing  in  the  background 
Up  to  24  network  drives 
Implemented  as  100%  DLL 
Requires  only  6KB  of  base  memory 
Included  in  ChameleonATS 


B§  Net Manage" 

(408)  973-7171 

NetManage,  Inc. 

20823  Stevens  Creek  Blvd. 
Cupertino,  CA  95014  USA  Fax  (408)  257-6405 
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NETWORK  CLIP  ART 


An  Introductory  Offer  From  ftJETWORK  ^ORLD 

^  m  Ijgjj  |  _  ^  Clip  Art  for  Building  Networks 


TM 


Because  In  Your  Job,  A  Picture  Is  Worth 
Much  More  Than  1 ,000  Words. 

•  The  first  clip  art  library  created  exclusively  for  networking  professionals 

•  Over  170  professionally  drawn  symbols  for  Computing,  WANs,  LANs, 
Telephony  Personal  Computing,  Patching  and  Cabling 

•  Available  for  DOS,  Windows  and  Macintosh  applications 

•  Symbols  can  be  pasted  into  a  variety  of  graphics,  word  processing,  page 
layout  and  presentation  documents 

•  Available  at  a  low  introductory  price  of  $99.95 

Price/ availability  subject  to  change.  30day  guarantee  conditions:  shipping/hondling  not  refundable,  product  must  be  in  original  condition.  Seal 
must  not  be  opened  on  software.  All  trademarks  and  tradenames  are  properties  of  their  respective  owners. 
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Call  1  •800*643*4668  to 
order  your  copy  today! 


NETWORK  MANAGEMENT 


SNMP  Management 


Packed  with  features,  and  only  $495,  SNMPc  is  the 
smart  choice  for  Windows"  Network  Management. 


H  Castle  Hock 

Computing 

20863  Stevens  Creek  Blvd.  Suite  530  Cupertino,  CA  95014 

Circle  Reader  Service  No. 


■  Hierarchical  Maps 

■  Node  Discovery 

■  Generic  Hub  Display 

■  MIB  Compiler 

■  MIB  Table  View/Edit 

■  Event  Action  Filters 

■  Remote  Alarms 

■  DDE/API  Interface 

■  Supports  any  TCP/IP 

30  Day  Guarantee,  1  Year 
Free  Update,  and  much  more... 

1-800-331 -SNMP 


Fax  408-252-2379 
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NETWORK  PRODUCTS 


PRINTED  CIRCUIT  PROTOTYPES 


HARDWARE 

SOFTWARE 

3COM  3C503-16  ETHERLINK 

155 

NOVELL  286  2.2  5  USER 

490 

3COM  3C507  16BIT  ISA 

290 

NOVELL  286  2.2  10  USER 

1150 

3COM  3C509  ETHERLINK  III 

130 

NOVELL  286  2.2  50  USER 

1950 

3COM  3C523  16BIT  MCA 

280 

NOVELL  286  2.2  100  USER 

2975 

3COM  3C527  32BIT  MCA 

625 

NOVELL  386  3.11  5  USER 

625 

SMC  ELITE  S  ISA 

115 

NOVELL  386  3.11  10  USER 

1350 

SMC  ELITE  16  ISA  COMBO 

175 

NOVELL  386  3.11  20  USER 

1950 

SMC  ELITE  32  EISA 

690 

NOVELL  386  3.11  50  USER 

2650 

NOVELL  NE  1000  6  BIT  ISA 

110 

NOVELL  386  3.11  100  USER 

3850 

NOVELL  NE  2000  16  BIT  ISA 

145 

NOVELL  386  3. 1 1  250  USER 

6950 

NOVELL  NE  2000  PLUS  ISA  COMBO 

180 

NETWARE  UPGRADES  37%  DISCOUNT 

NOVELL  NE  3200  EISA 

690 

NOVELL  LANALYZER 

675 

IBM  TOKEN  RING  16/4  ISA 

540 

INTEL  TOKEN  RING  16/4 

525 

CALL  FOR  PRICES  ON  THE  FOLLOWING: 

SYNOPTIC  SYN-2800A 

710 

IBM  VALUE  POINT  COMPUTERS 

CALL 

P  ROT  EON  PI 392  4/16  TOKEN 

420 

COMPAQ  PROLINEA  &  M  SERIES 

CALL 

PROTEON  P1892  4/16  MCA 

510 

KINGSTON  MEMORY  PRODUCTS 

CALL 

PROTEON  PI 990  4/16  EISA 

740 

EAZY  DATA/BLACK  BOX 

CALL 

XIRCOM  ETHERNET  ADAPTER 

320 

CISCO  PRODUCTS 

CALL 

CALL  1-800-456-1410  or  FAX  619-456-1732 

International  orders  accepted 

Payment  by  AMEX,  MC, 

VISA  or  CORPORATE  PURCHASE  ORDER 

^  J  T  7910  Ivanhoe  Ave. 

put  led: 

Authorized  Dealer  for: 

AST,  Claris,  Compaq,  DCA,  Evervex,  Hewlett  Packard, 

IBM  Value  Point,  Lotus  &  Novell 
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PROTO  EXPRESS,  (formerly  Sierra  Circuits),  was  founded  In  1978  to  meet  the  growing  needs  of  high 
technology  firms  in  the  Silicon  Valley  and  throughout  the  world.  Now,  through  innovative  management 
and  full  in-house  capability,  we  are  able  to  offer  the  best  value  for  printed  circuit  prototypes  in  the  world! 

Best  Value  in  the  World 
for 

Polyimide  and  FR4 
Commercial  &  Milspec 

MULTILAYER 

PROTOTYPES 

1  to  5  day  turns  □  1  to  12  layers 


Capabilities 

Buried  &  Blind  Vias 
Polyimide  Multilayer 
Full  body  &  bondable  gold 
Carbon  Paste 
Tin  nickel  bum-in  boards 
SMT - SMOBC 
Up  to  22  layers 
Impedance  control  boards 
UL  listed 


5  DAY  TURN  PRICES  FOR  FR4  BOARDS 

SINGLE  SIDED  DOUBLE  SIDED  3  &  4  LAYERS 

|  PIECES 

2 

5 

10  ' 

|  PIECES  | 

2 

5 

10 

|  PIECES  ! 

2 

5 

10 

SQUARE 

INCH 

UP 

TO 

15 

$233 

$311 

$389 

SQUARE 

INCH 

UP 

TO 

15 

$292 

$389 

$487 

SQUARE 

INCH 

UP 

TO 

15 

$639 

$851 

$1065 

30 

264 

352 

441 

30 

330 

441 

552 

30 

724 

965 

1207 

60 

311 

414 

519 

60 

389 

519 

650 

60 

853 

1135 

1420 

90 

358 

476 

608 

90 

448 

597 

747 

90 

980 

1305 

1632 

120 

385 

519 

649 

120 

486 

649 

812 

120 

1044 

1420 

1774 

5  &  6  LAYERS 

7  &  8  LAYERS 

ALL 

OTHERS- 

CALL  FOR  .QUOTE 

|  PIECES 

2 

5 

10 

PIECES  1 

2 

5 

10 

•  Photoplotting 

•  Testing 

•  Gold  Contacts  -  $50 

•  25%  -  Below  8  Mil 

•  Thickness  Variation 

•  SMOBC  &  LPI  -  $50 

SQUARE 

INCH 

UP 

TO  ; 

15 

$787 

$1049 

$1312 

SQUARE 

INCH 

UP 

TO 

15 

$935 

$1247 

$1560 

< 

30 

891 

1189 

1487 

30 

1059 

1414 

1768 

CC 

60 

1049 

1399 

1750 

60 

1137 

1663 

2080 

X 

LU 

90j 

1207 

1597 

2012 

90 

1434 

1912 

2391 

120 

1311 

1750 

2187 

120 

1559 

2079 

2599 

Prices  effective  January  1.  1993 

DISCOUNTS:  10%  COD 

5% 


CREDIT  CARD 
E3  SALES 


Call  Ken  Bahl 

1108  West  Evelyn  Avenue 
Sunnyvale,  California  94086 

PHONE:  408/735-7137 
FAX:  408/735-1408 
MODEM:  408/735-9842 
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The  Ultimate  Reference 


Hundreds  of  Network 
Interface  Card  Diagrams 

All  the  information  you 
need  in  an  easy  to  under¬ 
stand  format  including: 

Jumper  Settings 
Nic  Type 
Transfer  Rate 
Data  Bus 
Topology 
Wiring  Type 
Cable  Configuration 
Base  I/O  Address 
Boot  ROM  Memory  Address 
Interrupt  Request  Configuration 


836 

PAGES 


MICRO' 

HOUSE 


Micro  House  International 
4900  Pearl  East  Circle 
Suite  101 

Boulder,  Colorado  80301 


Directory  of 
Manufacturers 

Address  information, 
company  profiles,  phone, 
BBS,  FAX  and  technical 
support  numbers. 

Topologies,  Protocols, 
Collie  Configurations 

Detailed  explanations 
with  complete,  easy  to 
understand  illustrations 

Glossary  of  Terms 
Node  ID  Quick  Reference 
Hardware  Device  Settings 
Cable  Pin  Assignments 


For  More  Information  Call: 

800-926-8299 


Circle  Reader  Service  No.  1 60 
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LAN  SECURITY  SEMINAR  Attending  will  help  you .. . 

■  Understand  the  scope  of  the  LAN  security  problem 
I  Assess  your  network’s  areas  of  greatest  liability 

f  Identify  gaps  in  your  network  security 

■  Understand  network  operating  system  security  and 
much,  much  more 

With  eight  convenient  seminar  dates  and  locations  this  one  | 
day  intensive  seminar  will  give  you  new  knowledge,  ideas  | 
and  tools  to  make  you  and  your  networks  more  effective.  | 
Registration  fee  is  $350  which  includes  luncheon,  breaks 
and  reception. 

Circle  Reader  Service  No.  1 63 
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PATCHING  AND  SWITCHING 


SNA  DIAL-UP  NETWORK 


Patch-n-Win! 

h»@ls«°IS 


m  530 


line  of  tech  control 
patching  products 
and  accessories  gives 

you  the  best  value  in  X.21 
network  access,  test 

and  troubleshooting. 

ADC  is  your  winning 
ticket  to  keeping  10  BaSC 
your  network  up  [RJ] 

and  running. 


For  a  free  “patch-n-win”  ticket  entitling 
you  to  savings  up  to  15%  through 
participating  dealers,  call  1-800-366-3891 


Circle  Reader  Service  No.  1 


^Telecommunications 


THE  FIRST,  MOST  ADVANCED 
SNA  DIALUP  NETWORKING  SOLUTION 


Orion:  An  intelligent  Chassis  to  accommodate  16  modems. 

Gemini  SNA:  An  "all-in-one"  modem  to  support  SNA  3270,  5250,  Asyn,  V.32bis,  V.42bis  &  fax. 
GNX  1000:  An  advanced  cluster  concentrator  to  use  one  front-end  port  for  32  PU’s. 

*  One  hardware  investment  for  all  the  dialup  applications  warranted  by  "one"  vendor. 

*  No  need  to  use  any  plug-in  cards,  and  keep  SNA  network  intact. 

*  Connect  desk-top,  lap-top,  notebook  computers  directly  into  IBM  main  frame  or  AS400. 

*  Homologated  in  more  than  twenty  countries  to  "legally"  provide  global  connectivity. 


GALAXY  Tel:  (818)  998-7851 

NETWORKS,  INC.  Fax:  (818)  998-1758 

9348  De  Soto  Ave.,  Chatsworth,  CA.  91311 

Circle  Reader  Service  No.  1 64 
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SNA  INTERNETWORKING 


TOKEN  RING  ADAPTORS 


SDLC  Conversion? 

SDLC  Link  Server! 


Netlink,  the  proven  leader  in  SDLC 
conversion  technology,  does  it  again! 

Our  SDLC  Link  Server,  the  first  and  only 
available  conversion  product  to  offer 
token  ring  and  ethemet  connectivity 
for  SDLC  devices,  now  offers  the  most 
complete  support  for  peer-to-peer  SNA 
connectivity  to  mainframe  and 
midrange  systems.  Go  with  the  leader. 
Call  1-800-NETLINK  today. 


Data  Comm 

MAGAZINE 


TESTER’S 

CHOICE 


NETLINK 


3214  Spring  Forest  Road,  Raleigh,  North  Carolina  27604  •  919-878-8612  •  Fax  919-872-2132 

Circle  Reader  Service  No.  1 65 


TERMINAL  SERVERS 


$  ;  *SC38r 


L'QUIMOX  „„„ 


Save  on  modem,  printer  and  terminal  connections 
with  Equinox  8  &  16  port  Ethernet  terminal  servers 

Don’t  compromise  performance  or  features  for 
DEC  and  UNIX  connectivity!  ELS-8  and  ELS-16 
dual  protocol  terminal  servers  deliver  blazing 
performance  at  the  lowest  cost  per  seat.  Our 
custom  RISC  processors  drive  all  terminals  at  top  speed  without  degradation. 
From  Equinox  —  the  async  connectivity  experts. 

- ELS-8  &  16  Standard  Features: - 


□  TCP/IP  support  includes  Telnet,  rlogin, 
DNS 

□  Full  DEC  LAT,  DECserver  compatibility 

□  Built-in  high  speed  parallel  printer  port 

□  Flash  ROM  simplifies  up-grades,  facilitates 
quick  recovery  from  power  outages 

□  Switchable  thick  &  thin  Ethernet 

□  Full  modem  control  support  on  all  ports 


□  Drives  all  ports  @  38.4  Kbps  simultaneously 

□  3-year  warranty 

□  Low  price  (including  software)  ELS-8 

(8  serial  ports  plus  1  parallel  port):  $1895 
ELS-16  (16  serial  ports  plus  1  parallel 


port):  $2395 


EQUINOX 

800/275-3500 


Circle  Reader  Service  No.  1 66 


TOKEN  RING  ADAPTER  CARDS 


FREE 

Token  Ring  Card 


Don’t  Pay  For  Your  Next 
TOKEN  RING  Card! 

Ours  is  FREE 

GTI’s  “Bakers  Dozen”  gives  you  13  Token  Ring  Cards  for  the  price  of  12. 
And  you  can  order  either  Tropic  Chip  Set  or  TI  Chip  Set  ISA  or  MC  cards  for 
the  same  price. 

We’ll  ship  your  1st  card  to  try  out  for  30  days.  When  you  decide  to  keep  it, 
we’ll  ship  you  12  additional  cards  at  the  “Bakers  Dozen”  price.  It’s  that  sim¬ 
ple!  So  order  your  “Bakers  Dozen”  today. 

1  “Bakers  Dozen” . $4920.00 

GENERAL  | 

TECHNOLOGY  K  I 


415  Pineda  Court,  Melbourne,  FL  32940 
407-242-2733  Sales:  800-274-2733  FAX:  407-254-1407 

Circle  Reader  Service  No.  1 67 


3274  +  RA1200  = 


•  Dedicated  hardware  that  uses  the  IBM  Token  Ring  chipset. 

•  Remote  configuration  with  standard  Telnet  and  TCP/IP. 

•  Network  Management  —  supports  both  Netview  and  SNMP. 

•  Reliable  —  eliminates  single  points  of  network  failure. 

•  Two  ports  —  supports  up  to  ten  3274s  in  multi-drop  mode. 

A  Division  of  Advanced  Computer  Communications 
10261  BUBB  ROAD,  CUPERTINO,  CA  95014  •  PHONE  (408)  864-0603  •  FAX  (408)  446-5234 

Circle  Reader  Service  No.  1 68 
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FREE  LAN-SHARING 
SOFTWARE  WITH  NEW 
V.32  BIS  MODEM. 


GDC’s  new  914  Series 
modems  provide  14.4 
Kbps  basic  rate  and  38.4 
Kbps  throughput  with  V.42 
bis  and  MNP  level  5  data 
compression.  While 
providing  worldwide 
compatibility,  the  914 
automatically  selects  the  highest 
possible  operating  speed  based  on  line 
conditions.  Advanced 


communications  software 
allows  the  modem  to  be 
easily  configured  and  to 
act  as  a  shared  resource 
among  all  LAN  users.  The 
914  Series  is  also 
available  with  automatic 
dial  restoral,  callback 
security,  and  remote  configuration.  In 
North  America,  call  toll-free  at 
1-800-777-4005. 


General  DataComm 

WORLD  CLASS  NETWORKING 

World  Headquarters  1-203-574-1118  Hong  Kong  852-526-5511  Canada  1-416-498-5100  Australia  61-2-956-5099 
United  Kingdom  44-734-774868  Europe,  Africa,  Middle  East  Headquarters  33-1-48133470  Japan  81-3-3862-1730 

Circle  Reader  Service  No.  1 69 


WIRELESS  COMMUNICATIONS 
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Instant  Wireless 
Communications 

Set  up  economical  network  links  with  AirLink  wireless  digital  modems,  within 
or  between  buildings,  up  to  30  miles  away,  in  minutes.  Just  plug  in  your  voice, 
computer,  LAN,  or  videoconferencing  equipment,  set  a  few  switches  and 
you’re  ready  to  fly.  Airlink  modems  come  in  various  speeds:  64,  128. 
256  kilobits/second,  and  fractional  Tl .  No  license,  no  red  tape,  no  car¬ 
riers,  no  wires.  Contact:  Cylink  Corporation,  310  North  Mary  Avenue, 
Sunnyvale,  California,  USA,  94086.  Toll-free  (USA):  800-533-3958,  FAX: 
408-720-8294,  Telephone:  408-735-5800.  Worldwide  sales  &  support. 

England:  CySnk.  Ltd..  Hampshire- TR:  *44  256  468186  •  FAX:  *44-256-24156 
Singapore:  Cyh*  CorporaUon-TR  .65  336  6577  •  FAX  +65-334-1429 

«  it no  Cytnk  Corporator 

Cy*r»  a  *  >*9aimd  iradamer*  art  Artak  K  a  trademark  or  Cyenk  Corporator  -  -  - 

Circle  Reader  Service  No.  170 
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NETWORKING  MARKETPLACE 


Free  Seminar  on 
CD-ROM  and 
Multimedia  Publishing 


Call  1-800-229-2222  to  attend  a  remarkable  half-day 
seminar  that  gives  you  a  closer  look  at  real  world 
applications,  benefits,  costs  and  shows  you  how  to 
evaluate  and  get  started  in  this  exciting  technology. 


Now  you  can  get  an  inside  look  at  the 
latest  in  CD-ROM  and  multimedia 
publishing. 

The  seminar  is  sponsored  by 
Dataware  Technologies,  the  world 
leader  in  CD-ROM  software  and 
services,  and  Emerging  Technology 
Applications,  the  CD-ROM  publish¬ 
ing  unit  of  IDG,  the  world  leader  in 
providing  information  on  information 
technology. 

Together,  they'll  show  you  how 
your  company  can  save  money,  make 
money,  and  give  you  a  complete 
understanding  of  the  benefits  of 
CD-ROM  and  multimedia  publishing. 

Look  at  real  world  applications 

You'll  see  exactly  how  leading  com¬ 
panies  are  using  these  technologies 
today.  And  gain  a  better  understand¬ 
ing  of  how  your  company  can  profit 
from  them. 

You'll  learn  how  to  get  started;  the 
title  development  process;  how  to 
choose  software  and  hardware,  and 
benefit  from  the  experience  of  other 
companies  who  are  already  using 


CD-ROM  and  multimedia  as  a  com¬ 
petitive  advantage. 

Look  at  new  technologies 

You'll  discover  new  ways  to  work  with 
CD-ROM.  Like  cross-platform  pub¬ 
lishing  which  allows  you  to  distribute 
one  disc  that  runs  on  DOS,  Windows, 
Macintosh  and  UNIX;  CD-Recordable 
which  enables  you  to  create  a  CD-ROM 
disc  at  your  desk;  portable  multimedia 
players,  and  more. 

Look  at  interactive  demonstrations 

You'll  see  a  detailed  demo  of  the  new 
EnterpriseComputing  Database 
which  features  full  text  and  graphics 
from  Computerworld,  Network  World, 
and  InfoWorld,  the  industry's  leading 
information  technology  publications, 
as  well  as  demonstrations  of  other 
popular  applications. 

Look  at  all  you  get 

You'll  take  home  a  free  copy  of  the 
EnterpriseComputing  Database 
demonstration  disc. 

And  The  Guide  to  Optical  Publishing, 
a  39-page  industry  report  which 


shows  you  how  CD-ROM  can  benefit 
your  company,  how  to  estimate  costs, 
application  development,  hardware 
selection  and  much  more. 

Look  at  your  schedule 

The  seminars  are  absolutely  free. 

Just  check  the  seminar  you  wish  to 
attend,  and  then  call  Dataware 
Technologies  at  1-800-229-2222. 

Or  fax  it  to  1-617-621-0307. 


FREE!  The  Enterprise 
Computing  Database 

Now  get  a  chance  to 
sample  the  power  of 
CD-ROM  with  unlimited 
access  to  the  most  recent 
six  months  of  information. 

The  EnterpriseComputing 
Database  is  a  comprehensive  source 
of  news,  product  reviews,  industry 
summaries  and  more,  with  fully 
indexed  text  of  over  35,000  articles 
from  Computerworld,  Network 
World  and  InfoWorld  plus  over  2500 
research  summaries  from  leading 
IDG  research  companies. 

Six  months  of  information  is 
yours  free  when  you  attend  any 
of  the  CD-ROM  and  Multimedia 
seminars. 
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□ 

Boston 

March  2 

□ 

Detroit 

March  2 

□ 

Hartford 

March  3 

□ 

Cleveland 

March  3 

□ 

Rochester 

March  4 

□ 

Philadelphia 

March  9 

□ 

Washington,  D.C. 

March  9 

□ 

New  York 

March  10 

□ 

Raleigh/Durham,  NC 

March  10 

□ 

Princeton,  NJ 

March  11 

□ 

Miami 

March  11 

□ 

Phoenix 

March  16 

□ 

St.  Louis 

March  16 

□ 

Los  Angeles 

March  17 

□ 

Austin,  TX 

March  17 

□ 

San  Diego 

March  18 

□ 

Chicago 

March  18 

□ 

San  Jose 

March  29 
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□  No,  I  cannot  a 
a  representath 

Name 

rloser  look.  Please  reserve  a  place  for  me  at  the 
?  checked. 

ttend  the  seminar,  but  I  am  interested.  Please  have 
re  call  me. 

Title 

Company 

Address 

City 

State  Zip 

Phone  Fax 

NW 


FAX  this  Seminar  Reservation  Form  to  1-617-621-0307 


WORLD 

COMPUTERWORLD 


m  ETA  O  DATAWARE 

Emerging  Technology  Applications  TECHNOLOGIES 

An  IDG  Company 

All  brands  and  product  names,  trademark  or  registered  trademarks  are  the  properties  of  their  respective  companies. 


DATACOMM 


INFORMA  TION  DA  TA 
PRODUCTS  CORP 

new  &  refurbished 
data  communications  equipment 

DSU'S  /  CSU'S  *  Data  Compression 
Data  Switches  *  Dial  Back-up 
Modems  *  Multiplexers 
Network  Management 
T-l  *  Voice  Data 


AT&T*CODEX*DCA*CASE 
IBM* MICOM*NET*  PARA  DYNE 
MILGO*U,DS*MORE 

28  Bowling  Green  Parkway 
Lake  Hopatcong,  NJ  07849 

800-362-3770  /  Fax  201-663-3710 


SAVE  50%  &  MORE 
ON  MOST  PRODUCTS 

BUY/SELL/NEW/USED 

Reconditioned  With  Warranty 

Modems  •  Multiplexers  •  T-1  • 
CSU/DSU’s  •  Channel  Banks  • 

AT&T  CSU/DSU  NEW! . $275 

T-1  CSU'S . $499 

T.P.  557  CSU/DSU  56Kbps  .$195 
Infotron  T-1  Equipment  ...60%  Off 

AT-T  Channel  Banks . $3995 

Tellabs  440  and  445  . 50%  off 

Newbridge  Channel  Banks  .  $3995 
Omnimux  82  muxes-8  port ..  $695 
Stat  Muxes  4,8,16,32,  port..  LOW 
Ethernet  Bridges  NEW! . $1695 

IMETROCOM^ 

(800)  364-8838 
or  (713)  783-8838 
FAX  (713)  783-8832  24  HRS 


Buy,  Sell  Or  Announce  Through  Network  World’s  Direct  Response  Section 

Buying  or  selling  communications-related  products  or  services? 

Or  do  you  want  to  announce  an  upcoming  event  or  business  opportunity? 

If  so.  Network  World’s  direct  response  section  is  the  right  choice  for  you. 

You’ll  reach  more  than  150,100  communications/net  working  professionals  all  of  whom  are  buying  decision  makers. 

And  you’ll  reach  them  every  week. 

Find  out  just  how  effective  and  cost  efficient  Network  World  direct  response  advertising  can  be. 
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LANS 
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ORG  \  \  I/I  tin, I  (  DXTROI.  Ml  7  /7/7./.  I'(  \ 
with  a  SINGLE  MONITOR  and  KEY  HOARD 


DOS  /  OS2 


Best  Price/Performance  Ratio  For  Your  Investment 


•  OPTICAL  ISOLATION  FOR  SAFETY  &  PROTECTION 

•  MICRO  CONTROLLED  SCAN  CODE  SELECTION 

•  RACK  MOUNTABLE  SINGLE  BOX  SOLUTION 

•  CABLES  INCLUDED— NO  HIDDEN  COSTS 

•  OPTIONAL  MOUSE  MODULE  <t  REMOTE  CONTROL 


Made  Better  In  The  U.S.A. 

13  Trade  Zone  Drive.  Ronkonkoma,  NY  11779 
Fax:  (516)  981-3828 


Connect  Tek  Inc. 

(516)  981-3311 


Product  nomes  mentioned  herein  may  be  trademarks  and/or  registered  trademarks  of  there  respective  companies. 


NETWORK  •  EMULATION 
90  DAY  WARRANTY 

5250  EMULATION  -  ISA  (LONG) . $250 

5250  EMULATION  -  ISA  (SHORT) _ $350 

3278/79  EMULATION  -  ISA  (SHORT) ....  $125 

3278/79  EMULATION  -  ISA  (NEW) . $225 

3270/A  EMULATION  -  MCA  (SHORT) ...  $225 

36/38  WORKSTATION  ADPTR . $275 

25F9858  4  MB  TOKEN  RING _ $200 

69X8138  4  MB  TOKEN  RING/A . . $150 

16F1133  16/4  TOKEN  RING _ $375 

25F7367  16/4  TOKEN  RING _ $475 

FEDERAL  3B  *  tE 
COMPUTER  EXCHANGE 

404-642-2400 

FAX  404-642-0859 

112  NORCROSS  ST.  SIT.  23,  ROSWELL  GA  30075 
BUY.  SEN,  »  NF.W.IISF.n 


PUBLIC  NOTICE 


NETWORK  DISCLOSURE 

BELL  ATLANTIC  ANNOUNCES  PLANS  FOR  A  VIDEO  TRANSPORT 
OPERATIONS,  ADMINISTRATION,  MANAGEMENT  AND 
PROVISIONING  SYSTEM  USING  BROADBAND  DIGITAL  FIBER-IN- 
THE-LOOP  EQUIPMENT  MANUFACTURED  BY  BROADBAND 
TECHNOLOGIES,  INC. 

Bell  Atlantic  is  installing  a  digital  fiber-in-the-loop  video  dialtone  system  for  the 
transport  of  video  programs  supplied  by  independent  content  providers.  The 
system  will  initially  be  installed  within  the  territory  of  New  Jersey  Bell  OTC  in  the 
second  half  of  1993. 

As  part  of  this  service,  Bell  Atlantic  is  providing  an  operations,  administration, 
management  and  provisioning  system,  which  will  provide  Video  Information 
Providers  with  the  ability  to  offer  video  services  to  their  customers  in  the  trial 
areas.  This  equipment  is  manufactured  by  BroadBand  Technologies,  Inc. 

BroadBand  Technologies,  Inc.  equipment  will  be  located  in  Bell  Atlantic  Central 
Offices.  Video  Information  Providers  will  obtain  services  using  this  equipment 
through  tariffed  private  or  special  access  lines  and  Public  Data  Network  services. 

Bell  Atlantic  has  also  contracted  with  BBT  for  periodic  software  upgrades. 
Interface  specifications  for  these  upgrades  will  be  disclosed  when  available. 

Current  documentation  covering  the  interface  requirements  and 
system  description  is  available  as  follows: 

Bell  Atlantic  Document  #TR72530 
PRICE  $50 

ORDERING  INFORMATION: 

Write  to  the  following: 

Documentation  Control  Center 
Bell  Atlantic 

1320  North  Court  House  Rd.  3FI 
Arlington,  VA  22201 


TELECOMMUNICATIONS 


AT&T  Telessentials®  Curriculum 

TELECOMMUNICATIONS  TRAINING 

ISDN  NETWORKS 

SWITCHING  TRANSMISSION 

COMMUNICATIONS  ANALOG  &  DIGITAL 

OPERATIONS  SYSTEMS 

AT&T  NETWORK  SYSTEMS'  PRODUCTS  &  SERVICES 


FOR  COMPUTER  BASED  TRAINING 
SUPPORTED  BY  VIDEOS  AND  STUDENT  GUIDES, 
AT&T  IS  THE  RIGHT  CHOICE 


CALL  1- 800-TRAINER 

(1-800-872-4637) 

AT  THE  VOICE  PROMPT  SELECT  OPTION  2  TWICE 
AND  ASK  FOR  EXT.  1220 


NETWORK 

BUY  /  SELL  /  REPAIR 


3>PPI'  SMC 

= WsSynOptics '  PfOtCOO* 

COMSTAR  Buys  and  Sells 
Excess  and  Used 
NETWORK  Equipment. 

NIC's/3270-5250  Emulation/MAU's/Hubs 


COMSTAR,  INC. 

The  // 1  NETWORK  Romarketer 

1-800-735-5502 


FAX:  612-835-1927 

5250  W.  74th  St.  Minneapolis.  MN  55439 
IBM,  3Com  SMC,  Proton  and  Synopfcs  are  Regslered  Tradenate. 


INSTALLATION  SERVICES 


Jim/) 

-=o~o 

Just  in  time 
custom  cabling! 

•  Manufacturer  compatible  custom 
cables  (Codex,  Micom,  PCSI, 
Paradyne  &  Others) 

•  Technical  Support  available  8-5 
Pacific 

•  Next  day  shipment  of  critical 
orders  including  custom  lengths. 
We  drop  ship  too! 

•  We’re  easy  to  do  business  with, 
simply  FAX  us  pinouts  or  inter¬ 
face  specs  and  we’ll  do  the  rest 

•  High  Quality  at  reasonable  prices 

We  provide  the  right  cable 
at  the  right  price  at  the  right 
place  at  the  right  time! 

ADTS,  Inc. 

TEL:  (503)  648-4640 
FAX:  (503)  648-4340 


The  Networking 
Marketplace 
Shannon  Summers 
800-622-1108  x.  596 
or  508-875-6400 


$100Trade-in  from 
ENS  and  SynOptics 


Trade-in  your  IBM  8228’S  and  receive  $100  credit  towards  the 
purchase  of  a  SynOptics  2700  Series  Concentrator! 

HERE’S  THE  OFFER: 

I - 1  I - 1  I - 1 

I  ENS  discounted  I  I  $100  I  I  Up  to  30%  off 

pricing  on  J  +  |  Trade-in  J  =  J  any  2700  series 

I  SynOptics  Hub  1  I  credit  I  I  workgroup  hub  I 

I _ _ _ _ i  i _ i  i _ i 


We  are  a  SynOptics  Qualified  Partner  and  we  stock  the  entire 
SynOptics  Line.  Available  for  shipment  within  24  hours! 

(Subject  to  availability) 

Mljf  ENS  Enterprise  Networking  Systems,  Inc. 

The  Leading  Supplier  of  LAN/WAN  Systems! 
(800)  987-1400  CA  (800)  756-4NET  USA 

This  offer  is  only  valid  through  March  31 ,  1993 


j"  "Novell  NetWare7 Ill"  "j 
;  at  56%  off!!  j 

I  We  are  offering  excess  NetWare® 3.11 
1 20,  50  and  100  user  versions  only,  at 
J  the  following  costs: 

I  20  (Part  #883-001346-001)  $1535* 

I  50  (Part  #883-001804-001)  $2199* 

100  (Part  #883-001347-001)  $3325* 

I  *Free  shipping/Further  quantity  discounts  apply 


New  Lower  Prices!!! 
Lowest  prices  anywhere!! 


■  All  are  brand  new/complete/Novell  sealed  packages, 
j  These  are  the  regular  RED  boxed  latest  version 
J  Novell  products;  not  the  OEM  versions-Guaranteed! 

j  1-800-998-8371 

I  Countrywide  Liquidators 

Satisfaction  always  guaranteed! 
(References  of  our  customers  available) 

Why  Pay  More? 

I  Keep  this  on  file  for  vour  future  purchases 

_  ^Note  i^Pleasecal^  tfjntereste^  iruhc  above  size^onlyj^ 
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Networking  Marketplace 


SOFTWARE  ■  PUBLICATIONS 


GrafNet  Plus  will  display  and 
document  your  network 
from  Atlanta  to  Zurich. ..and  more 


a - 

Powerful  graphics  and  extensive  reports 


GrafNet  Plus  is  a  powerful 
presentation  system  for  displaying 
networks  spanning  the  world.  The 
software  runs  under  MS  Windows' 
user  friendly,  menu  driven  interface. 

You  may  define  network  nodes  by 
entering  a  phone  number  or  through 
their  Latitude  and  Longitude 
value.  GrafNet  Plus  will 
automatically  plot  these  on 
geographical  maps  of  the 
world  and  its  countries.  It  can 
read  and  update  a  screen  display 
from  changes  made  to  a  text  file. 

GrafNet  Plus  also  maintains 
comprehensive  data  storage  capability 
of  network  parameters  presented  as 
formatted  reports.  The  network 
graphs  and  reports  may  be  displayed 
on  the  screen  or  sent  to  a  printer. 


Extensive  options  exist  for 
customizing  the  displays  and  print¬ 
outs.  You  can  select  screen  colors, 
node  symbols  and  colors,  line  styles 
and  colors.  You  can  specify  the 
complete  page  and  layout  format  for 
printing  the  displays. 


Network 

Dimensions,  inc. 


5339  Prospect  Rd.,  #122,  San  Jose,  CA  95129 


GrafNet  Plus:  $750  to  $1000 


Call  today  for  information 
and  free  demo  disk! 
(408)  446-9598 


€ 

Patricia  Seybold  Group 

FREE-TRIAL  OFFER 

to 

Distributed  Computing  Monitor 

Start  a  trial  subscription  to 
Distributed  Computing  Monitor, 
the  leading  monthly  report  on 
distributed  computing  and  object 
technology. 

After  reviewing  your  first  issue, 
you  can  either  pay  the  bill  and 
continue  receiving  Distributed 
Computing  Monitor  or  write  “can¬ 
cel”  on  the  bill  and  owe  nothing. 

Fax,  phone,  or  write  us  with  your 
name  and  address.  Distributed 
Computing  Monitor  is  priced  at 
$495  per  year  (Canada — $507; 
Foreign — $519). 

Fox:  (617)742-1028 
Phone:  (800)  826-2424  or 
(617)742-5200 
Mail:  148  State  St.  7th  Floor 
Boston,  M A  02109 


TRAINING 


Solve  Your 
Video  Networking 
Problems  with 
LINK  Products 


LINK  Video  LAN  System 

PC  Training  Classrooms 
Computer  Labs 
Video  Control  Centers 


•  Instructor  has  complete  control  of 
EVERY  student  PC  from  Instructor’s 
PC  via  100%  Hardware  LINK  System. 

•  Full  motion  —  Realtime  Video 

•  Mono  to  1280  x  1024  color 

•  Compatible  with  ALL  software/ 

Data  LANS. 

•  IBM/Compatibles/MAC/Sun 

•  Single  cable  daisy  chain  bus 
configuration. 

•  16  &  32  station  Master  Consoles 


LINK  Rack  Control  System 

File  Servers 

Communications  Servers 
LANS/WANS  Servers 

•  Operation  of  multiple  PC’s  using 
one  keyboard/mouse/monitor. 

•  ‘Safety  Boot’  for  power  interrupt 

•  Rack  Kit  available 


Applied  Computer  Systems,  Inc.,  3060  Johnstown-Utica  Rd, 
Johnstown,  OH  43031  Phone:  800/237-5465  Fax:  614/892-4838. 


_ 


V1 


lELEtUtOC 

USING  TECHNOLOGY 
TO  TEACH  TECHNOLOGY™ 


1-800-542-2242 

FAX  (603)  433-2260 

CALL  FOR  CATALOG  OF 
ALL  OUR  COURSES 


Plan  Your 

Networking  Marketplace 
Ad  Schedule 

Call  Shannon  Summers  1-800-622-1108 


CONFERENCE 

Tenth  Anniversary 
Open  Systems  &  UNIX  Conference 


UNIFORUM  1993 

MARCH  17-19 .  MOSCONE  CENTER .  SAN'  FRANCISCO 

□  350  Exhibitors  with  Answers 

□  125  Conference  Sessions 

□  Real-Time  Show  Network 

□  Free  UNIX  Workshops 

□  Free  Keynotes/Plenaries 

Call:  1-800-432-7113  Today 
Extension  600! 

Call  anytime  -  24  hours  a  day -7  days 
a  week  -  get  immediate  facts  plus 
FREE  exhibits  registration  form! 

Conference  Info:  1-708-260-9700 


Interested  In 
Advertising  In 
Network  World's 
Networking 
Marketplace? 

We  Have 
Sections  For: 

Bids  &  Proposals, 
Computers, 
Consulting  Services, 
Datacomm.  Equip. 
LANs, 

Real  Estate, 
Seminars, 
Software, 
Training, 

Telecomm.  Equip. 


COULD  YOUR 
SALES  USE 
SOME  HELP? 

Reaching  150,100  highly- 
qualified  Network  World 
readers  could  be  just  the 
lifeline  you  need  in  this 
economy. 

Use  the  Networking 
Marketplace  to  get  your 
message  out  to  pre¬ 
qualified  and  proven  buyers 
of  your  products  and 
service. 

The  Network  World  reader 
buys  20  different  products 
for  28  sites,  spending 
$7  million  annually  across 
the  enterprise  network. 

Call  today! 

Shannon  Summers 
800-622-1108  ext  596 
or  508-875-6400  ext  596 
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NETWORKING  CAREERS 


/ - 'A 

NETWORKING 

CAREERS 

UPCOMING 

SHOW 

ISSUES 


March  8th 
ISSUE 

Bonus 

Distribution  - 

INTEROP 

SPRING 

SHOW 

Washington,  DC 
Buyer's 
Guide: 
Intelligent 
Wiring  Hubs 
AD  CLOSE: 
FEBRUARY 
24th 


To  advertise 
call 
PAM 

VALENTINAS 

NETWORKING 

CAREERS 

at 

1 •800*622*1108 

today! 

v _ ) 


NETWORK 

PROFESSIONALS 

Network  Solutions,  Inc.,  a 
leading  applied  network¬ 
ing  integration  firm,  has 
Network  professional  op- 
portunitiesavailableintne 
followingareas:  Washing¬ 
ton,  DC,  Richmond,  VA, 
Charlotte,  NC,  Atlanta,  GA, 
Tampa,  FL,  Dallas,  TX. 
Network  Engineers  with 
skills  in  NetworkManage- 
ment  and  Physical  Distri¬ 
bution  System  Technol  ogy 
are  required. 

NETWORK  ENGINEERS 

Degree  plus  6-8  yrs.  exp. 
Analysis,  planning, 
evaluation,  installation, 
configuration,  systems 
administration  and  sup¬ 
port  of  office  automation 
system.  Exp.  with  Novell 
NetWare  3. 11  necessary. 
SYSTEMS  ENGINEERS 
BSEE  plus  10  yrs.  exp. 
Design,  test  and  evaluate 
complex  assignments  in¬ 
volving  network  man¬ 
agement  and  delivery 
system  technology.  LAN/ 
WAN  topologies  and 
protocols,  TCP/IP,  Rout¬ 
ing,  Bridging,  Ethernet, 
TokenRing,  1 0BaseT  skills. 
SYSTEMS  ENGINEERS 
BS  plus  2  yrs.  exp. 
Troubleshooting  and 
testing  of  installed  equip¬ 
ment  and  systems.  Must 
be  exp.  in  premise  distri¬ 
bution  systems,  wiring 
and  cabling  standards, 
LAN/WAN  topologies 
and  protocols,  and  Novell. 
CONTACT  US  ON-LINE 
Use  your  PC  and  modem 
toapplyeven  ifyou  don't 
have  an  up-to-date  re¬ 
sume.  Dial  (603)726- 
3344  and  enter  the 
password  SOLVE.  Or, 
send  resume  to:  NET¬ 
WORK  SOLUTIONS, 
Inc.,  Huntmar  Corpo¬ 
rate  Park,  505  Huntmar 
Park  Drive,  Herndon, 
VA  22070.  EOEM/F/D/ 
V.  Non-smoking. 


Networking  Careers  On-Line 

Networking  Careers  On-Line  gives  net¬ 
working  and  communications  job  seekers  a 
new  way  to  learn  more  about  career  oppor¬ 
tunities  advertised  in  Network  World. 

This  new,  free  service,  available  through 
Network  World’s  On-Line  Bulletin  Board 
System,  was  designed  to  provide  you  with 
the  information  you  need  to  keep  abreast  of 
current  opportunities  and  make  informed 
career  decisions.  You'll  see  the  text  of  an 
entire  month's  worth  of  Networking  Ca¬ 
reers  employment  opportunities  as  well  as 
valuable  additional  background  information 
on  the  advertising  companies. 

Log  onto  Networking  Careers  On-Line 
from  any  computer  and  modem.  Simple 
menu-driven  instructions  make  it  a  snap  to 
use.  Try  it  today! 

Networking  Careers  On-Line 

508-620-1160  [300-2400  Baud  (8-N-1)] 
508-620-1 178  [up  to  9600  Baud  (844-1)] 


SVISystems 

SDN 

•  Are  you  receiving 
payment  for  your  SDN  sales? 

•  Is  your  commission  18%? 

•  Are  you  satisfied  with 
provisioning  time? 

IF  NOT  CONTACT: 
COLLEEN  DRAKE 
(800  255-1143) 


YOUR  AD 
COULD 
BE 

HERE 

FOR 

$576.00 

CALL 

PAM 

VALENTINAS 
Senior  Account 
Manager 

at 

1-800- 

622-1108! 


Applications  Engineer  needed 
to  investigate,  evaluate  &  re¬ 
solve  networking  hardware  & 
software  projects;  develop,  test 
&  implement  network  products; 
provide  integration  of  LAN  & 
WAN  standards.  40  hours  per 
week,  8:00  a.m.  -  5:00  p.m. 
Salary  $40, OOO.OOperyear.  B.S. 
degree  in  Computer  Science 
required,  plus  three  years  ex¬ 
perience  in  Communication 
Networking.  Experience  or 
education  must  include  Novell 
Operating  Systems, 

Internetworking  &  trouble¬ 
shooting  on  LAN/LAN  &  LAN/ 
WAN  in  large  corporate  tele¬ 
communications  network  with 
protocol  suites  including  IPX, 
XNS  &TCP/IP;  use  ofNetwork 
General's  Sniffer;  Network 
management  over  above  proto¬ 
cols  &  Ungeimann-Bass  Intel¬ 
ligent  H  ub  Products  (Especially 
NetDirector);  evaluation  of 
Datacom  products  which  in¬ 
clude  Bridges  &  Routers; 
Ethernet  (802.3),  Token  Ring 
(802 5)  and  FDDI;  Telco  trans¬ 
mission  systems  &  MIS  back¬ 
ground.  Contact  Texas  Em- 
ploymentCommission,  Dallas, 
Texas,  Job  Order  Number 
6342973 ,  or  send  resume  to  the 
Texas  Employment  Commis¬ 
sion,  TEC  Building,  Austin, 
Texas  78778,  J.O.  #6342973. 
Ad  paid  by  Equal  Employment 
Opportunity  Employer. 


ijjL 

^  Join  Cisco  Systems,  one  of  the  fastest  growing  companies 
in  one  of  the  most  rapidly  expanding  industries.  We  create 
solutions  -  high  performance,  multimedia,  multiprotocol 
1992I  internetworking  products.  Our  innovative  tools  and 
technology  allow  unlimited  numbers  of  LANs  to  be  linked  into  vast  systems.  Company-wide, 
nationwide,  worldwide.  Along  the  way,  our  company  keeps  growing,  more  profitably  year  after  year. 
Just  look  at  our  1992  sales  figures. 

We  are  now  building  our  new  Tech  Support  Center,  as  well  as  Telesales/Lead  Qualification  department 
in  the  Raleigh/Durham  area.  If  you  are  an  experienced  manager  with  solid  leadership  and  coaching 
skills,  join  us  today. 

Group  Manager.  Telesales 

Telesales/LeoaOuolification/Ieleniarhellng 

Be  the  driving  force  in  creating,  leading  and  managing  this  vital  department.  In  the  first  year,  you  will 
recruit,  hire  and  manage  30  Telesales  Reps,  Lead  Qualification  Reps,  Supervisors  and  support 
individuals.  You  will  also  manage  the  Telesales  Supervisors  and  Reps  to  meet  the  monthly  sales  quota; 
manage  the  Lead  Qualification  Group  to  qualify  existing  leads  and  inquiries;  work  with  the  outside  Field 
Sales  Force  on  campaigns/programs;  and  manage  the  sales  automation  system.  We  require  a  BA/BS  or 
equivalent  and  a  background  building/managing  a  similar  department  within  a  high  tech  field.  Solid 
leadership/communication  skills  and  7+  years  of  telesales  and  lead  qualification  experience  are  key.  Job 
Code:  KG/GM 

Customer  Engineering  Manager 

Tech  Support  Center 

Providing  technical  assistance  to  Cisco  customers,  this  position  is  primarily  focused  on  IBM  response 
team  support  and  requires  strong  SNA  technical  management  experience.  Responsibilities  include 
budgeting,  hiring,  training,  and  supervising  Customer  Engineers  who  handle  customer  problem  solving. 
The  successful  candidate  must  have  a  BSEE/CS  along  with  2+  years  of  first-line  management 
experience,  as  well  as  a  minimum  of  5  years  providing  technical  support  to  customers  with  large  multi¬ 
vendor,  multiprotocol  networks.  Excellent  written  and  verbal  communication  skills  are  requisite. 
Individuals  with  IBM  network  protocol  knowledge  are  preferred.  Job  Code:  JO/CEM 

Additional  opportunities  are  also  available  in  Raleigh/Durham  for  Customer  Engineers  and 
Telesales/Lead  Qualification  Representatives. 

Increase  your  own  net  worth  by  applying  your  talents  at  Cisco. 

For  immediate  consideration,  please  send  your  resume,  indi¬ 
cating  job  code  of  interest  on  envelope,  to  Cisco  Systems, 

Inc.,  Human  Resources,  Dept.  NW222, 1525  O’Brien  Drive, 

Menlo  Park,  CA  94025  or  FAX  it  to  (415)  903-7271. 

E-mail:  jobs@cisco.com  (ASCII  only).  EOE.  CISCOuYSTEMS 


If  you  think  our  technology  is  advanced,  wait 
until  you  see  the  environment  it’s  created  in. 


At  Hewlett-Packard’s  Roseville  Networks  Division,  we’re  making  advances  that  are  driving  the  industry's  standards. 
Our  breakthroughs  in  networking  technology  are  the  result  of  creative  minds  working  in  an  innovative  environment  - 
an  entrepreneurial  setting  that’s  flexible  and  informal,  one  in  which  people  and  ideas  thrive.  If  you’d  like  to  test 
yourself  in  this  unique  atmosphere,  consider  one  of  the  following  opportunities. 

Hardware  Networking  Engineers  Software  Networking  Engineers 

To  qualify,  you  must  have  experience  in  digital  design  and/  You  must  have  experience  in  network  management, 
or  multiprocessor  digital  design,  and  have  a  BS/MSEE  network  operating  systems,  or  internetworking  develop- 
or  equivalent.  ment  and  a  BS/MS  in  CS  or  EE  or  equivalent. 

In  addition  to  a  broad  benefits  package  which  includes  relocation  support,  you’ll  enjoy  living  in  Roseville,  located 
at  the  base  of  the  Sierras  just  outside  of  Sacramento  in  Northern  California.  Our  community  offers  a  mild,  sunny 
climate,  attractive  and  surprisingly  affordable  housing  and  close  proximity  to  numerous  recreational  activities 
including  water  and  snow  skiing.  Please  send  your  resume,  indicating  position  of  interest,  to:  Hewlett-Packard 
Company,  Attn:  Site  Employment,  Dept  NW-2,  8000  Foothills  Blvd.,  Roseville,  CA  95747.  Principals  only, 
please.  Hewlett-Packard  Company  is  an  equal  opportunity/affirmative  action  employer  m/f/d/v. 

W/wt  HEWLETT 
mi 7M  PACKARD 
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Novell  gets  a  hot  new 
ally  in  Powersoft 

continued  from  page  1 
and  alliance  programs  in  Burlington, 
Mass.  “This  tool  gives  them  a  high-level, 
object-based  interface  to  NetWare  ser¬ 
vices.” 

Powersoft  and  Novell  are  demonstrat¬ 
ing  a  beta  version  of  PowerBuilder  Library 
for  NetWare  this  week  at  the  Software  De¬ 
velopment  ’93  Conference  and  Exhibition 
here.  Powersoft  is  developing  the  tool  with 
input  from  Novell,  and  both  companies 


will  market  it. 

According  to  Brad  Cooley,  manager  of 
systems  support  in  the  agricultural  divi¬ 
sion  at  Ciba-Geigy  Corp.  in  Greensboro, 
N.C.,  PowerBuilder  Library  for  NetWare 
will  make  it  easier  for  developers  at  his 
firm  to  identify  logon  names,  media  access 
addresses  and  print  queues  on  the  net. 

“The  tool  will  make  our  developers 
more  efficient  and  enhance  PowerBuilder 
functionality,”  he  said.  “It’s  time  they 
gave  [client/server  developers]  what’s  al¬ 
ways  been  available  on  the  mainframe  and 
other  platforms. 


PowerBuilder  Library  for  NetWare  rep¬ 
resents  another  move  by  Powersoft  to 
boost  PowerBuilder  to  handle  enterprise 
client/server  applications.  Powersoft  has 
already  announced  agreements  with  two 
leading  computer-aided  software  engi¬ 
neering  vendors  —  LBMS,  Inc.  and  Bach¬ 
man  Information  Systems,  Inc.  —  to  build 
interfaces  to  their  products. 

Good  news  for  Novell 

The  announcement  also  plays  well  for 
Novell,  which  is  trying  to  establish  alli¬ 
ances  with  software  vendors  whose  tools 


Software  and  Hardware  Product  Demos  Available  Now  on  Network  World's  NetACCESS 


Take  a  Break  artel  Try 
Somethin? 

Off  Our 

New  Menu 


Get  a  taste  for  some 
of  the  latest  networking 
products  with  Network 
World's  Net ACCESS. 

Available  on  Net¬ 
work  World's  Electronic 
Bulletin  Board  System 
(BBS),  callers  to  Net- 
ACCESS  can  download 
demonstration  copies  of 
products  offered  by 
Network  World  adver¬ 
tisers  for  a  trial  run.  And 
since  the  demonstration 
is  interactive,  callers 
can  find  out,  quickly 
and  easily,  as  much  or 
as  little  as  they  need  to 
know  in  a  new  and 
exciting  manner. 

To  sample  the  variety 
of  demos  NetACCESS 
offers,  use  your  IBM, 
Apple  or  other  micro¬ 
computer  to  reach  the 
BBS  at  300  to  2,400 
bit/sec  (8N1 )  by  dialing 
508-620-1160.  Call 
508-620-1 178,  for 
speeds  up  to  9.6K  bil/sec. 


All  Network  World 
advertisers  are  offered 
the  opportunity  to  place 
demonstration  copies  of 
their  products  on  Net¬ 
ACCESS  for  one  month 
after  their  ad  appears  in 
Network  World.  Both 
high  and  low  density, 

3 1/2"  and  5  V  diskettes 
as  well  as  DOS®, 
Windows®  and/or 
Macintosh®  applica¬ 
tions  and  presentations 
are  acceptable.  500K  is 
recommended  for  brief 
download  time.  Adver¬ 
tisers  may  also  choose 
to  have  a  BBS  logo 
placed  on  their  ad 
advising  readers  that  a 
demonstration  of  their 
product  is  available  on 
the  BBS. 

Sound  interesting? 
For  more  information, 
call  Debra  Mahler  at 
508-820-7477  today. 


Featured  This  Week  On  NetACCESS. 


IIDG  Network  World,  Inc.,  Framingham,  MA  01701,  An  IDG  Company 


ADC 

Telecommunications 

1 .  PatchSwitch  Demo 

ADC's  automated  control 
for  remote  tech  control 
switching  systems. 
Includes  circuit  configu¬ 
ration  records  and 
switching/alarm  history 
on  all  connections. 

2.  WireMaster  Demo 

Wire  management  sys¬ 
tem.  Includes  program 
for  users  to  compare  cur¬ 
rent  workstation  costs  to 
the  cost  of  WireMaster. 

Communications 

Devices 

Network  Windows 

Requires  a  MS-DOS  PC 
with  640K  and  a  color 
monitor. 

Compaq 

Product  Line  Demo 

Cooper  and  Associates 
Teletutor  Demo 

Demonstration  of  the  lat¬ 
est  Teletutor  course  on 
Frame  Relay  applications 
and  technology.  Fixed 
disk  and  VGA  required. 

DCA 

Remote  LAN  Node  (RLN) 

DCA's  RLN  turns  remote 
PC's  or  laptop's  into  actu¬ 
al  nodes  on  corporate 
networks.  Once  connect¬ 
ed,  users  can  work  from 
the  road  or  at  home. 


Faulkner 

Demo  disk  describes 
Communications 
Infodisk,  MicroData 
Infodisk,  and  DataWorld 
Infodisk  CD-ROM 
products. 

Futurus 

Futurus  Team  Demo 

Electronic  Mail 
Schedulers,  Phone 
Message  Center  and 
more.  Requires  VGA. 

ICSA  Network  Security 
Utility  Software 

A  collection  of  network 
security  software  utilities 
for  virus  protection  and 
other  related  topics. 

Lotus 

1 .  cc:Mail  for  DOS 

Requires  MS-DOS. 

2.  cc:Mail  for  Windows 

Requires  Windows. 

Microcom 

1 .  Carbon  Copy  for 
Windows  Demo 

Requires  Windows. 

2.  LANIord  Demo 

An  integrated  system 
for  realtime,  central¬ 
ized  management  of 
PCs  and  LANs.  This 
Product  can  be  used 
for  network  trou¬ 
bleshooting. 


Motorola 
Embarc  Demo 

Embarc  (SM)  allows  user 
to  send  letters,  memos, 
database  updates  and 
more  to  MAC  and  DOS 
based  portable  computers 
in  over  1 70  cities. 

Network  Dimensions 
Grafnet  Plus  Demo 

Provides  visual  presenta¬ 
tion  of  networks  on  geo¬ 
graphical  maps  of  the 
world,  plus  extensive 
reports  for  the  documen¬ 
tation  of  network  param¬ 
eters. 

Network  General 
Product  Line  Demo 

Including  the  Expert 
Sniffer  LAN  Protocol 
Analyzer  and  Network 
General's  distributed 
Sniffer  system. 


NetDirector  Demo 

A  network  management 
system  using  modular 
architecture  and  powerful 
management  applications 
with  a  graphical  user 
interface. 

Unisys 
CTOS  Demo 

This  demo  describes  the 
built-in  open  networking, 
multi-user  and  multi-task¬ 
ing  operating  system  of 
CTOS. 


can  make  it  easier  for  users  to  build  appli¬ 
cations  on  NetWare  networks.  Last  month, 
Novell  announced  it  was  working  with  Hy- 
perDesk  Corp.  to  develop  an  object-based 
interface  to  NetWare  services. 

“We’ve  always  provided  procedural 
[application  program  interfaces]  that  re¬ 
quire  crack  C  programmers  to  develop  Net¬ 
Ware  applications,”  said  Willie  Tejada,  di¬ 
rector  of  business  development  at  Novell 
in  Austin,  Texas.  “Now  we  want  to  deliver 
higher  level  tools  that  make  it  easy  for  cor¬ 
porate  developers  to  create  these  applica¬ 
tions.” 

Ciba-Geigy’s  Cooley  was  also  pleased 
with  PowerBuilder’s  support  for  Btrieve 
and  NetWare  SQL.  Powersoft  is  using 
Microsoft  Corp.’s  Open  Database  Connec¬ 
tivity  (ODBC)  interface  to  provide  access 
from  PowerBuilder  to  the  Novell  data¬ 
bases. 

“Building  in  ODBC  support  is  a  real 
good  move,”  Cooley  said.  “ODBC  gives  us 
a  quick  and  dirty  approach  to  getting  back¬ 
end  data.  We  have  a  lot  of  Btrieve,  and  it 
would  be  good  to  get  at  it  from  Power¬ 
Builder.” 

PowerBuilder  Library  for  NetWare  will 
be  available  midyear,  concurrent  with  the 
release  of  PowerBuilder  3.0,  said  Power¬ 
soft’s  Critch.  Support  for  Btrieve  and  Net¬ 
Ware  SQL  will  be  part  of  the  PowerBuilder 
3.0  announcement,  he  added.  No  pricing 
was  available.  □ 


Sprint  offers 
dedicated  network 

continued  from  page  4 
up  that,  then  the  service  should  be  very  at¬ 
tractive.  “Most  retailers  have  been  trying 
to  get  the  response  time  down,  and  10  to 
1 2  seconds  sounds  good,”  he  said. 

Sprint  will  offer  local  950  access  for  the 
TranXact  network.  Typically,  POS  devices 
are  connected  to  a  host  computer  over  800 
lines,  which  are  slower  because  the  local 
carrier  must  do  a  lookup  to  determine  the 
terminating  location  and  carrier. 

With  local  950  access,  calls  can  be  sent 
to  the  terminating  location  immediately. 

But  for  users  who  still  want  to  dial  in 
over  800  numbers,  Sprint  made  other  en¬ 
hancements  to  cut  response  time.  Sprint 
worked  with  Northern  Telecom,  Inc.  to  de¬ 
velop  software  that  more  closely  links  the 
switches  in  its  voice  network  to  the  TranX¬ 
act  network,  according  to  DeAngelo. 

Additionally,  the  Primary  Access  con¬ 
trollers  will  be  preprogrammed  with  rout¬ 
ing  information  to  speed  calls. 

Sprint  said  the  TranXact  services  will  be 
less  expensive  because  of  the  way  rates  are 
structured.  Users  pay  one  charge  for  the 
first  six  seconds  and  for  each  one-second 
increment  after  that.  DeAngelo  said  other 
networks  bill  in  six-second  increments. 

He  also  said  Sprint  plans  to  target 
TranXact  services  to  existing  customers, 
but  the  carrier  will  also  seek  users  of  some 
emerging  applications,  such  as  electronic 
delivery  of  state  and  federal  benefits,  pro¬ 
cessing  of  health  care  transactions  and 
wireless  applications. 

Chay  said  users  will  have  to  wait  and  see 
how  TranXact  pricing  compares  to  other 
services.  He  pointed  out  that  there  are  two 
groups  —  Retex  and  Spectranet  —  that 
buy  service  in  bulk  so  smaller  retailers  can 
obtain  volume  discounts.  □ 
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Client/server  is 
painfully  maturing 

continued  from  page  4 
zationwide  level,  while  less  than  one-third 
of  the  users  will  implement  client/server 
on  a  divisional,  departmental  or  work 
group  basis. 

“When  users  move  client/server  be¬ 
yond  the  departmental  level,  they  have  to 
contend  with  a  wider  range  of  platforms, 
databases  and  networks,  which  adds  to  the 
complexity  of  designing  and  managing  ap¬ 
plications,"  Roy  said. 

The  survey  says  a  majority  of  users 
(64%)  currently  integrate  products  from 
different  vendors  to  support  client/server 
applications.  Most  of  these  users  will  be 
forced  to  hire  outside  developers  with  spe¬ 
cialized  expertise  to  integrate  new  and  ex- 


Lack  of  rules  may 
hurt  800  portability 

continued  from  page  5 
Corp.  last  November  jointly  met  with  FCC 
staff  and  asked  them  to  impose  a  48-hour 
time  limit.  But  until  Allnet  filed  the  peti¬ 
tion  last  week,  no  one  had  officially 
pushed  the  FCC  for  action. 

MCI  and  Sprint  last  week  said  they  sup¬ 
port  Allnet’s  petition. 

Jeffrey  Seldman,  director  of  planning 
for  800  services,  said  AT&T  would  also 
support  Allnet’s  call  for  a  48-hour  turn¬ 
around  “as  long  as  it  starts  after  the  paper¬ 
work  is  completed.” 

Jones  said  Allnet’s  general  fears  have 
been  heightened  by  recent  practical  expe¬ 
rience  with  AT&T  in  a  technical  arrange¬ 
ment  that  mimics  800  portability.  Under 
that  arrangement,  customers  dial  an  800 
number  and  the  local  carrier  routes  the 
call  to  AT&T’s  network. 

Allnet  has  an  Integrated  Services  Digi¬ 
tal  Network  link  to  AT&T’s  network,  which 
it  uses  to  strip  off  800  calls  bound  for  cus¬ 
tomers  wanting  traffic  completed  on  All¬ 
net’s  network,  an  option  AT&T  is  legally 
bound  to  provide  through  tariff. 

For  80%  of  the  customers  that  filled  out 
change  orders,  Jones  said,  AT&T  has  taken 
more  than  22  days  to  complete  the  switch, 
which  involves  nothing  more  than  a  soft¬ 
ware  change. 

As  an  explanation  for  the  delays,  AT&T 
often  told  Allnet  that  paperwork  was  not 
properly  filled  out,  according  to  Roy  Mor¬ 
ris,  deputy  general  counsel  at  Allnet. 

Feeling  it  in  the  pocketbook 

Another  AT&T  tactic  hit  users  in  the 
pocketbook,  Jones  said.  “Before  it  would 
process  the  [change]  order,  AT&T  forced 
customers  off  of  their  term  plan,  which 
raised  the  customer’s  rates,”  he  said. 
Then,  if  it  took  several  months  for  AT&T  to 
carry  out  the  change,  the  customers  ended 
up  having  to  pay  higher  rates. 

According  to  an  AT&T  spokesman,  the 
standard  provisioning  interval  for  800  ser¬ 
vice  is  17  to  20  days  so  Allnet’s  experience 
was  not  out  of  the  ordinary.  He  also  said 
there  was  a  huge  increase  in  orders  from 
Allnet,  going  from  10  a  month  to  almost 
500,  which  initially  caused  a  backlog. 

There  is  no  connection  between  AT&T’s 
Allnet  arrangement  and  the  turnaround 
time  users  can  expect  when  800  portability 
becomes  reality,  he  said.  □ 


isting  applications,  slowing  their  client/ 
server  rollouts,  he  said. 

The  survey  also  shows  many  companies 
are  moving  to  client/server  computing  to 
automate  manual  tasks  (52%),  develop 
mission-critical  applications  in-house 
(45%)  and  allow  end  users  to  build  their 
own  custom  reports  (41%).  The  most 
common  client/server  applications  being 
deployed  are  decision  support,  finance, 
messaging,  document  management  and 
imaging  (see  graphic,  page  4). 

One  firm  trying  to  stay  a  step  ahead  of 
the  problems  associated  with  client/server 


computing  is  JP  Morgan  &  Co.  in  New  York. 
B.J.  Choi,  a  network  manager  at  the  bank, 
has  been  assigned  the  task  of  implement¬ 
ing  organizational  practices,  policies  and 
tools  to  manage  and  support  the  bank’s 
global  rollout  of  client/server  applica¬ 
tions,  which  is  now  under  way. 

Besides  the  lack  of  systems  and  prob¬ 
lem  management  tools,  Choi  said  one  of 
his  biggest  challenges  is  trying  to  assess 
the  impact  client/server  computing  will 
have  on  the  bank’s  network.  “Client/ 
server  computing  imposes  tremendous  de¬ 
mands  on  the  network  that  vary  depending 


on  the  architecture  of  the  network,  under¬ 
lying  protocols  and  the  way  developers 
split  logic  and  data  among  clients  and  serv¬ 
ers,”  he  said. 

He  also  said  rolling  out  client/server 
applications  globally  is  extremely  costly. 

“We  are  trying  to  develop  a  methodolo¬ 
gy  to  streamline  the  process  and  achieve 
economies  of  scale,”  Choi  said. 

Choi  added  that  JP  Morgan  is  not  sec¬ 
ond-guessing  its  decision  to  migrate  to 
client/server  but  is  moving  slower  than 
anticipated  to  ensure  it’s  addressing  the 
major  issues  involved  in  the  migration.  □ 


Network  World  needs  you... 

...for  our  inaugural  FaxBack  User  Survey 

If  you  have  purchased  intelligent  wiring  hubs,  or  if  you  are  evaluating  products  now,  Network  World 
would  appreciate  your  help  in  identifying  key  buying  issues.  We  are  conducting  this  survey  as  part  of  a 
Buyer's  Guide  scheduled  to  appear  March  8, 1993. 

Your  answers  will  be  strictly  confidential  and  are  used  only  to  develop  a  profile  of  user  buying  habits. 
Please  take  a  short  break  to  fill  out  the  brief  questionnaire  that  follows  and  fax  the  results  back  to  us. 
Thanks  for  your  help,  your  participation  will  help  identify  the  issues  buyers  find  crucial  to  the  selection 
process. 

Fax  your  answers  back  to  us  at  (508)  820-3467  before  March  1 . 

Vendors  of  intelligent  wiring  hubs  may  not  submit  entries  to  this  survey. 

1.  On  a  scale  of  1  to  10,  with  10  being  the  most  important,  please  rank  the  following  service  and  support  issues  you  consider 
when  purchasing  intelligent  wiring  hubs.  No  two  items  may  be  rated  the  same. 

Conformance  to  standards  Performance 

Ease  of  use  Price 

Interoperability  with  other  vendors'  hubs  Product  is  part  of  a  broad  line  of  offerings  from  one  vendor 

Mean  time  between  failure  Reliability 

Nptwnrk  management  capabilities  Othpr  (please  list) 

2.  Of  those,  which  is  the  single  most  important  factor  that  influences  your  purchase  decision? 

3.  Please  tell  us  which  intelligent  hubs  you  use  today  in  your  network.  Please  list  up  to  three  vendors  and  specific  models. 

1 

2 

3 

4.  Of  those  brands,  which  came  closest  to  meeting  all  your  selection  criteria? 

5.  Which  of  these  brands  would  you  recommend  to  other  users?  Why? 

fiA  Of  thnsp  brands  ynn  havp  installed,  which  mndpl  has  hppn  thp  most  rpliahlp? 

HR  Which  has  offered  best  performance? 

7.  Of  the  following  service  and  support  criteria,  please  rank  the  three  most  crucial  service  and  support  issues. 

Disastpr  rpcnvpry  Remote  monitoring 

Ease  of  installation  Toll  free  800  help  line 

Maintpnancp/upgradp  programs  ...  Othpr  (plpasp  listl 

Next  day  availability  of  replacement  parts/units 

8.  Which  of  the  hub  vendors  that  you  use  best  meets  your  needs  for  service  and  support? 

9.  What  is  the  highest  price  you  are  willing  to  pay  per  port  for  an  intelligent  wiring  hub? 

10.  What  type  of  discount  do  you  expect  for  a  volume  purchase?  (Please  state  the  discount  and  the  number  of  hubs  for  which  it 
applies.) 

Thank  you  for  answering  the  questions  above.  To  complete  your  FaxBack  survey,  please  fill  in  the  information  below.  Network 
World  will  not  publish  your  name  or  company  affiliation.  However,  we  do  require  this  information  to  validate  survey  results  and 
to  ensure  our  pool  of  respondents  is  comprised  solely  of  user  responses,  not  entries  from  vendors.  Thank  you  for  your  assistance 
and  your  interest  in  Network  World. 

Name:  Company  name- 

Title-  Phone  number: 
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User  chooses  SMDS  over  T-1 

Dedicated  T-1 
(hub  and  spoke) 

Data 

service 

unit 

Router 

Monthly 

service 

charge 

Monthly* 

equipment 

charge 

Monthly 

total 

St.  Louis  Park  hub  site 

$5,985 

$19,850 

- 

$917.63 

$917.63 

Mendota  Heights 

$1,995 

$5,000 

$740 

$194.30 

$934.30 

Chicago  Avenue  South 

$1,995 

$5,000 

$700 

$194.30 

$894.30 

Riverside 

$1 ,995 

$5,000 

$700 

$194.30 

$894.30 

Subtotal 

$11,970 

$34,850 

$2,140 

$1,500.53 

$3,640.53 

Each  new  site 

$3,990 

$5,000 

$700 

$249.72 

$949.72 

Meshed  SMDS  net 

■ 

Data  Router 

service 

uni* 

Monthly 

service 

charge 

Monthly  Monthly 
equipment  total 
charge 

St.  Louis  Park 

$6,000 

$5,000 

$608 

$305.55 

$913.55 

Mendota  Heights 

$6,000 

$5,000 

$608 

$305.55 

$913.55 

Chicago  Avenue  South 

$6,000 

$5,000 

$608 

$305.55 

$913.55 

Riverside 

$6,000 

$5,000 

$608 

$305.55 

$913.55 

Subtotal 

$24,000 

$20,000 

$2,432 

$1,222.20 

$3,654.20 

Each  new  site 

$6,000 

$5,000 

$608 

$305.55 

$913.55 

Although  a  fully  meshed  SMDS  net  costs  slightly  more  than  a  hub-and-spoke  T-1 
configuration,  it  is  less  expensive  to  add  dedicated  network  sites  with  SMDS. 

‘Cost  of  hardware  is  amortized  over  3  years. 

® ilSSSillB 

GRAPHIC  BY  SUSAN  J.  CHAMPENY 

SOURCE:  CENTER  FOR  DIAGNOSTIC  IMAGING,  MINNEAPOLIS 

Medical  firm 
finds  SMDS  deal 

continued  from  page  2 
to  establish  links  as  needed  with 
business  partners  and  others. 

From  a  cost  standpoint,  a 
meshed  T-l  network  will  be 
cheaper  than  SMDS  for  nets  of  up 
to  four  sites,  Lucas  said.  Beyond 
that,  SMDS  is  a  better  deal  be¬ 
cause  one  link  provides  connec¬ 
tivity  with  all  other  sites,  in  effect 
creating  a  meshed  net  (see 
graphic,  this  page). 

“We  see  four  sites  in  a  metro¬ 
politan  area  as  the  breakpoint  for 
SMDS,”  agreed  David  Kirkow, 
broadband  services  manager  for 
US  West.  “We  expect  any  users 
with  more  than  that  to  eventually 
move  to  SMDS.” 

Although  the  regional  Bell 
holding  companies’  SMDS  rates 
vary  somewhat,  Kirkow  said  the 
breakpoint  does  not.  Breakpoints 


for  interexchange  SMDS  cannot 
yet  be  determined  as  only  MCI 
Communications  Corp.  offers  the 
service  and  it  has  not  yet  an¬ 
nounced  rates. 

CDI’s  network  connects  diag¬ 
nostic  imaging  clinics  at  its  Chica¬ 
go  Avenue  South,  Riverside  and 
Mendota  Heights  sites  to  its  St. 
Louis  Park  headquarters,  all  with¬ 
in  Minneapolis. 

Magnetic  resonance  imaging 
(MRI)  or  CAT  scan  devices  pass 
images  over  a  proprietary  serial 
interface  to  an  adjacent  Data 
General  Corp.  machine. 

Radiologists  at  each  site  ac¬ 
cess  images  using  Sun  Microsys¬ 
tems,  Inc.  workstations  attached 
to  Ethernet  local-area  networks, 
which  in  turn  are  connected  to 
the  SMDS  net  via  Cisco  Systems, 
Inc.  routers  and  ADC  Kentrox 
channel  service  units. 

CDI  is  getting  set  to  add  new 
sites  to  its  SMDS  net,  not  to  men¬ 


tion  the  offices  of  medical  spe¬ 
cialists  outside  the  company,  Lu¬ 
cas  said.  “We  think  we  can 


change  the  way  we  do  business  by 
opening  up  the  network  to  inter¬ 
ested  [business]  partners.”  □ 


IBM  expands 
AS/400  mgmt. 

continued  from  page  2 
400  and  Automated  Facili¬ 
ties/400  —  that  can  manage  a 
single  AS/400  or  a  network  of 
AS/400s  from  a  hub  machine. 

Omegamon/400  runs  on  an 
OS/ 2 -based  personal  computer 
linked  to  an  AS/400  and  graphi¬ 
cally  presents  a  network  status 
map  showing  alerts  and  alarms 
provided  by  OmegaView/400. 
OmegaView/400  runs  on  the 
AS/400  and  continually  moni¬ 
tors  performance  degradation, 
slowed  response  time  and  exces¬ 
sive  CPU  usage.  It  has  an  object- 
oriented  database  that  can  store 
management  data. 

Once  an  alarm  is  exhibited,  an 
administrator  can  manually  re¬ 
solve  the  problem  or  let  the  Auto¬ 
mated  Facilities/400  software  — 
which  must  reside  on  each 
AS/400  being  managed  —  kick 
off  an  automated  response. 

Omegamon  Services/400 
costs  between  $1,000  and 


$26,500.  OmegaView/400  is 
priced  at  $  1 5,000,  and  Automat¬ 
ed  Facilities/400  costs  from 
$1,250  to  $33,150.  All  three  will 
be  available  in  December. 

“Candle  has  some  of  the  best 
systems  management  technology 
on  the  market,”  said  Mark  Peter¬ 
son,  director  of  market  research 
for  ADM,  Inc.,  a  consultancy  in 
Cheshire,  Mass. 

To  further  its  client/server 
strategy,  IBM  announced  the 
AS/400  Client  and  AS/400  Serv¬ 
er  Series  line  of  prepackaged 
client/server  applications. 

The  AS/400  Client  Series  in¬ 
cludes  third-party  applications 
and  development  tools  for  net¬ 
works  of  DOS,  OS/2  and  Win¬ 
dows  clients  linked  to  AS/400s. 

Initially,  three  IBM  products 
and  offerings  from  five  software 
developers  are  bundled  in  the  se¬ 
ries.  They  include  products  from 
Gupta  Corp.,  Progress  Software 
Corp.  and  Synon  Corp.  For  exam¬ 
ple,  Synon  will  offer  its  Client/ 
Server  Generator,  an  OS/2-based 
computer-aided  software  engi¬ 


neering  tool  that  will  help  users 
downsize  mainframe  applica¬ 
tions  to  run  on  AS/400  servers 
and  OS/2  clients. 

Apple  Computer,  Inc.  an¬ 
nounced  a  new  version  of  the 
SNA«ps  5250  emulator.  The  new 
emulator,  developed  jointly  with 
IBM,  lets  Macintosh  users  access 
applications  on  the  AS/400.  It 
will  be  available  in  June  for  $395. 

Under  the  AS/400  Server  Se¬ 
ries,  IBM  will  offer  turnkey  pack¬ 
ages  of  preconfigured  AS/400 
and  Personal  System/ 2  hard¬ 
ware,  as  well  as  applications,  that 
give  users  plug-and-play  client/ 
server  offerings.  It  includes 
adapter  cards  for  IBM  Token- 
Ring  or  Ethernet  LANs. 

Analysts  said  these  offerings 
will  be  especially  useful  for  small 
and  midsize  users  that  do  not 
have  the  expertise  or  money  to 
develop  full-blown  client/server 
implementations. 

IBM  also  announced: 

■  A  statement  of  direction  to 
build  adapters  that  link  the 
AS/400  to  100M  bit/sec  Fiber 


Distributed  Data  Interface  LANs 
over  fiber-optic  and  shielded 
twisted-pair  wiring. 

■  A  statement  of  direction  to  port 
the  firm’s  AS/400-to-RISC  Sys¬ 
tem/6000  connectivity  software, 
the  AIX  AS/400  Connection  Pro¬ 
gram/6000,  to  Sun  Microsys¬ 
tems,  Inc.,  Hewlett-Packard  Co. 
and  other  vendors’  Unix  plat¬ 
forms  to  enable  those  devices  to 
communicate  with  the  AS/400. 

■  A  Distributed  Computing  Envi¬ 
ronment  (DCE) /400  tool  kit  that 
lets  users  begin  developing  DCE- 
compliant  applications. 

■  TCP/IP  File  Server,  an  imple¬ 
mentation  of  Sun’s  Network  File 
System  (NFS)  that  lets  NFS  users 
access  AS/400  files.  It  is  avail¬ 
able  now  for  $220  to  $5,830,  de¬ 
pending  on  configuration. 

In  addition,  Oracle  Corp.  an¬ 
nounced  it  will  develop  an 
SQL*Connect  gateway  that  will 
enable  users  to  exchange  infor¬ 
mation  among  Oracle  and 
AS/400  databases.  The  gateway 
is  expected  out  in  December. 
Pricing  was  unavailable.  □ 
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The  switch  also  supports 
frame  relay  and  Switched  Multi¬ 
megabit  Data  Service  interfaces 
and  the  Open  Shortest  Path  First 
routing  protocol  for  frame  and 
ATM  virtual  circuit  establish¬ 
ment.  Frame  relay  can  operate  at 
T-3  rates,  Cascade  said. 

But  the  unique  features  of  the 
switch,  according  to  analysts,  are 
its  ability  to  use  switched  lines  for 
switch-to-switch  connections  and 
to  vary  the  size  of  data  packets  for 
improved  transmission. 

The  switched  internodal  trunk 
feature  is  called  OPTimum,  or 
Open  Packet  Trunking.  OPTi¬ 


mum  enables  users  to  string  to¬ 
gether  switches  using  services 
such  as  frame  relay,  ATM  and 
SMDS  instead  of  more  expensive 
leased  lines. 

The  variable  frame  feature  is 
called  QuickPath.  QuickPath  al¬ 
lows  users  to  access  frame  relay 
services  to  send  non-delay-sensi- 
tive  data,  such  as  electronic  mail 
and  file  transfers,  and  fixed  cell 
length  services  such  as  ATM  for 
transmitting  delay-sensitive  in¬ 
formation. 

Cascade  officials  confirmed 
that  they  will  announce  a  broad¬ 
band  switch  this  week  but  de¬ 
clined  to  comment  further. 

The  B-STDX  will  cost  between 
$30,000  and  $160,000  and  will 
ship  in  October.  □ 
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links  to  U.K. 
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With  International  Switch- 
band,  users  need  a  multiplexer 
compatible  with  Mercury’s  net 
switches,  and  T-l  orE-1  (2.048M 
bit/sec)  access  links  at  each  end 
of  the  international  line. 

MCI  already  offers  Interna¬ 
tional  64,  a  switched  data  service 
that  could  be  multiplexed  to  high¬ 
er  speeds  but  requires  users  to 
make  separate  access  calls  for 
each  64K  bit/sec  channel  used. 
Furthermore,  these  calls  are  car¬ 
ried  on  either  fiber  or  satellite 
links,  while  International  Switch- 
band  will  be  a  fiber-only  service. 

The  carrier  said  the  service 


will  be  available  in  April,  but 
would  not  divulge  pricing.  It  did 
say  the  cost  of  an  International 
Switchband  link  will  be  substan¬ 
tially  less  than  the  equivalent 
number  of  International  64  con¬ 
nections. 

Singh  said  the  contiguous 
bandwidth  will  likely  be  used  for 
applications,  including  local-area 
network  interconnection,  video- 
conferencing  and  imaging. 

Based  on  testing  results  with 
users,  MCI  may  make  the  service 
available  in  additional  countries 
later  this  year,  Singh  said. 

The  carrier  is  considering  of¬ 
fering  the  service  to  Belgium, 
Denmark,  Finland,  the  Nether¬ 
lands,  Norway,  Sweden  and  Swit¬ 
zerland.  □ 
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Eicon  to  ease 
net  headaches 

continued from  page  1 
other  gateway  vendors  to  fol¬ 
low,”  said  Dick  Boyle,  program 
director  for  local-area  communi¬ 
cations  at  Gartner  Group,  Inc.,  a 
Stamford,  Conn.,  consultancy. 
“Many  users  can’t  afford  to  in¬ 
stall  all  of  the  separate  technol¬ 
ogy  the  ICS  supports  at  one 
time.” 

Multimedia  pack 

The  ICS  is  software  will  work 
with  machines  attached 
to  token-ring,  Ethernet 
and  Fiber  Distributed 
Data  Interface  LANs. 

Wide-area  connectiv¬ 
ity  is  provided  by  Ei¬ 
con’s  existing  intelli¬ 
gent  communications 
cards,  which  fit  into  any 
IBM  Micro  Channel  Architecture 
or  Industry  Standard  Architec¬ 
ture  personal  computer.  The 
communications  cards  support  a 
single  V.24,  V.35  or  X.21  inter¬ 
face  and  SDLC,  X.25,  frame  relay 
or  Integrated  Services  Digital 
Network  links  at  speeds  up  to 
384K  bit/sec. 

Additionally,  the  ICS  is  able  to 
support  a  maximum  of  six  cards 


fices  nationwide  issuing  public- 
key  certificates  to  both  govern¬ 
ment  employees  and  trading 
partners.  The  certificates,  stored 
in  an  X.500-based  certificate  di¬ 
rectory,  would  not  be  compatible 
with  Privacy  Enhanced  Mail 
(PEM)-based  certificates,  which 

!use  RSA  Data  Security,  Inc.  algo¬ 
rithms  (see  “Group  devises  new 
system  for  public-key  certifica¬ 
tion,  page  23). 

Other  agencies,  including  the 
National  Aeronautics  and  Space 
Administration,  the  Office  of  the 
Secretary  of  Defense  and  the  Na¬ 
tional  Security  Agency  (NSA), 
also  outlined  plans  at  the  NIST 
symposium  for  deploying  DSS. 

But  DSS  is  not  yet  an  actual 
federal  standard,  and  uncertain¬ 
ties  remain.  Since  NIST  proposed 
DSS  as  the  nation’s  first  public- 
key  standard  in  July  1991,  the 
technology  has  been  widely  criti¬ 
cized  as  half  a  standard  since  it 
does  not  provide  for  encrypting 
documents. 

DSS  only  contains  the  Digital 
Signature  Algorithm  (DSA)  for 
creating  a  public-key  signature 
and  a  Secure  Hash  Algorithm 
(SHA)  for  creating  message  di¬ 
gests  that  can  be  compared  to 
original  messages  in  order  to 
safeguard  against  tampering. 

NIST  last  summer  admitted 
that  the  NSA  actually  created 
DSS,  wjiich  cost  NIST  some  credi¬ 
bility  with  companies  that  feel 


on  any  platform.  These  cards 
range  in  price  between  $1,095 
and  $1,595. 

Three-phase  process 

The  ICS  will  be  rolled  out  in 
phases  during  the  next  18 
months.  The  first  release,  avail¬ 
able  in  May,  will  run  on  NetWare 
servers  as  a  NetWare  Loadable 
Module.  It  will  be  able  to  route  the 
Transmission  Control  Protocol/ 
Internet  Protocol,  Apple  Com¬ 
puter,  Inc.  AppleTalk  and  Novell, 
Inc.  Internetwork  Packet  Ex¬ 
change  (IPX)  protocols. 

The  software  will 
also  support  the  Point- 
to-Point  Protocol  to 
route  data  to  larger 
router  systems  such  as 
those  from  Cisco  Sys¬ 
tems,  Inc.  and  Wellfleet 
Communications,  Inc. 
Also  included  in  the 
ICS  will  be  an  SNA  gateway  func¬ 
tion  that  supports  as  many  as  254 
SNA  3270,  5250,  LU  6.2  or  LUO 
Eicon  sessions  per  card,  with  a 
host  for  DOS,  Windows,  OS/2, 
Macintosh,  Unix  and  Windows  NT 
clients. 

A  second  ICS  release,  due  out 
in  September,  will  run  on  IBM’s 
OS/2  servers.  It  will  add  the  con¬ 
version  capability  so  that  the  soft- 


the  NSA  is  willing  to  sacrifice 
their  business  interests  for  na¬ 
tional  security  goals. 

Patent  disputes  have  also 
erupted  over  DSS,  with  RSA  Data 
Security  and  German  university 
Professor  Claus  Schnorr  both 
claiming  DSS  violates  their  pub¬ 
lic-key  technology  patents.  But 
last  week,  NIST  officials  said  it  in- 


UA 

xlLPPN  has  not  yet 
shown  itself  to  be  a 
superior  routing 
protocol,”  Simon  said. 

▲  AA 


tends  to  push  DSS  out  as  a  stan¬ 
dard  in  three  months  even  if  the 
patent  claims  are  not  resolved. 

Miles  Smid,  manager  of  the 
NIST  Security  Technology  Group, 
said  NIST  has  already  sent  one 
piece  of  DSS  —  the  SHA  digest  al¬ 
gorithm  —  to  Secretary  of  Com¬ 
merce  Ron  Brown  for  final  ap¬ 
proval,  placing  the  fate  of  DSS  in 
the  hands  of  the  Clinton  adminis¬ 
tration. 

If  signed,  a  new  regulation 
taking  effect  in  six  months  would 
require  federal  users  to  buy  SHA- 
based  products  when  they  need  to 


ware  can  convert  SDLC  data  from 
as  many  as  16  IBM  3174  control¬ 
lers  into  the  LLC2  format  re¬ 
quired  for  communications 
across  Ethernet,  token-ring  and 
FDDI  LANs. 

That  relase  will  also  include 
support  for  routing  Network  Ba¬ 
sic  I/O  System  traffic  over  SNA 
nets  and  X.25  wide-area  links. 

The  third  release,  which  is  ex¬ 
pected  out  in  early  1 994 ,  will  sup¬ 
port  Unix  and  Windows  NT  serv¬ 
ers,  as  well  as  IBM’s  Data  Link 
Switching. 

At  an  unspecified  time,  Eicon 
plans  to  add  support  for  IBM’s 
Advanced  Peer-to-Peer  Network¬ 
ing  End  Node  as  well  as  source 
route  transparent  bridging  and 
the  Open  Shortest  Path  First  in¬ 
terrouter  protocol. 

The  ICS  will  cost  between 
$3,000  and  $5,000,  depending 
on  configuration. 

Analysts  said  the  product 
sounds  goodm  —  if  Eicon  deliv¬ 
ers  as  promised. 

“Eicon  has  a  huge  wish  list  of 
features  to  support,”  said  Lucin¬ 
da  Santisario,  a  senior  analyst  at 
International  Data  Corp.  in  Fra¬ 
mingham,  Mass.  “They  also  need 
to  deliver  quickly  on  their  prom¬ 
ise  of  operating  system  indepen¬ 
dence.”  □ 


purchase  products  with  message 
digest  functionality.  If  the  com¬ 
merce  secretary  approves  SHA, 
DSS  will  be  halfway  home  as  a 
standard. 

The  government  intended  DSS 
to  be  royalty-free,  he  said,  but  un¬ 
til  patent  disputes  are  resolved, 
this  issue  remains  questionable. 

“We  have  an  urgent  need  to 
start  utilizing  DSS  immediately,” 
Philcox  said.  “But  DSS  product 
acceptability  and  availability  are 
important  missing  ingredients.” 
He  acknowledged  that  the  Trea¬ 
sury  Department  will  have  to  con¬ 
front  the  issue  of  other  public-key 
encryption  algorithms,  including 
those  from  RSA  Data  Security,  the 
de  facto  standard.  “We  may  have 
to  support  more  than  one  stan¬ 
dard,”  he  said. 

Philcox  also  said  the  Treasury 
Department  would  like  to  clear 
up  disagreements  abounding  in 
the  legal  profession  about  the  va¬ 
lidity  of  an  electronic  vs.  written 
signature  on  a  contract.  The  IRS 
will  submit  legislation  to  Con¬ 
gress  making  digital  signatures 
unequivocably  acceptable  under 
the  law. 

He  noted  that  the  Treasury  De¬ 
partment  had  mustered  Congres¬ 
sional  support  to  attach  such  a 
clause  in  last  year’s  tax  bill,  but 
President  Bush  vetoed  the  bill  be¬ 
fore  leaving  office  because  it 
would  have  raised  taxes.  “We  ex¬ 
pect  that  passage  of  a  bill  would 
give  us  authorization  for  the  pro¬ 
totypes  we  are  working  toward,” 
Philcox  said.  □ 
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AT&T  boosts 
support  for  nets 

continued  from  page  1 
viders’  service  and  support. 

“AT&T  has  moved  to  a  new 
level  of  service  and  support  for 
SDN,”  said  Daniel  Briere,  presi¬ 
dent  of  TeleChoice,  Inc.,  a  Mont¬ 
clair,  N.J.,  consultancy.  “And 
they’ve  turned  up  the  heat  on  MCI 
and  Sprint  to  match  their  plan.” 

Under  the  first  service,  SDN 
Assurity,  the  carrier  provides  net¬ 
work  managers  with  monthly  re¬ 
views  designed  to  identify 
changes  in  network  traffic  and 
performance.  Specialists  will  also 
review  call  completion  and  trunk 
usage  on  a  quarterly  basis  to  see  if 
design  changes  are  warranted. 

Factors  considered  in  design 
recommendations  include  migra¬ 
tion  from  switched  to  dedicated 
SDN  access  and  local  access  and 
transport  area-pair  analysis.  In  a 
LATA-pair  analysis,  AT&T  checks 
to  see  if  an  SDN  customer  makes 
enough  calls  between  sites  with 
dedicated  access  to  warrant  low¬ 
er  rates  on  those  calls. 

With  SDN  Assurity,  customers 
decide  where  bills  are  sent,  when 
they  should  arrive  and  how  much 
detail  they  should  include.  Staff 
at  AT&T’s  dedicated  SDN  Control 
Center  (SDNCC)  in  Atlanta  helps 
users  understand  bills,  resolve 
disputes  and  answer  inquiries. 

SDN  Assurity  is  free  of  charge 
to  current  and  new  customers. 

“I  just  don’t  understand  what 
kept  AT&T  from  offering  this  ser¬ 
vice  earlier,”  Volante  said.  “It’s 
something  that  most  every  SDN 
customer  could  use.” 

For  users  that  want  higher  lev¬ 
els  of  support,  AT&T  will  offer 
SDN  Assurity  Plus.  In  addition  to 
the  standard  facilities  monitoring 
handled  with  SDN  Assurity,  the 
carrier  will  coordinate  the  resolu¬ 
tion  of  network  troubles  with  the 
customer’s  equipment  vendors. 

When  an  outage  occurs  as  a  re¬ 
sult  of  on-site  equipment,  the 
SDNCC  acts  as  the  maintenance 
control  office,  coordinating  re¬ 
pair  with  suppliers.  If  a  vendor 
does  not  respond,  AT&T  will 
place  follow-up  calls  to  deter¬ 
mine  the  status  of  the  problem 
and  escalate  the  situation  on  be¬ 
half  of  the  SDN  user. 

Also,  AT&T  net  design  special¬ 
ists  will  analyze  a  network  every 
three  months  to  determine  if  the 
user  should  make  any  changes.  In 
any  event,  the  SDNCC  provides 
each  user  with  a  quarterly  analy¬ 
sis  of  its  SDN  performance. 

If  the  percentage  of  calls  com¬ 
pleted  using  SDN  falls  below  80% 
or  if  trunking  causes  call  block¬ 
age  of  at  least  5%,  AT&T  will  sug¬ 
gest  corrective  actions.  Users  can 
request  lower  thresholds. 

Additionally,  AT&T  will  send 
SDN  billing  specialists  to  user 
sites  in  addition  to  providing  bill¬ 
ing  services  from  its  SDNCC. 


SDN  Assurity  Plus  costs  $750  a 
month,  which  covers  all  network 
sites.  But  firms  that  sign  three-, 
four-,  six-  or  nine-year  contracts 
and  commit  to  more  than  1 5  mil¬ 
lion  minutes  a  year  of  usage  re¬ 
ceive  a  $750  monthly  credit  that 
can  only  be  used  to  buy  SDN  As¬ 
surity  Plus,  so  the  service  is  es¬ 
sentially  free. 

Under  the  third  service,  SDN 
Watch,  AT&T  will  provide  alarm 
surveillance  on  T-ls  used  to  ac¬ 
cess  SDN  and  equipment  connect¬ 
ed  to  the  links.  The  SDNCC  will 
use  various  net  management  sys¬ 
tems  to  catch  T-l  line  problems 
before  an  outage  occurs  and  to 
identify  and  resolve  problems 
with  on-site  equipment. 

As  part  of  the  SDN  Watch  ser¬ 
vice,  AT&T  provides  coordinated 
vendor  maintenance  for  equip¬ 
ment  problems  that  affect  SDN. 
As  with  SDN  Assurity  Plus,  when 
an  outage  occurs  as  the  result  of 
an  equipment  problem,  the 
SDNCC  acts  as  the  maintenance 
control  office,  coordinating 
equipment  repairs  with  vendors. 

SDN  Watch  costs  $150  a 
month  per  T-l  access  pipe. 

All  three  services  are  in  con¬ 
trolled  introduction  and  will  be 
generally  available  in  May.  □ 
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AT-B612T  $1,795. 


Finally,  someone’s  created  the  ultimate  in 
SNMP  manageable  concentrators  for  LANs, 
based  on  standards  and  guaranteeing  your 
vendor  independence. 

Our  AT-3612T  offers  unequaled  management 
functionality.  Its  twelve  UTP  ports  and  modular 
backbone  port  can  be  used  standalone  or  in  our 
low-cost  chassis  as  part  of  a  departmental 
concentrator  of  up  to  96  nodes.  Each  3612T  is 
self-contained  and  self-powered,  delivering 
unmatched  flexibility  and  redundancy.  Any 
3612T  can  function  as  a  master,  back-up  or  slave 
SNMP  agent  and  all  units  are  “hot  swapable”, 


allowing  for  concentrator  reconfiguration  without 
bringing  the  network  down.  Plus,  the  concentrator 
appears  as  one  repeater  to  the  network  and  as  one 
SNMP  agent  to  the  network  manager. 

Other  products  have  some,  while 
our  3612T  ha^il  all.  So  no 
matter  what  you’re  looking 
for,  the  ultimate  SNMP 
solution  isn’t  hard  to 
find.  Simply  call 
Allied  Telesis  today 
at  1-800-424-4284, 

Dept  #E35. 


Allied  Telesis 

575  East  Middlefield  Road 
Mountain  View,  California  94043 
1-8004244284  (US  &  Canada) 

Tel:  415-964-2771  Fax:  415-9644598 


Please  phone  us  for  the  nearest  participating  US  or  Canadian  distributor  or  reseller  offering  volume  pricing  on  over  100  ATI  network  building  blocks.  ©Allied  Telesis  1992. 


